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OGAN-GREGG HARDWARE C0. 


PITTSBURGH 


A century of progress—how time flies! But this cycle of business 
means more than the mere passing of time—it represents accom- 


plishment built upon the rock of integrity. 


As we celebrate our Centennial Anniversary, we desire 
to thank you, our customers, for your loyalty and 


support which have made our success possible. 


With the experience of one hundred years 
to aid us in giving better service, 
we hope to merit your continued 


favors. 
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The New Waleo Pipe Wrench 





Tuese illustrations are moving-picture shots 
of the Walco Pipe Wrench in action. They 
show tests of this new wrench’s toughness and 
strength which have been made hundreds of 
times and never failed yet. 





TEETH 
ean be quickly 
reground with 
an ordinary 
emery wheel 


Drop-forged 


FRAME 


strong enough 
to batter this 
piece of steel 
pipe FLAT... 





You can smash a steel pipe flat with the one- 
piece frame-and-bar of a Walco and not harm 
the wrench a particle. That's the kind of stuff 
there is in this simpler, stronger, longer-lasting 


pipe wrench... . Walworth’s WALCO. 


Waleo has 
GREATER 
STRENGTH 
to withstand 


"4 hard use and 
» Ww. my ee PLENTY OF IT 





This shot shows Henry Lambert, Walco demonstrator, up- 
side down at the end of a six-foot leverage, giving the Walco 
a tough test that doesn't bother it a bit. 


CONGRATULATIONS 
WAIT WOR : H to the Logan-Gregg Hard- 
ware Company of Pittsburgh 
on its 100th Anniversary. 


on 





Walworth Company, General Sales Offices: 60 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa.; and Attalla, Ala. 





HARDWARE aoe. published every week by the IRON AGE PUBLISHING CO., Division of United Business Publishers, Inc., 239 West 39th Street, New 
York, N. Y., 8. A. Established 1855. Entered ro second class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. 
(Printed in U. 8. A.) $8.00 per year. Single copies, 25c. each. Vol. 127, No. 2. 
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ESTABLISHED 1819 


THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONNECTICUT 
OFFICE OF THE VICE-PRESIDENT 


IN CHARGE OF SALES January 8, 1951. 


MR. HARDWARE DEALER; 


Didn't you feel elated when your institution passed its 
first anniversary - its fifth, tenth, twenty-fifth, and 
possibly fiftieth? Then think of The Peck, Stow & Wilcox 
Co. Eleven years ago "PEXTO” was 100 years in business! 





Among our many and varied products - we are the World's 
Largest Manufacturers of Hand Pruning Shears. Our lines 
are complete in Forged as well as Malleable styles. The 
country's most prominent Tree Experts institution demands 
"PEXTO" Pruning Shears. Those interesting facts are 
nothing new to you. Most hardware people are well aware 

of them. We have also added attractive display stands ana 
other dealer helps. 


Our current improvements are noticeable particularly in the 
higher finish, color, and other refinements supplying you 
with sales-helping eye-appeal. 


Effective at once: "PEXTO" Pruning Shears will be sold at 
suggested retail prices, less profitable discounts to the 
trade. Every legally possible effort will be exercised 
toward having these suggested retail and resale prices 
firmly established and adhered to. 


Pruning Shears are an item carrying potential increases for 
hardware store sales and, therefore, merit your using 
increased selling effort - right at this season, and now 
during these early years of the public’s becoming Pruning 
Shear-minded. "PEXTO” quality, reputation and experience 
supplies you with the best and truly profitable sales product. 
And this offering you established prices as well, enables you 
to retain your well earned profit. 





Ascertain which of your jobbers carry "PEXTO" Pruning Shears. 
Place your order with one of them this very trip. You will 
be pleased and you will profit by your satisfied customers. 


Very truly, 


To Logan Gregg Hardware Company of Pittsburgh, 
we extend greetings on completing one hundred ° 
years of successful business; and to Mr. Robt. 
M. Repp its President, and associated half a 
century, our best wishes for continued health 
and prosperity. 
P. S. & W. CO. 
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UNIVERSAL 
“The Electric Ware Beautiful” 

















Wishing 

~ another 

Prosperous 

100 Years 
Logan 
Gregg 

Hardware 

~ Company 





Sandwich Toaster 
Chromium Plate, $13.50 


- [RAY 
—_—————— 


NIVERSAL 





are alike in quality, workmanship and lifetime service. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN., U. S. A. 
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A Carload of Congratulations 





This month, the Logan-Gregg Hardware Company of: Pittsburgh 
celebrates its One Hundredth Birthday. The completion of a cen- 
tury of successful service to the hardware trade. Few organizations 
can boast of so great a history of business achievement. With 


















this advertisement Sylvania sends a carload of congratulations 
to an old business friend. 


After so many years of experience in satisfying the 
profit requirements of the retail trade, the 
Logan-Gregg Company chooses carefully 
and wisely the merchandise it represents. 
It is a compliment to the excellence 
of Sylvania Lamps that this cen- 
tenarian wholesale house se- 
lects them for distribution 

to its dealer trade. 







MANUFACTURED BY 


NILCO LAMP WORKS, INC. 


Emporium—Pennsylvania 


REG. U. 8. 
PAT. OFF. 





LAMPS 


LICENSED UNDER THE GENERAL ELECTRIC COMPANY’S INCANDESCENT LAMP PATENTS 











i 
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THIS IS WHAT YOU CALL 


TIMELY ADVERTISING 





se ° 





In a recent issue of The Saturday Evening 
Post, Stuart Lake tells of the deeds of one 
Wyatt Earp, top notch gun fighter of Kansas 
Cow Towns. 


On page 117, gun thrower Wyatt, about to 
arrest a notorious killer, buys two second 
hand six shooters “with trigger dogs that 
some gunwise owner had filed to split sec- 
ond smoothness.” 


Exactly next to this line is the illustration of the 
Nicholson File advertisement for the month and 
standing out under the illustration are the words 


“NICHOLSON FILES.” 


It is timely advertising of this sort which has lifted the 
name Nicholson from any chance of obscurity and 
planted it firmly in the minds of thousands of buyers of 
files. At almost all Mill Supply and Hardware Jobbers. 


NICHOLSON FILE COMPANY 
Providence, R.1!1., U.S.A. 


wOLs, 
Sey 
U. S.A. 


TRADE MARK) 


A File for Every Purpose! 





With great pleasure the Nicholson File Company extends 
its congratulations to the Logan-Gregg Hardware Com- 
pany on the latter’s one hundredth birthday. We hope that 
the coming century may be as full of success as the last. 


















Selecting two six-shooters with tri ig-| 
ger dogs that some former gunwise 
owner had filed to split-second smooth- 
ness, and a pair of well-worn holsters, 
Wyatt tested, the weapons thoroughly, 


NICHOLSON 








Your Sry 
tools.— 





FILES 


On edgéd tools 
so dull that your 
thumb doesn’t 


fear them, use 
Nicholson Files 


_.—and,to be sure 


that you are’ 
using genuine 
Nicholson Files, 
look for the 
Nicholson trade 
mark when you 
visit your hard- 
ware dealer. 


There is this im- 
portant point 
about genuine 
Nicholson Files. 
You are certain 
of sustained fil- 
ing speed —a 
quality as im- 
portant in the 
homeworkshop 
as in the big in- 
dustrial plants. 


The genuine Nich- 
olson file to use 
on edged tools is 
the Mill Bastard. 


NICHOLSON 
FILE COMPANY 


Providence, R.1., U. S.A. 
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US. Poultr 


——— UNIFORM SPACING => 





LINE WIRES 
INTERLOCKED 
NON-SLIP JOINT 


DOUBLE CABLE SELVAGE 





TIE IN with the DEMAND 
for this MODERN NETTING 


) as a dealer, can boost sales and profits 
by tying in with the demand already created 
for U.S. Poultry Fence. 


Here, for the first time, is a netting buyers 
know and ask for by name »» They have learn- 
ed of it through national advertising »» They 
buy it when they see it because of its super- 
ior, modern, straight-line construction »* They 
use it ever after because it costs no more.... 
saves time and labor....and gives longer ser- 
vice, better satisfaction. 


Each year more and more dealers stock and 
sell U.S. Poultry Fence exclusively »» It en- 
ables them to reduce their inventory .... speed 
up turnover....increases net profits »» It dis- 
courages price competition....attracts new 
trade....and builds permanent and profitable 
repeat business. 


This year--specify U.S. Poultry Fence, the 
only poultry netting nationally advertised. 
Ask your jobber or write to us for complete 
information and FREE miniature sample roll. 


U. S. Poultry Fence is sold only through 
the regular wholesale and retail trade. 


INDIANA STEEL & WIRE COMPANY 


rence 


Muncie, Indiana 





“The Netting That ery e 











HEARTY CONGRATULATIONS to Logan-Gregg Hardware Com- 
e Hundred Year Business Voyage and to 
Robert M. Repp who has been with the Ship for half the way and 
now, as President, has the helm as the Craft enters the Seas of 


pany on its successful On 


Another Century. 
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NE HUNDRED YEARS AGO—in 183!—a small mill 
was established at Worcester, Massachusetts. Its pro- 
duct was wire. 

This was a beginning of the wire industry in America—and 
the policy of its founder, Ichabod Washburn, was based on the 
very sound principle of building well and serving better. 

Today—one hundred years later—the small mill has grown 

” to: vast proportions—representing one of the major units of 
the American Steel & Wire Company. 

As in the past—Quality and service will continue to prove 

‘stepping stones to still greater achievements. Throughout the 

: years to come the American Steel & Wire Company will con- 

-_ sistently strive to anticipate as well as meet the needs of the 
world. 
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AMERICAN STEEL & WIRE COMPANY 


SUBSIDIARY OF UNITED US STATES STEEL CORPORATION 


‘ A 208 South La Salle Street, Chicago 
And All Principal Cities 


E LOGAN-GREGG HARDWARE COMPANY 


of Pittsburgh, are also rounding out their first century of consistent growth 
and service. To them our admiration and congratulations are herewith offered. 
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The Worlds Bests Saws 
A Good DealersRs 
and) psiomer Sélishee , 


As a business asset with the prospect of quicker 
sales and more profit to you the SIMONDS CRES.- 
CENT-GROUND CROSS-CUT SAW offers 
more possibilities than any other cross-cut saw 
on the market. The quality is assured by 


































the thousands of satisfied users. It is GROUND 
backed by the most modern methods of Cags's 
manufacture and the finest grade cor s AW 
saw steel made in SIMONDS 7 = 


You make no 
mistake when you 
sell Simonds Saws. 


OWN STEEL MILL, is the y 


foundation from which 
evry SIMONDS 
CRESCENT- 






Ask your jobber about them. 
He can supply you. 





TO 
LOGAN-GREGG HARDWARE CO. 
Pittsburgh, Pa. 


Simonds, ‘“‘The Saw Makers,” extend congratu- 
lations upon the completion of your 100 years 
in business. 











Simonds Saw and Steel Co. 
“Established 1832” 


FITCHBURG, MASS. 


IMIONDS 


Crescent Ground Goss-Gut 


SAWS 
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AGESTO)I 
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10 Features That Insure 


Quick Sales 


- Porcelain - enamel 
tub. 


- Latest Lovell 
Wringer — full 
open top, large 
balloon rolls. 

. Fully enclosed 
steel base — Me- 
chanical _ unit 
sealed. 

. Compact yet full 
sized (small floor 
space needed). 

. General Electric 
1% H.P. motor with 
12 feet rubberoid 
cord. 

. Vibration damp- 
ener. Silent in 
operation. No 
friction, jar or 
hum. 

. Cut gears, care- 
fully machined, 
running in grease. 
. No frequent oil- 


ing. 
. Beautiful in ap- 
pearance.e Two 
coats of ivory and 
green lacquer. 


10. No other washing 


machine in Amer- 
ica wins competi- 
tive demonstra- 
tions with such 
ease. 















KSTOAN E 
iL 


Retailing Well Below #1002 


The Greatest Value 
Ever Offered In Washers 


Blackstone climaxes its wonderful record of 60 years 
of washer building with the greatest washing machine 
value in the history of the industry. 


This sensational new washer, backed by America’s pio- 
neer washing machine company, contains many in- 
novations, new beauty, new mechanical excellence, new 
washing efficiency, all of which will aid in piling up 
sales for Blackstone dealers. 


The supreme merchandising opportunity of the new 
season! 


Step up your washing machine sales with the new 
Blackstone. It is the last word in washing machine de- 
sign. Write, wire or phone for liberal distributor- 
dealer proposition that insures a highly satisfactory net 
profit. 


e 


Our Tribute to LOGAN-GREGG Hardware Co. 


On Their One Hundredth Anniversary 


When a company can point back to 1831 as their natal 
year and at the same time tear a page from the cur- 
rent calendar of 1931, it is evident their business must 
have been conducted along sound and successful lines. 


Logan-Gregg have won this honor. They have every 
reason to be proud of their long and successful career. 
The faith and confidence of the hardware trade is theirs 
—“To have and to hold” for years to come. 


We congratulate them upon their One Hundredth 
Anniversary. 


THE BLACKSTONE MFG. COMPANY 
JAMESTOWN, N. Y. 
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New Stanley Merchandising Plan 
for 1931 affects every dealer 


Every hardware dealer regardless of size can increase his Nail Hammer 
sales for 1931 if he will take advantage of this merchandising plan 


The Stanley-Atha “Big 


Seven” for 1931 
More hammer per dollar than 
has ever been offered before 





Stanley. Atha No. 100 Plus 
**Chro-Moly”’ 

Size 112—16 oz. 
“The Aristocrat of 
Nail Hammers” 
Chrome-Molybdenum steel 
with our super heat treatment 
roduces the world’s finest 

mmer. 
“Evertite” processed handle. 





Stanley-Atha No. 311F 
Size 11.—16 oz. 
Super heat treated head, 
“*Evertite” processed handle. 






Stanley-Atha “Red Neck” 
No. 15 


Size 11.—16 oz. 
A popular hammer with 
craftsmen. Super heat treated 
head, ‘“Evertite” processed 
handle. 





Stanley-Atha No. 5112 
Size 112.—16 oz. 
The greatest hammer value 
ever offered. 


Super heat treated head — 
“Evertite’”’ processed handle. 





Stanley-Atha No. 51142A 
Size 114—16 oz. 
A well balanced straight claw 
hammer for ripping work. 





“Standard” No. 10114 
Size 11,—16 oz. 





“The Handy Man’s Ham- 
mer’’—a real “buy” for the 
occasional user. 





“Defiance” No. 01112 
Size 1%2—16 oz. 
A pee hammer for the 
small odd jobs around the 


home. 


What does Stanley offer? 


First: A Definite Merchandising 
Plan which includes: 


Balanced Selling Unit of Hammers. 


Attention Getting Display Material 
which shows at a glance the com- 
parative quality of the hammers in 
each price class. 


Consumer Advertising to hundreds 
of thousands of prospective hammer 
buyers. 


Sparkling Window Streamer to tie 
up with this consumer advertising. 


Second: Better Hammers 


Due to many improvements in de- 
sign and construction the Stanley 
“Big Seven” Nail Hammers for 1931 
offer greater values per dollar than 
has ever been offered before—a new 
value hammer in each price range. 


Ask your jobber for full information and prices. 
Get aboard NOW! Our advertising is telling 
hundreds of thousands of people about the 
superior quality of the 1931 Stanley Hammers 




















Hearty Congratulations to the 
LOGAN-GREGG HARDWARE COMPANY 
of Pittsburgh, Pa. 





on their 100th Anniversary 








THE STANLEY RULE & LEVEL PLANT 


New Britain, Conn. 


BALANCED 
SELLING UNIT > 


—sells more hammers. 


—sells more higher 
priced hammers. 


—fattens your profits. 


This Balanced Unit of 
Hammers is selected for 
rapid turnover — not a 
“lame duck” in the lot. 


Assortment No. 7 
includes 12 Stanley- 


Atha Nail Hammers. 
SELLING 
PRICE 
EACH 
One No. 100 Plus 
16 oz. $2.00 
One No. 31%F 
16 oz. 1.50 
One No. 15 
16 oz. 1.50 
Three No. 51% 
16 oz. 1.25 


One No. 514A 
16.0z. Ripping 1.25 


Three No. 1012 


16 oz. 1.00 
Two No. 011% 
16 oz. 75 





Total Selling 
Price — 14.50 
Total Cost to 9.62 


Dealer — 


Dealer’s Profit $4.88 


STANLEY TOOLS 
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WITH CONGRATULATIONS TO LOGAN-GREGG HARDWARE 











COMPANY OF PITTSBURGH ON ITS 100TH ANNIVERSARY. 


Selling Nesco Kerosene Stoves 
and Ranges for You 


by | Localized Radio Broadcasting 


National Advertising 
Reaching Prospects 
Plus in Small Towns and Rural Districts 





Extra Profits on Bonus Plan 


HE new Nesco Cooperating Dealer Sales Plan 

helps you to build Greatly Increased Profits on the 
Nesco Foundation Unit. To share in the extra profits of 
this popular cooperative plan all you have to do is to 
invest approximately $100 in a Nesco Foundation Unit 
— three fast selling Nesco Kerosene Stoves and Ranges. 
From then on you will receive an extra profit—up to 
10% —on your every sale of Nesco Stoves, Ranges, Ovens 
and Perfect Oil Heaters. Your jobber will be glad to 
tell you all about this plan of profitable cooperation. 











Prices are higher in some zones 


Nesco Foundation Unit 


NATIONAL ENAMELING & STAMPING CO., INC. 
~~ Executive Offices 
273 N. Twelfth Street, Milwaukee, Wisconsin 
Factories and Branches: 


MILWAUKEE NEW YORK BALTIMORE GRANITE CITY, ILL. 
CHICAGO NEW ORLEANS LAUREL HILL, L. 1. PHILADELPHIA 
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Congratulations 


To The LOGAN- GREGG 


Hardware Company 


We take this opportunity to congratulate The Logan-Gregg 
Hardware Company of Pittsburgh, Pa., who, at this time, 
are celebrating their One Hundredth Anniversary. 


The high regard in which this representative wholesale 
house is held by the trade, their business integrity and 
loyalty both to manufacturers and retailers have won for 
them the admiration of the entire hardware industry. 


We wish them continued success and prosperity. 


Union Hardware Company 


Torrington, Conn. 











UNION HARDWARE 


Ball Bearing Extension Roller Skates 


63 Th 2a ab as he ds Se Sati ei Bone 
SL Sa ee Sh ae a RO 








‘agp Our 

Reg. U. S. Pat. Off. 77th 

Torrington, Conn., U. S. A. Year 

New York Office: 151 Chambers St. In , 
Business 


Established 1854 


HARDWARE COMPANY 


Have you ever considered how Union Hardware ICE 


Skates help sell Union Hardware ROLLER Skates? 


When Spring arrives, and you know how “time flies,” 
thousands of boys and girls who are now enjoying 
ice skating will long for the same satisfactory make 


of skates—on ROLLERS. 


And what a line for 1931—for outdoors, indoors, 
sidewalks, rinks. Skates for every member of the 
family. The best value in roller skates ever offered 


the trade. 
Order early from your jobber. 





Incorporated 1864 


All jobbers handle Union 
Hardware Company Skates; & 
write to us for a Catalog. 






For Boys and Girls 
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For nearly 30 years Continental Window 
Screens and Doors have made friends and 
held them, because their Quality brings last- 
ing service and satisfaction to thousands of 


customers. 


We intend to keep up the Quality so that you 
may keep up your SALES. 


Your jobber will supply you, either from his 
stock or in our distribution cars. 





Congratulations! 
LOGAN GREGG HDWE. CO. 


One Hundredth Anniversary ; 
1831 1931 


We take this opportunity to tell the trade that we hope 
their relations with Logan Gregg Hardware Company 
have been as pleasant and mutually profitable as have 
ours. 





To have lived to celebrate One Hundred Years of 
business success is noteworthy, but to retain the 
“Goodwill” of competitors as well as customers during 
all this time is an achievement to be justly proud of. 


We also congratulate Mr. Robert M. Repp, their Presi- 
dent, who has served with them for a period of fifty 
years and to whom much credit is due for the unusual 
success of this firm. 











CONTINENTAL SCREEN CO. 


Detroit, Michigan 




















Screen Panel Storm Panel 
IN SUMMER IN WINTER 
Keeps out Flies = Keeps out Cold 
Conserves Health Saves Fuel 





Combination Screen and Storm Door 
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From the Day of 
the Conestoga 
Wagon... 183! 











LOGAN -GREGG Has Always 
“Delivered the Goods” 


The Noma Electric Corporation extends its felicitations to the Logan-Gregg Hardware 
Company on the occasion of the Centennial celebration of the foupding of this pioneer 
hardware business. 

Few concerns can look back upon a span of one hundred years—and as we scan the 
history of the Logan-Gregg Company for a reason we find it in the record of ‘‘quick ship- 
ments of complete orders” and the principle expressed in the business motto, ‘“‘Our aim: 
To so conduct our business as wholesale distributors of hardware that both manufacturer 
and retailer shall recognize the value of our service.” 

Needless to say, Logan-Gregg has been a mighty good customer for Noma Strings of 
Color lights, and while we can’t boast that they have sold Noma lights for the past one 
hundred years, we can sincerely say that we hope they will be good Noma customers for 
the next hundred years. We are proud to extend our good wishes to the Logan-Gregg 
Hardware Company—and may their future be as bright and cheery as NOMA COLOR 
LIGHTS. 


CORPORATION 











. . Lo the Day of 
the Airplane 
a ee ea 


NOMA ELECTRIC . 











STRINGS OF COLOR LIGHTS 340 HUDSON STREET, NEW YORK 
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with 
NEW 
eaR-Way 


DOOR 
HARDWARE 


Faultless installation is assured by the tm- 
proved design of this new R-W trolley track 
... the perfect runway for R-W hangers! 
Kars (spaced on 12° centers) are integral parts 
of track. You require no brackets. Permanent 
and absolute alignment is built-in... you 


9 ' 
can t go wrong. 


Send for literature describing the new 
KaR-Way Track and R-W 3146'2B Hangers for 
doors weighing up to 200 Ibs. Like all R-W 
products, these items are designed and made 
by engineers with a background of fifty years 


experience. Write today. 


Richards-Wilcox Mfg. Co. 


AHANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 
(Chicag Boston Philadelphia (Cleveland Cincinnati 
; Des Voine Viinneapoli Kansa 
ttle etrol Atlanta Pittsburg 
i Vlontreal, Winnipeg 
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(CONGRATULATIONS 
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HEN an institution survives for a hundred years .. . 

When it goes through fire and famine, through wars 

and panics, through political unrest, through all the 

changes and chances that the inventive genius of a grow- 
ing people has brought about .. . , 

Then you may be sure that the idea behind that organ- 
ization is right. You may know that its founders builded 
well and that their successors have carried on with un- 
swerving loyalty to their ideals of service. 

And so we join with the rest of the Hardware Industry 
in congratulating the Logan-Gregg Hardware Company on 
its first century of progress. 

The first hundred years are the hardest! 


+HH@Ht 


THE COLEMAN LAMP & STOVE COMPANY 
General Offices: Wichita, Kansas, U. S. A. 
Factories: Wichita, Chicago, Toronto 
Branches: Philadelphia, Chicago, Los Angeles 





8535 
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Congratulations to 
Logan-Gregg on its 


100th Birthday 


While Lafayette still lived 
this jobbing house was founded 


ENERAL LAFAYETTE, the American Rev- 
olutionary hero, still lived at the time 
Logan-Gregg hung out its shingle and wrote its 
first order. . . ..One hundred years of seryice is. 
an enviable record achieved by maintaining the 
highest standard in both products and principles. 
. .» McKinney is proud that since the time of its 
own founding 65 years ago Logan-Gregg has con- 
tinuously supplied its trade with 


Mc KINNEY 
HARDWARE > 


‘Buy from your Jobber” 


McKINNEY MANUFACTURING CO., Pittsburgh, Pa. 








NOW/ 
3SOLPROFIT 


fo the DEALER on a// 
WINCHESTER 


RIFLES & SHOTGUNS 


except models 60 and 97 
and in addition ~ 
Lower prices to 

the consumer 
i 











‘The 
GREATEST VALUE 
in a single shot 


22 cat. RIFLE 
ever offered lo the trade 


new high grade 
WINCHESTER 
or both Father 


and Boy 





wellitas 


*. Oo 23 inch Winchester-proof barrel, gracefully tapered. Specially designed 
Winchester bolt with military style handle extending downward and — 

rearward. Rifle cannot be fired unless trigger is pulled. Lyman gold. 

bead front and new sporting rear sight with sliding elevator. Full sized 

- pistol grip stock. Handles .22 Short, .22 Long and .22 Long Rifle Rim 


Fire cartridges interchangeably. 


Fey 









¢ 
EY CHESTER Jy 


| emma sii SO 


eerie 


f KOPPERKLAD BULLET 









‘he PIONEER NON-CORROSIVE SHELLS 
















4 
Non-rusting, , 
Sure Fire more 
Complete Ignition 
High Velocity 
and Uniform 4 
Patterns j 
oF ad in our own 
labor ‘catories 
d by lwo years 
or se} aates 
SPiRpLOMY 
Repeater 1 
RANGER 














WIN CHESTER 







MOST OUTSTANDING 
DOUBLE 


Pa | 


in a complete 
range ~ 













) STANDARD 
GRADE 
re 12,1620 GAUGES 
P SELECTIVE 


EJECTION MODEL 
12,1620 GAUGES 


DOUBLE-PROOF BALK PROOF 


SINGLE TRIGGER MODEL 
12,16 620 GAUGES 


hor delivery April 1193] 
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Most 


COMPLETE 
STOCK 


F it’s in stock anywhere, 














you'll find it at UNITED. SCREWS 
Over 6,000 sizes and oe a aaa 
styles . . . almost un- 
limited quantities . . . immediate _— sages eats 
shipment from convenient ware- ee. 
house stocks. WASHERS 
Standard Special 


That’s the UNITED story in a nut Hardened and Ground 


shell. 
| * 


CHICAGO 


Check the list at right and send 





The UNITED Line: 


All UNITED Products are available 
in brass, steel or other metals 


Complete stocks conveniently located in 
CLEVELAND 





NUTS 


Machine Screw 
Acorn or Cap 
Castellated 
Semi-finished 














Knurled 
Conduit 
Wing 
Special 


MISCELLANEOUS 
Taper Pins Studs 
Threaded Wire Shapes 
Light Metal Stampings 
Plumbers’ Bolts Screws 


Nuts and Threaded Rods 


NEW YORK 





us your inquiries. 








y ; 


SCREW € BOL 





CORPORATION 
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THE SCREWS 
thathold the world 
fogether ¢ 








F you will look around you, 

whether you are in a house, a boat, 
an airplane, a church or an office 
building, you will find that there are 
hundreds of screws doing hundreds 
of jobs—they are holding together 
a ‘*world’’ of construction. 


Famous for length of service, strong 
bodies and easy driving, are Amer- 
ican Screws. For 93 years they 
have been the standard of quality 

for the world of industry. 


You can make money by sell- 
ing American Screws in bulk 
to industrial users and in 
“Handy Packs” to home users. 





MACHINE 
SCREWS 


wOoD TIRE STOVE 
SCREWS BOLTS BOLTS 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO.ILL. 


Put lt Together With Screws 








We take pleasure in extending our con- 
gratulations to the Logan Gregg Hard- 
ware Company of Pittsburgh, Pa., on 
the occasion of their 100th anniversary. 

















WE CONGRATULATE 


Logan-Gregg Hardware Co. 
AND 
WISH THEM CONTINUED SUCCESS 


‘ # 
ere oe | ‘ 
fe : 
:! Fe & 
¥ 


4 \ PAD L KS 
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possess all the mechanical superiority 
and high quality workmanship that have 
made Corbin locks universally recognized 
for their consistent efficiency. 


Corbin padlocks are known for securi- 
ty, strength, durability and correct design. 
That is why progressive hardware dealers 
ate concentrating and selling this de- 
pendable line. 


Ask your jobber or write us direct. 





CORBIN CABINET LOCK CO. 


Tue AmericAn HarpwareE CorPoRATION Successor 
NEW BRITAIN, CONN., U. S. A. 


NEW YORK CHICAGO PHILADELPHIA 

















ie 
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money built these? 


OU have seen your community grow, 

perhaps, from a small, cross-roads 
village to a sizable town or even a bustling 
city. You have seen schools built for the 
education of your children, homes for 
your family and your neighbor’s family, 
churches, stores, banks and office build- 
ings. Whose money built them? They 
certainly were not built with money 
brought to your community from the 
outside. It was money that you and your 
neighbors and fellow citizens earned by 
devoting your time and energy and loy- 
alty to the service of the community. 
By patronizing each other you have pat- 
ronized yourselves. By working togeth- 





er, you have made your town a better 
place to live. 

The merchant who owns his own bus- 
iness, either wholly or in part, deserves 
the whole-hearted support not only of 
his own Community, but of the manu- 
facturer whose merchandise he sells. For 
29 years the Pittsburgh Steel Company 
has stood loyally by the legitimate, in- 
dependent dealer. At no time in their 
history have they permitted their prod- 
uct to get into the hands of price 
pirates. The Pittsburgh Steel Company 
is the only fence manufacturer that has 
pledged their loyalty to the Regular 
Channels of Trade. 





Pittsburgh Fence © 


New York Chicago Detroit 


San Francisco Syracuse 


Memphis Dallas 


For the ‘Regular 
Trade only 








(Pittsburgh Steel Co.) 


Union Trust Bldg., Pittsburgh, Pa. 





The Pittsburgh Steel 
Co. extends its heart- 
fest congratulations 
to the Logan Gregg 
Hardware Company 
--- on the oeceasion of 
their one hundredth 
anniversary. xk x * 
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Reed & Prince products are right in accuracy, 
finish and package. You can sell them with 
the utmost confidence of customer satisfac- 
tion. 
These and many other types and sizes 
in steel, brass, bronze, Everdur, Monel, 
Stainless, and other special alloys and 
plain, polished, nickel, copper, blued, gal- 
vanized, cadmium or chromium finishes. 
Ask your jobber for Reed & Prince products 
REED & PRINCE MFG. CO. 


WORCESTER - - MASSACHUSETTS 
WESTERN BRANCH AT CHICAGO, 3635 IRON ST. 





Sincere congratulations to the 
LOGAN-GREGG HARDWARE COMPANY 
on the celebration of their 


100th anniversary 





























“CLEVELAND” 
GRINDSTONES 


are Popular Sellers 


Farmers who depend upon foot 
power say: “The ‘Sterling’ Grind- 
stone runs like a bicycle.” 

The genuine Berea grit in this stone 
outcuts them all. Frame can be set 
up in a jiffy by adjusting a single 
bolt. 

The “Samson” is also supplied with 
a Cleveland Grindstone of Berea 
grit. May be had with the regular 
roller bearings or our improved ball 
bearings. The crank can be used as 
a wrench to tighten any nut on the 
frame. Many other models — all 


backed by 85 years’ experience. 
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When not otherwise or- 
dered, we ship Samson 
grindstones knocked 
down. If desired set up, 
it should be so specified. 






Shipped 
knocked down 
and crated. 








1831 ——— 1931 


The LocAN Grecc Harpware Co. 


We congratulate you upon your Golden An- 
niversary and hope that if we live to celebrate 
One Hundred years in business, the trade will 
hold us in as high regard THEN, as it does 
the house of Logan Gregg NOW. 











THE CLEVELAND QUARRIES COMPANY 
Cleveland, Ohio 


28 West Broadway, New York 
Lombard & Co., Inc., Boston, Mass. 
New England Agency 











4366 











BREWS 


Ee 
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6 Hoes 
Forks 
Rakes 
Scoops 
Spades 
Shovels 
Weeders 
Hose Reels 
Ice Chisels 
Hand Seeders 
Hand 


Cultivators 


Sidewalk 


Cleaners 











HE IMPRESSION MADE BY 


dd AA 
QuALITY 
IS NEVER FORGOTTEN 4 «a « 


The American Fork and 
Hoe Company, makers of 
“True Temper” products, 
now manufacture a greatly 
enlarged line consisting of 
the items listed below. Each 
of these products is of the 
highest quality. 


The brand “True Temper” is © 
our guarantee to you and 
your customers that each 
product so marked is the best 
of its kind that can be made 
—in design, workmanship 
and quality. 





Axes 





Congratulations 


to 


on their 
100th Anniversary 


Kelly Axe and Tool Division 
Skelton Shovel Division 
Steel Goods Division 
of 





Logan-Gregg Hardware Company 


and on a mutually pleasant 
business association extend- 
ing over the past 70 years. 


The American Fork and Hoe Co. 


Adzes 

Picks 
Hammers 
Hatchets 
Scythes 
Machetes 
Mattocks 
Bush Hooks 











Steel Golf Shafts 
@ Artificial Baits 
Steel Fishing Rods 


Steel Bows for Archery 


a now Shoes, Skis, 


Toboggans 


Grass Hooks 
- Broad Axes 
ss Hickory Handles 


Ash Handles 
Bi 


The American Fork and Hoe Company 
Makers of farm and garden tools for over 100 years 
General Offices: Keith Building, Cleveland, Ohio 
Factories: Wallingford, Vt.; Ashtabula, Ohio; Geneva, Ohio; Dunkirk, N. Y.; Jackson, Mich.; Montrose, 


lowa; Fort Madison, lowa; Charleston, W. Va.; 


Memphis, Tenn. 


| TRUETEMPER PRODUCTS 
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FOR ALL YEAR 
PROFIT 


beg 


Ox kerosene lanterns were invented, 
Dietz Lanterns have been yielding steady 
all-year profits to hardware dealers—accepted 
as the standard by customers—always backed by 
a policy that assures fullest protection to seller 
and user in dependability and fair price. 


The sales and profit possibilities of Dietz Lan- 
terns merit your vigorous pushing. 





We extend our hearty congratulations to Logan 
Gregg Hardware Co. upon attaining their 100th 
Anniversary of sterling service to the hardware 
trade. 


R. E. DIETZ COMPANY 
, NEW YORK 


Largest Makers of Lanterns in the World— 

Founded 1840. Output Distributed Through 

the Jobbing Trade Only. We Do Not Sell 
Mail Order Houses and Chain Stores. 




















Poultry Supplies 























Famous Star Fount 
for Mason Jars 








Big-Boy Feeder 


—MOE’S LINE— 


A great line of Poultry Equipment. The 
recognized market standard for quality and 
completeness. Everything needed and noth- 
ing better made. 


A fine profitable line to handle. 


Ask your jobber and write for Catalog. 





To Logan-Gregg Hardware Company of 
Pittsburgh we extend our hearty con- 
gratulations on the attainment of the 
century milestone. 











HoEFT & COMPANY 


2305 Davis St. North Chicago, Il. 






































Aldura Aluminum Screen Cloth!... it’s here ...in production . . . available 
to you through the country’s foremost hardware jobbers. Again the New York 
Wire Cloth Company, for 37 years sponsor of practically every improvement 
in screen cloth, steps forward with the most 
advanced proposition in the screen cloth field. 


creen C | of h . . . First, Opal Zinc-Coated-after-weaving; then 


Liberty Bronze; a double-wire reinforced sel- 


made from Alu minum vage; and now Aldura, the new and better 


the Modern Age Metal 


metal for screen cloth. 


Aldura won't rust ...after years of wear. 
And, it won’t streak or mar the paint on sur- 
rounding woodwork, a sure way to eliminate those complaints from home- 
owners. Proof of the ability of this New-Age Metal to withstand weathering 
and fight corrosion is its widespread use in washing machines, outboard 


motors, paint, high-tension electric cables, etc., etc. 


Aldura is exceptionally light in weight. One hundred square feet weigh only 
5 pounds. Self-dispensing carton keeps Aldura bright and clean, makes it much 
easier to handle and cut. Much easier to sell. _ 


No higher in cost to you than other high-grade screen cloth, Aldura represents 
a really-profitable item to sell. Write for a large-size dealer sample now. 


NEW YORK WIRE CLOTH COMPANY, 342 Madison Ave., New York 





100 YEARS OF SERVICE 
Our Hearty Congratulations to the LOGAN-GREGG HARDWARE 
COMPANY on a Century of Service to Retail Hardware Dealers. 
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Superior Quality Rim Locks 


Jobbers and retail- 
ers find our Locks 
profitable sellers 
because of their su- 
perior quality. 

Many have handled 
them over a long 
period of years 
which is evidence of their satisfaction both with 
our Locks and our Service. 





We manufacture a well assorted line of Rim 
Locks and can supply the trade promptly with 
practically all standard sizes, with iron, brass 
plated or solid brass bolts; also one and three 
tumbler locks and master key sets. 


We Compliment the 


LOGAN-GREGG Hardware Co. 


upon their one hundred years of prog- 
ress and are proud that this model job- 
bing house has distributed our line of 
rim locks continuously since our 
founding in 1888. 


Skillman Hardware Mfg. Co. 


Trenton—New Jersey 


Manufacturers of High Quality 
Rim and Mortise Lock Sets 





Stock Poultry Netting 
and Profit with Straitline Fencing 


| Hardware Cloth 

C Bronze Screen 
So Copper Wire 
Pearl Cloth 


We take this occasion to felicitate the Logan- 
Gregg Hdw. Co., distributors of our products 
continuously for the past 32 years, on their 
attainment of the Century Milestone. May 
the next Century be equally abundant in 








Service and Progress 


“Look for the tag, carrying our name, at the end of every roll! 
| — The Gilbert & Bennett Mfg. Co. 


Established 1818—Americe’s Olde: Woven Wire Pactory 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Ganges 


Mew York City Georgetown, Coan Kanon: ie 








follansbee Forge 


STOVE PIPE AND 
STOVE PIPE ELBOWS 


Made in 
Polished Blue 
Chromium and Nickel Finish 
Made by 


Sheet Metal Specialty Co. 
Pittsburgh, Pa. 


Recommended and distributed by 
LOGAN-GREGG HARDWARE CO. 
Pittsburgh, Pa. 














LADDERS 


Lawn Swings and Porch 
Furniture 


The name “FAMOUS” has stood for de- 
pendable ladders for 28 years. Our line 
includes ladders for every requirement—all 
made strong and safe to give entire satis- 
faction. 


Also lawn swings to delight both children 
and grown-ups; as well as porch furniture 
of the better kind. Send for latest catalog 
and look over our line before ordering for 
the coming season. 


Our SERVICE as well as our products holds 
customers year after year. 


























Congratulations to 
Logan-Gregg Hardware Co. 


We congratulate you upon your One Hun- 
dredth Anniversary and compliment you 
upon a Century of fair dealing and business 
achievement. If our Ladders have helped 
you to climb to your present high position 
in the jobbing trade, we are truly thankful. 
May your efforts and service be rewarded 
for years to come. 


The Goshen Churn & Ladder Co. 
Goshen, Indiana 
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Single Acting Check With Torsion Spring 


NEW! 


Some additional items added to our line that are shown in our new No. 31 
General Catalog. This catalog and our No. 30 Checking Floor Hinge Catalog for No. 6 
Architects will be sent free on request. JUST OUT! 


Manufactured by 
THE SHELBY SPRING HINGE COMPANY, SHELBY, OHIO 


Coast Representative: Pond Hdw. Specialty Co., Los Angeles, Calif. 
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Cabinet Latch 


THE LOGAN GREGG HARDWARE COMPANY, Pittsburgh, Pa., have handled our 
line for the past 25 years. THERE MUST BE A REASON. 


No. 8 Offset Butt 








FA 








DETROIT, MICHIGAN JANUARY EIGHTH, NINETEEN THIRTY-ONE 


LOGAN-GREGG HARDWARE COMPANY 
PITTSBURGH, PENNSYLVANIA. 


ON THIS YOUR ONE HUNDREDTH ANNIVER- 
SARY WE EXTEND TO YOU OUR HEARTIEST 
CONGRATULATIONS. IT IS OUR SINCERE 
WISH THAT YOU MAY LONG CONTINUE TO 
ENJOY PROSPERITY AND HAPPINESS. | 


NORTH WAYNE TOOL COMPANY 


OAKLAND, MAINE DETROIT, MICHIGAN 
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Pennsylvania 


Woven Wire Co. 


LOCK HAVEN, PENNA 


manufacturers of insect screen wire cloth 
dull galvanized, enameled 
black and bronze 


EXTEND 
THEIR CONGRATULATIONS TO 


LOGAN-GREGG 
HARDWARE CO. 


PITTSBURGH, PENNA. 


ee compliment 
to that institution, woven 100 
years wide on a warp of 
sound policies and reliable 
merchandise. 




















QUALITY HARDWARE SINCE 1876 


We extend our hearty congratulations 
to The Logan-Gregg Hardware Co., who 
are celebrating their one hundredth an- 
niversary. For nearly one half of this 
time they have been a valued customer 
of ours. 


THE H. B. IVES COMPANY 
NEW HAVEN, CONN., U. S. A. 

















Ox Fibre Brush Co., Inc. 
Frederick, Md. 


We take this occasion to felici- 
tate the Logan Gregg Hardware 
Company in their attainment of 
the Century Mile Stone—May 
the next Century be equally 
abundant in service and prog- 
ress : 


oto te Pete eco 











CONGRATULATIONS 


LoGAN-GrEGG HARDWARE Co. 


upon their 100th Anniversary 
and best wishes for another 
century of progress 






yrene Tlanufacturing Compan 
NEWARK SEY 


NEW JE 


Goes CHICAGO 
SAN FRANCISCO 


ATLANTA 
KANSAS CITY 














Good Management 


is merely the transmission 
of the intentions and pur- 
poses of the management 

through the staff to the 
customers. 








ON YOUR FIRST 100 YEARS 
OF SUCCESS 


Congratulations, Logan Gregg 


HUBBARD & COMPANY 


Manufacturers of Hubbard Socket Shank Shovels and Spades 


MONTPELIER, INDIANA 











SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find 
a reliable salesman to represent you. 
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ACCO 


THE SYMBOL OF QUALITY IN CHAIN y 


“ awe 


a» 





A GOOD NAME FOR A GOOD PRODUCT 


As the saying goes, “A chain is no stronger than 
its weakest link.” The only way you can be sure 
that there are no weak links is to buy your chain 


on the reputation of its manufacturer. 


Many generations of chain-making is the rea- 
son For ACCO leadership. For many years ACCO 
leadership has been maintained by constant 


improvement in product, quality and honest 


! 
é 


merchandising principles, 


ACCO CHAIN SPECIALTIES 


Coil Chain, Welded & Weldless Sash Chains Trace Chains 

Steel Loading Chain Dog Chains Heel & Butt Chains 
Log or Binding Chains Wagon Chains Breast & Halter Chains 
Porch Swing Chains Plumber & Safety Chain Repair & Lap Links 
Hammock Chains Well Chain Hooks, Cold Shuts, etc. 
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PORTER&Y 


Made in sizes, rang: 
ingincapacity from 
1-8” to 5-8” soft 
chain, or up to 1-2” 
hard chain. The 
model of maxi- 
mum capacity is 
42” long and cuts 
soft chain of 5-8” 
dia. severing each 
side of the link in 
one cutting move- 
ment. 


conve or Sam ve 
pe within the 
capacity of the tool 
can be quickly 
cut anywhere ~ 
in the air, in the 
mud, on the road, 
in any position. 


No support or lev- : 
erage required. 
Special jaws are. 


PORTABLE 


HAND OPERATED 


CuTTING 


TOOLS 


The Porter line includes 
60 models and sizes cov- 
ering a varied field of uses 
and capacities. The prin- 


_ ciple of every Porter tool is 


the lever and toggle joint, 
affording a tremendous 
multiplication of applied 
power;bringing within the 
scope of these tools work 
of a size far beyond the 
capacity of any other type 
of portable, hand oper- 
ated, quick cutting device. 
Write for catalog. Ask your Jobber. 








Congratulations to 
Logan-Gregg Hardware Co. 
on their 
One Hundredth Anniversary 








8 


H. K. PORTER, Inc. 
Ashland St., EVERETT, MASS. 


Nuts which are 
**frozen’’ due to 
rust corrosion etc. 
can be split with 
this tool and easily 
removed. 


When the head of 4 


3 the bolf€ is inaccess- 


ible and the bolt 
turns with the nut, 
a nut splitter solves 


the problem of its - 


removal. 


This model is made 
in 14’ length to © 
split a nut of 1-4” — 


bolt, and up to 42” 


length to split anut: 


of 3-4" bolt. 

Nut splitters are 
valuable time sav- 
ers accomplishing 
results otherwise 


possible only with | 
| great labor and loss" 
of time. 














OLIVER. PITTSBURGH 


Extends Heartiest Congratulations 


to Logan-Gregg Hardware (0. 
on their 100th Anniversary 


Ch 


IT HAS BEEN OUR GOOD FORTUNE TO FURNISH 
OLIVER PRODUCTS TO LOGAN-GREGG AND 
OTHER WELL KNOWN WHOLESALERS SINCE 1863. 


OLIVER IRON AND STEEL CORPORATION 


PITTSBURGH. PENNSYLVANIA 
Manufacturers of Quality Bolts .. Nuts .. Rivets for every Industrial Application 
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The 1931 Prosperity ~ om 
is Pulling Out— 


Will Your _——— be on this Fast Express 
—or Hitch-Hike at Last Year’s Pace? 


A drive for business this year will undoubtedly 
beat last year’s record. The first step is a keen- 
looking store; a store carefully and scientifically 
arranged for efficient selling, with Warren Fixtures, 
Display Tables, Cutlery Cases, etc. This combina- 
tion will inevitably bring the desired results. 





And today, prices on Warren Fixtures of well- 
known quality, are at the lowest possible level. 
There'll never be a better time than now, to provide 
your store with the greatest pulling power in your 
neighborhood. Even if you never clipped a coupon 
before, check and mail the one below, now. 


J. D. WARREN MFG. COMPANY 
208 W. Washington St., Chicago, IIl. 


WARREN 
SECTIONAL DISPLAY FIXTURES 


at at at mt ne 














D. WARREN MFG. CO., 


cos W. Washington St., Chicago, Il. NAME oer e cece cece cence eercersesccescccsvensentes 
We want to know more about Warren Fixtures and Scientific Store 
Arrangement. Please send us: GRO NNRNR 5 clo cies 200 Sb. ba 6 hace yas, 0 8 sles aE Re MD oli 


[_] The New No. 31 Warren Fixture Catalog. 

() The Warren Display Table Folder. 

(] The No. 330 Information Sheet for Suggestive Store Arrangement. ac oie nb 4 ade teed wee a hue Bi ee a Cae bart ree 
(] The No. 22 Catalog of Warren Standard “Close Out” Fixtures. HA 1-8-31 
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A Program 


AVAGE-FOX-STEVENS 

bring to you the priceless 

heritage of over 150 years com- 

bined experience in the manufac- 

ture of sporting arms. In that 

time this trio has made over 

10,000,000 sporting arms, and 

distributed them to every known part of the 

world. € It is logical that this great combination— 

the largest manufacturers of sporting arms in the 

_ world—should be able to help you build a larger, 

more profitable arms business during 1931 — by 

providing your trade greater selections, greater price 

ranges, and greater values, and supporting you 

with greater sales aids than ever before.€] SAVAGE-FOX-STEVENS pledge 
themselves to go forward with you in 1931, and have adopted a Program 
of Progress based upon the needs of the times—a program that includes— 


Go forward with the leaders 


SAVAGE ARMS 


UTICA, 


Manufacturers of Savage, Stevens, 
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of Progress 


EW MODELS — rew val- 

ues! In addition to the reg- 
ularSAVAGE-FOX-STEVENS 
lines, new advanced models will 
be announced next month, and 
during the months to come. 
These will further augment the 
wide selection already available in Savage Hi- 
Power Rifles, Fox Double Barrel Shotguns and 
Stevens .22 Rifles and Single, Double, and 
Repeating Shotguns. Watch for these 
SAVAGE-FOX-STEVENS announcements in 
this publication. € To assist you in merchandis- 
ing these lines—with profit—a large list of leading 
magazines will be used to consistently tell the SAVAGE-FOX-STEVENS 
Story to every shooter and sports-lover in America. This will be supple- 
mented by an array of retail sales aids on a greater scale than ever before! 


Savage, Fox, Stevens—for 1931 


CORPORATION 


NEW YORK — 
and A. H. Fox Sporting Arms 
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AMERICAN 
STEEL SHEETS 


AMERICAN ae 


SERVICE 
For Every Use in Industry and Construction 


















QUALITY— 






Se wane ace. u 8-° _ 
























TEEL SHEETS are serving an important 


and ever growing list of uses. For roofing 
and siding in industrial construction; for 
gutters, spouting, flashings, metal lath, 
and similar uses in residential buildings; for 
ventilating and air-conditioning systems in 
great skyscrapers, for molding, sash, trim and 
doors in fireproof buildings; and for metal 
furniture, cabinets, and equipment for both 
office and home — not to mention culverts, 
vaults and other underground uses, for which 
sheet metal is now increasingly utilized. 































Be sure the sheet metal you use has a reputation 
for quality and endurance. Specify AMERICAN 
Black and Galvanized Sheets, Tin and Terne 
Plates for all purposes. KrysToNE quality 
(steel alloyed with copper) gives maximum rust- 
resistance. Sold by leading metal merchants. 

















GENERAL OFFICES: Frick Building, PITTSBURGH, PA. 


American Sheet and Tin Plate Company ot 








Acca ist nd OF UNITED STATES STEEL CORPORATION 
Sas PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: Mees sills aR a 
AMERICAN BripGE CoMPANY ’ CARNEGIE STEEL COMPANY FEDERAL SuIps’LDG. 4 Dry Dock Co. Tam Loman Svea. 


ComPANY 
AMERICAN SHEET AND Tin PLATE COMPANY CoLumata STEEL COMPANY ILLINOIS STEEL COMPANY " Tennessee Coat, Iron & Ranxoan Co, j 
, AMERICAN STEEL AND Wire CoMPANY Cyctone Fence ComPANY NATIONAL TUBE COMPANY UNIVERSAL ATLAS CEMENT Comp. 


\ Pacific Coast Distributors — Columbia Steel Company, San Francisco, Calif. Export Distributors—United States Steel Products Company, > rp Y¥. 
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A NEW 
COMBINATION 
OF QUALITY 
AND PRICE 


CO GANG 


WHITE 


ENAMELED WARE 















Introducing 
Royal White Enameled Ware 


The highest quality triple coated enameled 
ware in new shapes and a new color combina- 
tion—gleaming white with harmonious green 
trimming—a joy to see—a pleasure to use. 
And the prices are right from your point 
of view—enough to allow you a generous 
profit, but still low enough to sell women 
who appreciate the economy of buying real 
quality when attractively priced. 


Inspect our exhibit at the National House 
Furnishing Exhibit, Hotel Stevens, Chi- 
cago, January 11 to 17, 1931. 


National Enameling & Stamping Co., Inc. 
Milwaukee, Wisconsin 


Also Manufacturers of Royal Granite Enameled Ware— 
Standard for More Than Forty Years 


Ask Your Jobber Immediately for the Interesting Particulars 























ROYAL WHITE ENAMELED WARE 


is made in the most modern of all factories 


Several hundred thousand dollars have been spent for 
buying new equipment and improving production 
methods in our immense plant at Granite City, Ill. The 
photographs below show a story of vital interest to you. 
As a result—for the first time—you can now sell the . 
highest quality enameled ware at very moderate prices : 
—and still make a generous profit with quick turnovers. 


Your Jobber Will Gladly Tell You More 
About This Profitable Opportunity 


NATIONAL ENAMELING & STAMPING CO., INC. 
Executive Offices: 270 N. Twelfth Street, Milwaukee, Wisconsin 


Factories and Branches: 
MILWAUKEE NEW YORK BALTIMORE GRANITE CITY, ILL. 
CHICAGO NEW ORLEANS LAUREL HILL, L. I. PHILADELPHIA 


Also Manufacturers of Royal Granite Enameled Ware—Standard for More Than Forty Years 
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No. 900 Natienal Overhead Door 


Operates with Faultless Precision 


ATIONAL designers have scored a triumph in the creation of this new 
overhead type door that has withstood the most strenuous tests to prove 


Doors are made in sections with all the 
hardware mounted in place. Installation is 
greatly simplinied by this method. Direction 
sheet with full instructions is included with 
each set. 





The demand for the overhead type of door 
is a permanent one and your trade will 
quickly enthuse over the ease with which 
these sets operate. Doors will stay open at any desired point, while a slight lift 
will allow doors to glide up safely, leaving full clearance of the door opening. 
Garages are easier to heat with this type of door. 


interior view showing spring action 


Quality throughout is the keynote of their construction. Heavy springs, operating 
vertically, counterbalance the weight of the doors. Heavy, six-inch bolted strap 
hinges—steel galvanized cables, operating over large smooth-working pulleys— 
ball-bearing wheels and heavy, steel reinforcing strips for doors are but a few of 
the many features that place these sets in a class by themselves. Doors are 
carried in stock, 8x7 feet, 8x 7 feet, 6 inches, and 8x8 feet. 


Write at once for further details on this fast selling door set that will earn large profits for 
you. It has created a sensation wherever shown. Every installation proves a sales booster. 


NATIONAL MANUFACTURING COMPANY . . . . Sterling, Illinois 








National 


makes hardware to 
serve every building 
purpose—a complete 
line. The items be- 
low are all big sellers: 
Sliding Door Hangers 
Sliding Door Rail 
Garage Hardware 
Door Latches 
Screen Hardware 
Strap and Tee Hinges 
Half Surface Butts 
Mortise Butts 
Ornamental Hinges 
Cupboard Turns 
Sash Locks 
Sash Lifts 








Exterior view showing doors in various positions—from closed to open 
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Flexible Flyer originated the small steer- 
ing sled. 


Flexible Flyer originated the grooved 
runner. 


Flexible Flyer originated the all-steel 
front. 


Flexible Flyer now originates “super- 


steering’. 


Flexible Flyer has been nationally adver- 
tised for more than 25 years. 


Flexible Flyer is the only sled nationally 
advertised today. 


Flexible Flyer is the only sled nationally 
known and asked for by name — ‘‘The 
Sled of the Nation’. 


Flexible Flyer’s 


Five Stron g Points 


L Easy Steering —An im- Steel Front —The front 
e proved design provides * parts of the sled are of 
a shorter steering radius than highest quality steel. This re- 


other sled. It makes the > 
Flexible Flyer easier to steer duces breakage and increases 


than ever. the safety of the sled. 


2 Spring Runners — Made Strong Seat Supports — 
¢ ofhighestqualityspring . ~~, So peevy 
steel which allows maximum Saki webs phawe te i 
bending without perma- greatest strength. Pressure- 
nent set. riveted to the runners. 


4 White Ash Seat — Seat 
e and all wood parts are 
second- growth, straight- 
gtained white ash — the t 
obtainable. Selected for 
strength and beauty. 


S. L. Allen & Co., Inc., Dept. HA-1 Philadelphia 
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% A Complete Line 
of Wire Screen Cloth 
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..- with Long-Established 
Leadership in Quality 








I930 has developed a new type of theron a buyer who is more keenly 
observing of the quality of the merchandise he purchases— who makes 
sure of the comparative value of that merchandise before he buys. This 
condition is being recognized by hundreds of the country’s leading 
retailers and merchandisers. It means that products of unquestionable 


quality will benefit in sales at the expense of those of dubious quality. 


Never has there been a time when the keen- minded, progressive 
hardware dealer should exercise greater care and discrimination in select- 
ing his lines than right now, at the outset of 1931. Quality is the 


paramount consideration. 


In selecting wire screen cloth, the search for the utmost in quality and 
value will lead many hardware dealers to the Hanover line — a complete 
line of wire screen cloth with long-established leadership in quality. Ask 
your jobber’s salesman or write direct to us for catalogue and name of 


your nearest jobber. 


Hanover Wire Cloth Co. » » Hanover, Pa. 


Manager of Sales 
John M. Hart Company, Graybar Building, New York City 





VULCAN APEX CRESCENT COLONIAL GOLDEN ROD - ORIENTAL 
Black Painted E.lectroplated—Dull Bright Copper Antique Copper Bright Bronze Antique Bronz 
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ere are your FANS for 1931 Sales 
and a PLAN for 1931 Selling 





j wea year... 1931... is going to be a Westinghouse Fan 
year... just as 1930 was... just as every year has been since 
people first learned to enjoy fan comfort. Again Westinghouse offers 
a line of fans that meets every fan merchandising requirement. 

You'll find advantages in Westinghouse fans that make them 
recognized as the easiest selling line of fans on the market. There’s 
a full selection of models. . . desk and bracket fans . . . ceiling 
fans . . . the Rotaire . . . exhaust fans and kitchen exhaust fans. 
Also there’s a new leader this year . . . the Debon-air. It’s a 
decorative fan in the modern manner, attractively finished in 
silver oxide. You'll agree that the Debon-air sets a refreshingly 
high standard in fan beauty. / 

And of course there’s a new helpful Westinghouse promotional 
plan for fans. It brings you sales helps, display material, sales- 
creating advertising . . . everything you need to help you sell fans 
in profitable volume. Be sure to see this plan before you make your 
plans for 1931 fan season. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 
DOMESTIC APPLIANCE DEPARTMENT MANSFIELD, OHIO 


estinghouse & 
Fans 
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HIS latch is of handsomely 

finished cast bronze and is ap- 
proved by the Underwriters’ Labo- 
ratories. It is equipped with the 
Eagle “Anchor” Cylinder—a new 
idea in protection—an exclusively 
Eagle product. 


You can heartily recommend Eagle 
Pin Tumbler Latch No. 03510 to 
your customers as a lock of high- 
est quality and positive security. 


The Eagle Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 
Cabinet Locks 


uate Beck ca 


26 Warren Street -- New York 


Branch Offices: ¥ 
521 Commerce St. 177-179 N.FrankfinSt. 114 Bedford St 
Philodelphia, Pa. Chicogo, Ill. Boston, Mas@ 
Works ot Terryville, Conn. 


Store Door Sets 
Padlocks 

Wood Screws 
Stove Bolts 
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ATKINS says: 
CONGRATULATIONS 


To Logan-Gregg Hardware Company, 
Pittsburgh, Pennsylvania, go our hearty 
congratulations on their One Hundredth 
Anniversary of business progress. 

Surely the place they have reached in 
the hardware distribution field is well 
deserved. Undoubtedly it has come as a 
result of able management and expert 
merchandising of QUALITY goods. 


Therefore we are proud that for more 
than a score of years 


ATKINS SILVER 
STEEL SAWS 


and Tools have been distributed with 
gratifying results by Logan-Gregg Hard- 
ware Company. 


pp 


er. 


And to you as a hardware retailer, 
primarily interested in profit, we urge 
resourcefulness in 1931. Stock Atkins 
SILVER STEEL Saws. Be prepared to 
serve carpenters, mechanics and home 
craftsmen with the saws and tools they 
eall for. You will find that Atkins prod- 
ucts have a quicker turnover because of 
popular demand. 


Ask for Atkins 3 Panel Window Display—it’s free 


The Finest on Earth 





E. C. Atkins and Company 


402 SO. ILLINOIS STREET, INDIANAPOLIS, INDIANA 
Canadian Factory: Hamilton, Ontario 


Branches 
Atlanta New York City Klamath Falls, Ore. 
Memphis Portland, Ore. Seattle 
Chicago San Francisco Paris, France 


New Orleans Vancouver, B. C. 


Atkins SILVER STEEL 


Saws and Tools. 


ATKINS 
No ZOO HAND SAW 
” Int 





Finest Saw made. Silver Steel Ship 
Point blade. Perfection handle. 


va 


ATKINS 
Wo.3 NEST ee 


Adjustable handle with compass, key- 
hole, and metal-cutting blades. 


ATKINS rk 


we 


cw 
SAW 





Rigid Silver Steel blade. Apple wood 
handle. 8 to 18 in. lengths. 


ATKINS 


No.I0 . 
HACK SAW | BE. XY 


Nickeled Steel adjustable frame. Non- 
Breakable or Silver. Steel Blade. 





ATKINS 
| ome @) 
SCRAPER 


SILVER STEEL makes for the best 
Scraper “blade you ever used. All 
sizes. 





ATKINS FILES 





A perfect file for every purpose. Sil- 
ver Steel quality makes faster, easier 
cutting. 


ATKINS > en 
No. 105 , “ 
SAW SET 


Best Set for Hand or Small Saws. 
Works rapidly and accurately. 


“ATKINS ALWAYS 
AHEAD” 
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Not the Year—But Us 


WILL be as good to us as we 


| OQ 3 1 are to it. Make no mistake 
about that. 


This was not true with regard to the greater 
part of 1930. Why? Because the situation in 
1930 was the natural aftermath of our excesses 
for several years back. We had blown a tre- 
mendous bubble of inflation; we had brought 
about an over production in many lines; we 
had thrown reason’to the winds and staged a 
wild party on paper profits. We had broken 
practically every economic law, and there is no 
escaping the punishment when economic laws 
are broken. And so we paid in 1930. 

But this is 1931; a new year with a new set 
of conditions. We paid our economic debt in 
the year just passed. Today over production is 
in the main, a thing of the past. In thousands 
of lines our production as compared to normal 
consumption is the lowest in years. Deflation 
has progressed to a point where on the average, 
further deflating is unnecessay. There are no 
paper profits to hoodwink us. And—last but 
not least,, our real resources are as great as they 
ever were. 

In 1931 we face a year in which the hwman 
element is the vital factor. All the other ele- 
ments are in the minority. We the people of 
this country, can make our own conditions, 
within reasonable limits. We can make 1931 
a year in which each day will be better than the 
last, or we can sit back glumly and make it a 
hangover from 1930. It is entirely up to us. 

Naturally we cannot turn over night from 
depression to the heights of prosperity. There 
is always a period of convalescence after sick- 
ness, and we have been mighty sick. We are 
just in the stage where we can sit up and begin 
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to take nourishment. If we do we will begin to 
gain, slowly at first, then more rapidly until we 
get back to normal health. 

Therefore in this season when good resolu- 
tions are in order, 

Let us Resolve :— 

To work so hard that we will have no time to 
worry; 

To forget needless fear and develop a justi- 
fied confidence in ourselves and our country; 

To stop waiting for business to come to us 
voluntarily, and go after it. 

To create confidence in our employees by 
definitely assuring them of their jobs, if they 
do their work well. 

To fulfill our function by carrying in our 
stocks reasonable amounts of the merchandise 
which our customers have a right to expect us 
to carry. ° 

To resume our own normal life as an ex- 
ample to our customers; To buy the things we 
need or want, and can afford to buy. 

To say: “Business is Good” and make it 
good. , 

To play the game as becomes a man and a 
citizen of this great Republic. 

To go forward step by step, meeting every 
obstacle to progress with courage, confidence 
and the will to win. 

To put into each day a maximum of thought 
and effort. 

To be good to 1931 and to insist that it be 
good to us. 

To start NOW; not tomorrow or next week, 
or next month, but NOW. 

A year is only a collection of days. It is 
what we do with them that counts. 

1931 America—Forward March. 


Karddborcl 

















HARDWARE AGE for JANUARY 8, 1931 


What About Next Year? 


Smart Retailers are already planning next year’s 
business . . . taking inventory of themselves, 
so to speak . . . asking questions of themselves. 














“Isn’t my compétition going to be even 
keener next year? . . . how am I going to 
meet it?” ; ( 


“Did I do as good a job of sales planning 
this year as I might have done?” 


“Am I going to be satisfied to allow the 
syndicate stores of all kinds to keep on cut- 
ting into my business?” 


“If I permit these syndicate stores to take 
away all of the fast moving merchandise, can 
I do a profitable business on what they don’t 
want?” 


“Can I increase my sales by doing a better 
job of showing my customers what I have 
to sell . . . by displaying everything? . . . 
by pricing everything?” 


“How can I attract more people to my 
store? Shall I advertise the things they 
want to buy? The ‘price atmosphere’ mer- 
chandise?” 


“Is the arrangement of my store such that 
customers will buy other merchandise when 
they are brought into the store to buy the 
advertised ‘specials’?” ~~ 


“Will my customers have more confidence 
in my prices on better merchandise if I show 
them that my prices on the fast moving 
items are right?” 


“Where can I get the sort of merchandise 
that I need? . . . the sort of advertising 
matter that I need? . . . the sort of equip- 
ment I need? . . . at prices that I can afford 
to pay?” 








We accept our responsibility ... whether it is the supplying of 
special merchandise . . . special advertising matter ... store 
equipment . . . or sales plans. 


un. ~S 
Lae a 


We gladly co-operate with Retailers who co-operate with us. 


As. M Ss aes 


HIBBARD, SPENCER. BARTLETT (0. 


211 EAST | WATER ST. 
SHI SAS OC 
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LAYTHINGS are  prom- 

inently featured every day 

by the Hanson Hardware 

Co., Rochester, Minn. In 
this aggressive hardware store a 
year-around toy department has 
proved a good drawing card, 
which serves to attract many cus- 
tomers. Each year the city of 
Rochester is host to thousands of 
visitors from all parts of the 
world, who have been attracted to 
the famous medical center by the 
world wide reputation of the 
Mayo Clinic. These visitors play 
an important part in this story for 





Sar eae: 





A Toy Department Is a 
YEAR Rounb 


the reason that many of them 
purchase toys from the Hanson 
Hardware Co., while sojourning 
in Rochester. This does not mean 
to imply that visitors buy all of 
the toys sold by the store, as resi- 
dents of the locality purchase a 
goodly share. 


However, it is the toy depart- 
ment which often serves to bring 
those who come to consult the 
Mayo Clinic, and tourists who are 
driving through the city bound 
for the nearby lake resorts, into 
the store. Once within, and hav- 
ing had their need for toys satis- 





Drawinc Carb 


In This Minnesota Store 


fied, it is said the temporary vis- 
itors to the city often become in- 
terested in other lines, which are 
attractively displayed. The toy 
department brings them in, but 
frequently they purchase many 
other articles before they leave. 


It is logical to assume that no 
traveler who has left children at 
home would think of returning 
without bringing some sort of a 
“surprise” as a gift for them. 
Most frequently such presents are 
toys as they are certain to delight 
the heart of any child. Hanson’s 
find that small toys, which can be 
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easily packed in luggage, and are 
not too fragile to withstand trans- 
porting in this manner, are the 
most popular types for the pur- 
pose. In most instances play- 
things selling for a dollar or less 
are chosen, although sometimes 
the purchases will be large and 
expensive. 


On one occasion a party who 
arrived on a special train from 
Mexico, purchased toys including 
miniature automobiles to the ex- 
tent that the total sale ran more 
than $100. As a rule, however, 
smaller toys which can be packed 
in a suitcase or are easily mailed 
are desired. In the $1 price range 
dolls seem to be most popular of 
all. Mechanical toys, similar to 
the rubber-tired miniature tank, 
which is enjoying current popular- 
ity, are always in good demand. 
Some larger toys, such as sturdily 
built motor trucks, which sell at 
about $4 or $5 each, also find a 
ready sale with the visitors. 


With the permanent residents 
of Rochester and vicinity the fact 
that the store makes a feature of 
toys the year around, serves to 
create a better demand at the holi- 
day season. Without the stress 
that is placed on toys every day 
in the year, it is the opinion of the 
firm that their holiday volume 
would be considerably under its 
present level. Daily emphasis has 
served to establish the store as 
toy headquarters in the minds of 
most everyone within the trading 
territory. At Christmas time the 
toy stock is increased and a larger 
display is arranged on temporary 
shelves located about midway of 
the main sales floor. 


As a regular display on the in- 
terior of the store, one booth of a 
series which has’ been con- 
structed underneath a _ balcony 
that runs along one side of the 
store is used to display toys every 
day in the year. This booth, ap- 
proximately 8 ft. square, and fitted 
with shelves on three sides, ac- 
commodates quite a complete toy 
stock, displaying the items in a 
neat and effective manner. As will 
be noted in the accompanying 
photograph of the booth, the end 
section which supports the shelves 





The above illustration depicts the booth toy display which features toys 

every day in the year for the Hanson Hardware Co., Rochester, Minn. The 

booth is one of several that have been constructed along one side of the 

main sales floor underneath an overhanging balcony. An arrangement of 

this type permits all of the toys to be grouped together in one restricted) 

location and enables a small but complete assortment of toys to be shown 
in an effective manner. 


has been removed on one side of 
the booth, and by using shelf 
brackets, a better view is provided 
of the display. This same change 
is being made in several adjoining 
booths in the store. Each booth 
is equipped with an electric light 
which provides excellent illumina- 
tion. 


Probably most important of all 
in keeping the toy department of 
the store before everyone who 
walks down Rochester’s principal 
business street is a small island 
window which features toys. The 
window, which is pictured, is lo- 
cated directly in front of the main 
entrance to the store and is about 
2 ft. square and 6 ft. tall. Toys 
of the popular type are always 
displayed in this window and four 
different types of toys can be 


shown to good advantage as four 
different shelves are available in 
the window. On each shelf a 
small window card is used in the 
midst of each unit of the display 
to describe the article and set. 
forth the price in plain figures. 


The small window display 
serves as a constant and very ef-- 
fective reminder to the passers-by 
that a large selection of toys awaits 
their consideration within. The 
toy department increases annual 
sales for the store by some $3,000. 
It should be remembered in this 
connection that this extra sum is. 
attained without entailing any ad- 
ditional expense, and in addition 
the toy department -serves to at- 
tract people who make purchases 
from other departments of the- 
store. 
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THE1931 TOY FAIRS 


fairs for many years in dif- 
ferent centers of the country, 
there has been no central control in 
their arrangement. In an effort to 
change this situation the Toy Manu- 
facturers of the U. S. A., Inc., 200 
Fifth Ave., New York City, of which 
Fletcher D. Dodge is secretary, has 
announced its approval and indorse- 
ment of three toy fairs in 1931. In 
New York City from Feb. 9 through 
Feb. 28, and April 20 through May 2 
and in Chicago from May 11 through 
May 21 the toy fairs approved by the 
association will be held. At the two 
latter fairs the manufacturer’s asso- 
ciation will offer to exhibitors space 
at hotels where the displays will be 
under its management. 
Management of the toy fairs was 


eee there have. been toy 


taken over by the association in 
answer to the demand made over a 
period of years by its members and 
by distributors of toys that there 
should be some central control of toy 
fairs. This demand was made to 
avoid duplication of effort and to ar- 
range for the holding of the fairs at 
times and places which will best suit 
the convenience of both manufactur- 
ers and distributors. 

After consultation by the associa- 
tion with distributors and a careful 
review of all the data collected by the 
trade press, the 1931 program was 
worked out. Experiences in the next 
few months may indicate that some 
modification of the year’s program 
should work better in future years. 

The toy fair program is being han- 
dled as part of the larger problem of 


Manufacturers’ Association Sponsors Exhibits 
at New York, Feb. 9 to 28 and April 
20 to May 2—at Chicago, May 11 to 29. 


moving toys from the factory to the 
ultimate consumer. At the recent 
convention of the association, Trent 
D. Sickles, formerly secretary, Re- 
tail Merchants Association of Colum- 
bus, Ohio, presented an address point- 
ing out the opportunity for coopera- 
tive effort along lines peculiarly 
adapted to the toy industry. Mr. 
Sickles gave a report containing in- 
formation collected over a period of 
three years. He made numerous rec- 
ommendations as to merchandising 
features for the industry, many of 
which had been successfully used by 
stores in Columbus working under his 
leadership. 

In order to make successful plans 
for undertaking the solution of the 
toy industry’s marketing problems 

(Continued on page 104) 





Tenk’s Feature Cast Iron Toys Every Day 


on Open Display Table 


MALL, popular priced cast 
S iron toys are in constant de- 

mand every day in the year 
according to the Tenk Hardware 
Co., Quincy, Ill. In addition to 
featuring the line on an open dis- 
play table in the retail store, the 
Tenk wholesale department has 
found toys of this type one of the 
best selling toy lines. It has been 


the experience of this firm that not 








only may wheel goods be sold at all 
seasons of the year, but there is 
also a proper place in hardware 
stores for smaller toys of the type 
shown in the Tenk table display 
pictured here. 

In agricultural communities 
especially, the various miniature 
reproductions of farm machinery 
items embraced in the Arcade line 
are easily sold if they are properly 


the hardware store, 


displayed as they have a natural 
appeal to the youngsters. E. N. 
Sandifer, advertising and display 
manager of the store, declares a 
small space will enable a complete 
line of cast iron toys to be featured 
in a manner which will reap a har- 
vest. As the demand for them is 
excellent, he pointed out that there 
is little opportunity for them be- 
coming shop worn. Toys of this 
type serve to attract children to 
and as the 
hardware dealer must look to the 
youngsters for the building of his 
future business, there are other 
benefits derived in addition to the 
immediate profits. 
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MOUNTAINS TO MOVE 


THE MERCHANT'S FIVE YEAR JOB 


OME months ago I had a long 
talk with one of the most 
remarkable business men in 
the world—if not the most 

remarkable. That is Sir Henri 
Deterding, the famous British- 
Dutch oil man. This man’s corpo- 
rations operate on every continent 
—in almost every country in the 
world. And so I thought I would 
like to get his views about the 
world-wide business depression 
which seemed to be engaging every- 
one’s mind. To my astonishment I 
could not get him to talk about it. 
And finally I asked him why he dis- 
missed the subject every time I ap- 
proached it. 

“Because I am not interested in 
it,” he re- 
plied. “Now 
business is 
not so active. 
Last year it 
was very ac- 





By John T. Flynn 


tive. Next year it will be active 
again. That is all a part of the 
scheme of things as matters are 
now constituted. Some day we 
will get rid of these ups and 
downs in business. But in the 
meantime we accept them as part 
of the inevitable and so now, in- 
stead of sitting down holding our 
heads about the business depres- 
sion, we are busy with our plans 
for next year.” 


Then after a pause he added: 


“As a matter of fact, we are busy 
with our plans for the next five 
years. That is what counts—the 
results over long periods.” 


And all through my talk with 
this man I noticed that his interest 
was always on next year and the 
years beyond that. .Now suppose 
we all do that—what job do we see 
ahead of us, not for just next year, 
but for the next five years? 


Everything Showed “Up” 


As part of the answer to that let 
me relate a very illuminating inci- 
dent. Recently I was in the office 
of a large industrial corporation. 
It has a statistical and economic 
department. And standing in one 
of the offices of that department I 
asked the president of the com- 
pany what he thought of the out- 
look for business for the next five 
years. His answer was a little sur- 
prising. He pointed to the wall 
where theré was a huge chart. It 
charted business activity since 
1893—47 years. It showed the 
course of business each year. 


“Now place. yourself at any 
point along the chart,” he said. 
“Then ask the question—what will 


P 


business be like in the next five 
years? The line stretching out 
from that point answers the ques- 
tion. Now just try it and see what 
answer you get.” 


I did and I quickly found that 
no matter from what year back to 
1893 I looked ahead for five years, 
business over the five-year period 
as a whole was good and the gen- 
eral tendency was upward. It was 
impossible to find a year where 
you could look forward for five 
years and not see good business. 
Almost every five-year period had 
its dips, some pretty bad. But they 
formed.only a part of the history 
of the whole five-year period. 


Now, what lies ahead of us for 
the next five years? 


The Job Ahead 


Well, for one thing, we—or 
rather you merchants—are going 
to have to move $204,000,000,000 
worth of merchandise—two hun- 
dred and four billions—a sum al- 
most too big to imagine. In the 
last five years you moved 156 bil- 
lions. And for the period as a 
whole you, did pretty well. In 
these coming five years you are go- 
ing to have to move at least 55 bil- 
lion dollars’ worth more, and may- 


_ be a greater volume than that. 


Who’s going to move it? How 
much of it are you going to move? 
Are you thinking now about how 
much you are not moving this 
year? Or are you thinking, like 
Sir Henri Deterding, of what you 
are going to move next year and 
the year after, and what instru- 
ments you are going to use to do 
the moving? 
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The wants of this great nation 
are so stupendous that the figures 


stagger us. And remember that 
each year not only does the number 
of people who want to be served in- 
crease, but the wants of each per- 
son become greater. There is steady 
expansion in per capita consump- 
tion of all the people, as living 
standards increase and as educa- 
tion spreads and tastes are refined. 


In the last five years merchants 
sold three billion dollars’ worth of 
women’s dresses and in the next 
five years will sell half a million 
dollars’ worth more. In the last 
five years merchants sold 115,000,- 
000 suits of men’s clothes and in 
the next five years will sell at least 
140,000,000, representing about 
three billion dollars in suits alone. 
They moved to consumers 1,543,- 
000,000 pairs of shoes at a cost of 
$4,500,000,000. In the next half 
decade merchants will sell 2,183,- 
000,000 pairs or half a billion more. 


On the conservative basis that 
major hardware lines will sell in 
the next five years in volume no 
greater than during the past five 
years, the outlook is tremendous 
with all kinds of tool sales at 
$2,225,000,000; paint and related 
materials at $3,000,000,000, and all 
kinds of builders’ hardware at 
$3,500,000,000. The natural in- 
crease in population will give to 
these figures an increase compar- 
able to the increases in the other 
lines, 


It makes no difference what ave- 
nue of trade you glance at, you see 
the same big job ahead: 


$1,250,000,000 of rubber 
goods, or $250,000,000 more 
than the last five ee 
years. 






$300,000,000 of household electri- 
cal appliances—not including vacu- 
um cleaners, stoves, radio sets or 
washing machines. This will be an 
inerease of $100,000,000 over the 
last five years. 


One might carry the list on in- 
definitely. But the thing that 
stands out most is that in addition 
to all these things there are yet 
unborn industries which will call 
for billions of dollars’ worth of 
merchandising. The great rayon 
industry doubled between 1925 and 
1929. The radio industry increased 
2000 per cent between 1923 and 
1928. There is no end to the new 
wants of the American customer 
and the new methods of meeting 
them which will produce new mer- 
chandising jobs for our merchants 
in these next five years. 


Homes to Build 


This country will build 3,000,000 
new homes in the coming five years 
—3,000,000 American homes with 
American standards and with all 
the countless demands which that 
will entail for new furniture, new 
carpets, housefurnishings, hard- 
ware, new material of every sort. 
From this source alone there will 
come a merchandising bill of not 
less than $2,000,000,000. 


The job of conveying from pro- 
ducer to consumer. this gigantic 
volume of goods will tax the ca- 
pacity of our efficient merchandis- 
ing outlets, though it may leave 
some of the inefficient ones idle. 
To move these goods, modern sell- 
ing science has provided devices as 
ingenious and as essential to mod- 
ern merchandising as_ up-to-date 
mechanical devices are to Twenti- 
eth Century manufacturing. The 
merchant who has provided him- 
self with the necessary tools, and 
who knows how to use them, will 
do the moving. That merchant is 
thinking about the job now and is 
making ready for it. The other 
one is sitting 
dolefully in his 
office shedding 
crocodile tears 
about the bad 
times. 



























































HARDWARE AGE for JANUARY 8, 1931 





A Few Kind Words for 1930! 


By Saunders Norvell 


HIS article is dictated on the last day of the 

old year. New Year’s always gives me a tinge 

of melancholy. Of course you might expect 

melancholy “the day after’? New Year’s. Prob- 
ably one’s liver sounds a warning. But even on New 
Year’s eve, before the feasting, I have a feeling of sad- 
ness. There are so many memories, so many ghosts 
of our yesterdays that sit with us at the feast. 


Poor old 1930! We didn’t expect much of him when 
he arrived. We think he has not been a very good per- 
former, and tonight most of the rejoicing will be 
when he is kicked out, and the door slammed on him. 
The rejoicing will be that 1930 is a departed guest. 


Now, it is just like my perverted and contrary dis- 
position to say a few kind words about 1930. All of 
us know that our todays are just the heirs of our yester- 
days. Our years, whatever they bring, are just the 
heirs of former years. There is a verse in the 
“Rubaiyat” of Omar Kayyam that I wish I could re- 
member. Unfortunately I haven’t a copy of the 
“Rubaiyat” in my office. The idea of the verse, how- 
ever, and many will remember it, was that our today 
is just the result and the fulfillment of our other days. 
Therefore, in defense of old 1930, let us remember that 
what happened in the passing year was just the result 
of. our follies, our bad thinking, our lack of loyalties, 
our extravagances in former years. Why should 1930 
be blamed for this culmination. If a man should die 
as a result of an accumulation of bad habits over a 
period of years, why should the day of his death be 
set aside as the day to be blamed. Would it not be better 
to blame the days when the bad habits started, that 
brought about the final denouement? 


In this morning’s paper I read that the Department 
of Justice was bringing suit against some seventy 
manpfacturers of roofing materials. Well well, some of 
these manufacturers did have a grand and glorious time 
while it lasted. One of them I happen to know. He 
built a palatial home. He invited me to go with him 
on a cruise on his expensive yacht. Everything was 
lovely. The goose hung high. But now this palatial 
home is sold, this steam yacht is owned by another, and 
my friend is living in a little apartment here in New 
York City. But after all the grandeur is over, along 
with the sere and yellow leaf, comes the suit on the 
part of the Department of Justice. The law is too 
slow. It might not have been so bad if my friend had 
been trimmed when he was flying so high. But now 
that he has learned the bitterness of poverty it does 


seem hard that on top of this he is also to be sued by 
the government as a price fixer. 


Economic forces work out inexorably. If prices are 
to be fixed then production must be fixed at the same 
time. It is much simpler to fix prices than it is to fix 
production. Almost always when prices are fixed and 
production is not, then the irregularities in production 
break down the price fixing. There seems to be some- 
thing all wrong about these things. For instance there 
was a year when you had a splendid income. It was 
grand and glorious that year. You had a feeling of 
being rich. Then the next year the cards were shuffled 
and dealt, and suddenly you found yourself very hard 
up. Now it isn’t so bad to be hard up. There are some 
compensations. But it is darned hard to be hard up, to 
be poor, and then have to make your quarterly payments 
in the form of income taxes on the year before when 
you were rich. Why can’t we arrange with the govern- 
ment in some way to pay our income taxes when we 
are getting the income. Many a poor fellow who reads 
this article will smile bitterly when he thinks of how 
high he flew in 1929, and how tough it was to pay his 
income taxes when he didn’t have the income in 1930. 
Of course poor 1930 will be blamed for this, but it is 
evident that it is no fault of 1930 that income taxes, 
like mornings, come afterwards. Why blame 1930 for 
this? 


A millionaire I know gave~a wonderful party one 
evening in 1930. There were all sorts of good things 
besides ice cream and cake. When I suggested he was 
giving a pretty extravagant party for a poor year, he 
replied: “My income in 1930 is 70 per cent less than 
it was in 1929. My cost of living has been twice 
as much, but it is all right because if 1931 does not get 
better, I propose to crawl into my hole and pull the 
hole in after me.” This man has been very successful, 
and he has been especially successful in making and 
holding his friends. He has courage. For years he 
had earned a large income and for years he has spent 
most of this income, and I happen to know that a great 
part of his spending has been for the benefit of others. 
In fact, in 1930 I know his benefactions to others ran 
into a sum of money far in excess of other years. There 
has been great giving in 1930! 


Just across from my apartment in New York there 
is another apartment building, but this building is lower 
than ours. From our windows we can look into a small 
apartment just under the roof of this other building. 
Now let me tell you what we see. The window of one 
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of the rooms every day is filled with beautiful flowers. 
It is a large window and these flowers fill the entire 
window. This window, just under the roof, daily looks 
like the front window of a florist shop. These flowers 
are evidently not sent by occasional friends. There 
seems to be a standing order at some florist to bring 
this quantity of flowers every day. Evidently some 
one person sees to the flowers. In the room next to the 
room where the flowers are, is another large window. 
Immediately in front of this window is a table covered 
with some white material. Every morning a profes- 
sional nurse in her uniform opens a large box of ab- 
sorbent cotton and rolls the cotton into strips. Quan- 
tities of these strips are made, and then the box of 
cotton is put away. This is done every day just as reg- 
ularly as the arrival of the flowers. Then late in the 
afternoon another trained nurse comes. She is evi- 
dently the night nurse. To the left of this second 
window there is a bed, but only the edge of this bed 
can be seen. Over the edge of this bed, over the cover- 
let, a woman’s arm and hand can be seen. From time 
to time a man comes and sits beside the bed. He holds 
this woman’s hand while he sits there. We have never 
seen any other visitors. Just the invalid’s hand and 
arm, the man, the flowers and the nurses. This same 
routine has been doing on day after day for months. 


A great city is full of curious stories. Now and 
then we learn them. What is back of this story? Is the 
woman old or young. The man is middle-aged. But 
here probably is the evolution of many years. Here is 
the reality of a profound sorrow. But there is the 
woman and there is the man and there are the flowers, 
and it does not take a Sherlock Holmes to deduce that 
here also is the victory of human love over sorrow and 
sickness, and ultimately death. 


This in one way is not an agreeable story to tell, but 
in another way to me it is a beautiful story and it 
should convey its lesson to all of us who may be feeling 
rather sad at the end of the old year. 


For some time past I have been having a very lively 
correspondence with a business man who does not ap- 
prove of all of my business methods. He wishes me 
to do certain things, but I have done other things. He 
has writen me some very straight-from-the-shoulder 
letters. He has given me advice that I have not fol- 
lowed. He has forced me to write him some very plain, 
straightforward letters. Sometimes when I wrote those 
letters I sighed beeause one does get tired of the con- 
stant battle. All of us become discouraged because we 
feel that we are not understood, and especially in corre- 
spondence it is exceedingly difficult to express things 
clearly as they are. There is so much that in loyalty 
to others one cannot tell. So this correspondence had 
reached a point that to me was a source of sincere re- 
gret. Now this morning comes a letter from my busi- 
ness friend saying that while we have differed, while 
his ideas are different from mine, that our very differ- 
ences have brought us closer together, and while he 
didn’t think at all as I think, still he gave me credit for 
being conscientious. He said he wished to close the old 
year by writing that he was my friend and that I could 
count on him as a friend. These are not exactly his 
words, but this is the tenor of his letter, and you know 


this letter was just what I needed, and I have an idea 
that there are hundreds of men who read this article 
who would have been happier at the end of the old 
year if someone had written them such a letter. 


What wonderful things words are! Nothing but sym- 
bols that can be written on a white page by a writing 
machine. But how thrilling and how moving can these 
symbols be in conveying thoughts from one human 
being to another. As I write I am reminded of a story 
I read somewhere about a girl who came from Boston 
to New York and decided to make her living just by 
writing letters to sick people she didn’t know. As I 
remember the story, she first advertised for corre- 
spondents, who needed letters. These correspondents 
wrote and told her all about their condition in life, and 
then she proceeded to write to them. Having a lively 
imagination and wit, her letters were beautiful things 
to read. One of these correspondents happened to be 
a rich young man, who having met with an accident 
was confined to his bed for a long time. Her letters 
came to him regularly every day and he answered these 
letters. Of course in the end it all turned out merrily 
with wedding bells. But the point that I am trying to 
make is that our letters, even business letters, can be 
made such wonderful things. In 1930 I sincerely regret 
one thing. I wrote one letter that I would like to recall. 
I received a letter from a retail hardware man and he 
was very angry. He said in this letter that “he hoped 
that the contents of his letter would add to my troubles.” 
This man didn’t know the facts. He was jumping at 
conclusions. He wrote impulsively. No doubt he is a 
good fellow and means well, but I wrote him the same 
kind of a letter he wrote me. It was a hot one. There 
has been no answer. Now, if I could meet this retail 
dealer today I would apologize to him for that letter. 
Just because he was impulsive was no reason why I 
should have been impulsive. Very likely I am much 
older than he is, and probably I have had far more busi- 
ness experience. I should have been patient, but I wasn’t. 
I am sorry, and I hope he sees these lines, and if he 
does that he will write me and tell me I am forgiven. 
I am more ashamed of that one letter than anything else 
I have done in a business way in the entire year of 1980. 
I was impulsive and childish, and a man holding my 
job has no right to be either. 


Would I bring down upon my old gray head the de- 
nunciations of everyone if I should casually remark that 
probably what all of us got in 1930 was just about 
what all of us deserved. Probably if the facts could be 
known 1930 has been one of the best years and one of 
the most needed years for the salvation of our souls 
that we have had for a long time. 


I like to write about real life because thére I can find 
all the thrills and romance I want. There was a young 
couple I knew. The husband went into business on his 
own account just at the beginning of the great bull 


-market. He was a young man of nerve and he played 


the market hard. Everything he bought went up. He 
made a great fortune. He built himself a fine house. 
He had several automobiles and numerous servants. He 
and his charming young wife burst into society. They 


attended cocktail parties. They danced late at night. ’.% 


(Continued on page 98) 
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The Story of Logan 


-Gregg’s 


One Century of Progress 


Just as the original building and the present 
modern home of the Logan-Gregg Hardware Co. 
offer a contrast, so do the methods of the past 
contrast with those of today. To have met each 
change and to have survived the vicissitudes of 
a full one hundred years is a record of service, 
worthy of the pioneers who founded so well. Ina 
country as young as our own, a one hundredth 
anniversary has as yet been enjoyed by only a 
few wholesale hardware concerns. 








HE story of the Logan- 
Gregg Hardware Com- 
pany’s one hundred 
years, is one of a suc- 
cessful commercial en- 
terprise and the chron- 
icle of the personal fortunes of 
capable men who have contributed 
largely to its success. The history 
of this wholesale hardware firm 
closely parallels the story of Pitts- 
burgh’s growth from a frontier 
town to a major metropolitan cen- 
ter. It is a history of service to 
those who pioneered and to the 
farmers, manufacturers and home 
builders who followed and in their 
work needed tools and materials. 





— a ane 548 oe ew - ee +t 


The building at 68 Wood St. Pittsburgh, A strictly wholesale business, 
where the business was founded in 1831— this firm today occupies a modern 


Above is the mode -Gregg aie 
page leone a Cink eight-story and basement building. 








In addition to a general line of 
shelf hardware, toys, radio, elec- 
tric refrigerators, automobile 
tires, sporting goods, electric 
washers, paints and other special- 
ties, are distributed. The main 
floor houses the sample room and 
the offices for buyers and execu- 
tives. The order department and 
shelf: goods are housed on the sec- 
ond floor, and the remainder of 
the building is used for warehous- 
ing. The shipping department is 
at the rear of the first floor. The 
building provides an estimated 
100,000 sq. ft. 


Six store salesmen are on the 
job to serve the retailers who visit 
the plant, and, of course, in an 
emergency are able to pinch hit 
on the road in the territory of any 
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one of the firm’s eighteen outside 
salesmen. The personnel of the 
firm numbers 100. A radius of 
150 miles about Pittsburgh is 
served, and each man covers his 
territory by car. Within the city 
limits, truck delivery is provided 
for the convenience of the trade. 
In fact, in its 100 years of prog- 
ress this firm has always prided 
itself on quick shipments of com- 
plete orders. 


The business got its start in 
1831 when John T. Logan and 
Robert T. Kennedy, cousins, both 
in their early twenties, started a 
hardware business under the name 
of Logan & Kennedy at 68 Wood 
Street, Pittsburgh, Pa. Aggres- 
sive young men, their business 
flourished and the ground work 
which they did so well has given 
a heritage to their successors in 
the century that has passed, and 
of which the incumbent officers 
are conscious and justly proud. 
A study of the merchandise han- 
dled at various periods reveals the 
advance of science, invention and 
the changing habits of life. 


The early proprietors made long 
voyages to Europe to purchase 
merchandise. Much of it had to 
be brought overland by the pic- 
turesque Conestoga wagons. There 


were no railroads, and even the 
canal boat was not available until 
1834. Pittsburgh then had a pop- 
ulation of 13,000, but was destined 
to become an important gate-way 
to the West, and, of course, today 
is a major city. In the early days 
many travelers going to the West 
were outfitted in Pittsburgh, and 
hardware played an important 
part in their equipment. Most of 
it was imported, and the cost of 
transportation was high. The firm 
of Logan & Kennedy shared in 
the general prosperity of the time, 
and the two men who had started 
the business in a modest way were 
soon able to return their borrowed 
capital to relatives in Lancaster. 


John T. Logan received his 
hardware training with George 
Mayer, Lancaster, to whom he was 
bound as an apprentice at the age 
of 12 years. When he became of 
age he had received for his ser- 
vice “a knowledge of the business, 
his board and clothing, and a new 
suit of clothes.” At this point 
Mr. Logan journeyed to Philadel- 
phia and secured employment, but 
within the year went to Pitts- 
burgh and became first assistant 
to a hardware man named Hoag. 
A year later his cousin, Mr. Ken- 
nedy, had finished his apprentice- 
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shop with a dry goods firm and 
went to Pittsburgh on a trip, the 
outcome of which was the forma: 
tion of the partnership which 
started the business. As he ad- 
vanced in years John T. Logan’s 
financial interests were extended. 
In 1860 he helped to start the 
Allegheny Valley Railroad and be- 
came its treasurer. By this time 
American-made hardware was dis- 
placing many imported products, 
and this young firm was one of 
the first to help the cause of the 
domestic producers. 


It was in 1845 that disaster 
nearly hit the business as the 
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great fire of April 10 in that year 
destroyed practically the entire 
business section of Pittsburgh, 
and just missed by a short margin 
the hardware store on Wood 
Street. Three years later came an 
amicable dissolution of the part- 
nership of Logan & Kennedy. Mr. 
Logan retained the business and 
took in Philip Wilson and Edward 
Gregg as partners. The firm name 
became Logan, Wilson & Co. In 
1857 Mr. Wilson disposed of his 
interests and the firm became Lo- 
gan & Gregg. Ten years later 
George B. Logan, oldest son of 
John T., George Parks and Joseph 
E. Johnson came in as part own- 
ers, changing the name to Logan- 
Gregg & Co., under which name 
the business continued until its 
incorporation as the Logan-Gregg 
Hardware Co. in 1896. 


John T. Logan died in 1871, and 
shortly Messrs. Parks and John- 
son retired. Thomas A. Parks 
then became a partner, and after 
the death of Edward Gregg in 1890 
the business was carried on by 
George B. Logan and Thomas A. 
Parks. The latter died in 1895. 


The rapid growth of the busi- 
ness necessitated additional floor 
space, and in 1894 the company 
rented, then purchased, the Ar- 
buckle warehouse on Seventh 
Street. Prior to this move the ad- 
joining building at the Wood 
Street address had been acquired, 
but even these proved insufficient. 
In this new location floods caused 
by the rising of the Allegheny 
River were a serious problem. 
The worst experience was during 
“March, 1907, when the river rose 


to a record height of 36 ft., and 
the city’s business and transporta- 


tion were paralyzed by the inunda- . 


tion of a wide area. On Sept. 15, 
1914, the company’s building and 
its contents were totally destroyed 
by fire, but no time was lost in re- 
suming business. A_ fireproof 
vault had protected books, records 
and valuable papers of the firm, 
and the purchasing department 
with such records was able to re- 
place the lost merchandise. Tem- 
porary headquarters were taken 
at Grant Street and with the help 


of kindly competitors and incom-~— 


ing shipments from factofies, the 
company was enabled to keep on 
filling its orders. Within a week 
a satisfactory eight-story building 
was obtained nearby and plans 
were made for the erection of a 
new building at the present loca- 
tion, 121-129 Ninth Street. The 
present building was completed on 
Jan. 1, 1916, and is of steel and 
brick construction with terra cotta 
trimming. The foundations and 
columns are sufficiently strong to 
permit the adding of additional 
stories should they be required. 


During these changes P. L. Lo- 
gan, oldest son of George B., had 
graduated from college in 1894 
and immediately began to learn 
the hardware business. During 
the war he served as an officer. 
On the last day of hostilities he 
received a wound which necessi- 
tated the amputation of his right 
leg. After recovery from the 
shock and impaired health, he re- 
turned to the hardware business 
and in January, 1921, became 
president. of the company, when 
his father resigned. In this posi- 
tion he originated a plan by which 
a number of employees acquired 
stock in the company. P. L. Lo- 
gan suffered a breakdown in 
health in February, 1924, as a re- 
sult of war injuries. He died on 
Aug. 11, 1928. The death of his 
father followed in February, 1929, 
which brought to a close three 
generations of Logans as: active 
heads of the business, covering a 


98-year period. 


Arch H. Logan, brother of P. L., 
is now chairman of the board. Al- 
though he learned the hardware 
business as-a boy, he left the 


company in 1903 to study medi- 
cine, and for twenty years has 
been a member of the Mayo Clinic 
staff at Rochester, Minn. He has 
been a director of the company 
since its incorporation, and be- 
came chairman at the death of his 
father. 


The incumbent officers are men 
of long hardware experience, and 
each’ has an enviable record of 
long service with the Logan-Gregg 
Hardware Company, Robert M. 
Repp, the president, entered the 
employ of the company in 1881, _ 
as a billing clerk, and later 
worked his way into the sales de- 
partment where he gave particu- 
lar attention to the company’s 
large store trade. When the bus- 


ROBERT T. 
KENNEDY 
WHO WITH 
JOHN T. LOGAN 
FOUNDED THE 
BUSINESS 


iness was incorporated in 1896 he 
became general manager, and in 
1918 was made vice-president. 
Upon the death of George B. Lo- 
gan in 1929, Mr. Repp was elected 
president of the company. It is 
interesting to know that the one 
hundredth anniversary of the firm 
he has served so well, is the fif- 
tieth anniversary of Mr. Repp’s 
connection with the business. 


Cyrus Lewis, vice-president, 
started as an office boy in 1889. 
He became cashier in 1894, and 
five years later became its first 
credit manager. In the early days 
of the latter position he knew 
practically every customer, and 
credit managers are said to have 
been. something of a rarity, but as 
the business grew, the importance 
of this position grew with it, and 
its duties were ably handled. Mr. 
Lewis became assistant treasurer 
in 1917, treasurer in 1921, secre- 
tary-treasurer in 1926, and in 
1929 was elected vice-president 
and treasurer, which positions he 

(Continued. on. page 103) 
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Salesmen Petition President to Effect Plan 


for Eliminating Future Depression 


Pledge Their Support in Such Work and Endorse President’s Present Pro- 
gtam for Relief at New York Convention, Dec. 20. 


President Hoover, the 300 dele- 

gates of 33 trade and terri- 
torial organizations of Commercial 
Travelers attending the annual con- 
vention of the National Council of 
Traveling Salesmen’s Associations 
of America, Dec. 20, unanimously 
indorsed the President’s program 
to combat the economic depression, 
and advocated that the President 
call a national conference of in- 
dustries, or to appoint a commis- 
sion of outstanding representatives 
of business “for the purpose of re- 
viewing the operations of existing 
laws, that we may ascertain 
whether it is possible, under our 
democratic system, to effect a more 
efficien¢ coordination of industrial 
and commercial relations, to the 
end that such violent depressions 
in our business and economic life 
may be anticipdted and lessened or 
prevented.” 


I: a resolution addressed to 


The resolutions are as follows: 


“WHEREAS, The Traveling Sales- 
men of the nation are vitally inter- 
ested in the success of the combined 
effort of all elements of our people 
toward bringing about the earliest 
possible stabilization of industrial 
conditions, with the resumption of 
normal buying as the necessary 
first aid toward restoring normal 
operation of our producing and dis- 
tributing channels; and 


“WHEREAS, The most important aid 


to the success of such a nation-wide. 


recovery is the need of united con- 
fidence and cooperative action of all 
parties in the formation of and ad- 
herence to a sound economic pro- 
gram; and 


“WHEREAS, President Hoover has 
shown signal leadership in pointing 
the way for business toward coping 
with the emergencies that have 
arisen, and in alleviating distress 
and preventing destructive influ- 
ences which might otherwise have 
resulted, standing stalwart in sup- 
port of the preservation of inde- 
pendence of business and the contin- 
uance of the American principle of 
individual opportunity, sturdily op- 
posing the familiar panaceas of 
state dictatorship which are always 
advanced in such times of economic 
disturbances; and 


“Whereas, We believe that if given 





the united support of business or- 
ganizations, of the people as a 
whole, and of their representatives 
in Congress, President Hoover will 
so direct the policies of national 
Government as to make it an aid 
rather than a deterrent to business 
and the sooner and safer return of 
national prosperity; Now, therefore 
be it 

“RESOLVED, That we, the duly ap- 
pointed delegates of the 33 trade 
and territorial organizations affil- 
iated with the National Council of 
Traveling Salesmen’s Associations 
of America in annual convention as- 
sembled in New York City do here- 
by formally and whole-heartedly in- 
dorse the policies of President 
Hoover as they are reflected in his 
messages to Congress, and in his 
statements to the public, and that 
we do herewith pledge to him our 
loyal support as patriotic Ameri- 
cans, and as the vanguard of the 
nation’s army of commercial trav- 


elers who are on the ‘firing-front’ 
lines of all industries, in all sections 
of the country, fighting for the or- 
ders to keep our factory wheels 
turning; and be it further 


“RESOLVED, That we recommend to 
President Hoiver that he take such 
further steps as are necessary, and 
within his power, to call a National 
Conference of Industries, and/or 
to appoint a commission of out- 
standing representatives of busi- 
ness, for the purpose of reviewing 
the operations of existing laws, that 
we may ascertain whether it is pos- 
sible, under our democratic system, 
to effect a more efficient coordina- 
tion of industrial and commercial 
relations, to the end that such vio- 
lent depressions in our business and 
economic life may be anticipated 
and lessened or prevented; and be 
it further 


“RESOLVED, That we forward 
these resolutions of support to Pres- 
ident Hoover, to Congress, and to 
the press; and that we bring these 
problems to the attention of our 
constituent organizations, and their 
affiliated groups of manufacturers, 
wholesalers and retailers in their 
respective industrial divisions, and 
urge such action toward these ends 
as may be deemed most advisable 
under the circumstances.” 





" STEP BY STEP INTO BETTER BUSINESS , 
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DVANCE preparations are now being made by 
the hardware firm of Louis Hanssen’s Sons, 
Davenport, Iowa, which will enable this store 
to meet a steadily increasing demand for 

golfing equipment. John Hanssen who has charge of 
the firm’s very successful wholesale and retail sporting 
goods department, has some very definite ideas with 
regard to merchandising the line. As Mr. Hanssen has 
won his share of golf tournament trophies, and has 
also succeeded in making his department one of the 
most profitable in the store, with the sale of golf 
supplies leading all other sporting goods lines, his 
remarks relative to selling golf equipment are worthy 
of careful consideration. 


Mr. Hanssen declares the demand for golfing equip- 
ment is steadily increasing each year. He believes 
many hardware stores, favorably situated, are passing 
up a splendid opportunity through neglecting to devote 
a larger share of their attention to an often undeveloped 
or dormant golf market. In promoting the sale of golf 
équipment, Mr. Hanssen relies to a great extent upon 
frequent well arranged window displays and consistent 
advertising in local newspapers. However, the afore 
mentioned mediums are but two of those which play 
an important role in making golf business brisk in the 
establishment. 


Direct-by-mail golf literature is sent to golfers who 
play on the municipal golf links and good results accrue 
from this practice. As it is customary to have golfers 
register when playing municipal courses, similar live- 
wire mailing lists may usually be obtained with little 
difficulty.. The member lists of private country clubs 
have also been circularized in a like manner, although 
less satisfactory returns were secured from the latter 
lists, due to the fact that the “professional” engaged by 
private clubs frequently bids for the business of mem- 
bers. 


Golf tournaments may often be sponsored by dealers 
with advantageous results, according to Mr. Hanssen, 
who emphazed the fact that such events serve to affiliate 
the merchant more closely with golf in the minds of 
prospects. Municipal and open tournaments were sug- 
gested as well as high school, college and women’s tour- 
naments. Even others, such as tournaments for boys 
under a certain age can also be arranged. He stressed 
the advisability of having entrants register for such 
events in the sporting department of the dealers store. 
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Prizes for the tournaments should of course be provided 
by the merchant who can display them to good ad- 
vantage, prior to the event, in connection with window 
displays featuring golfing equipment. 


Specials on certain popular golf items are also sug- 
gested as a means of keeping the store before the golfer 
and as an attraction which will keep them returning 
to the store at frequent intervals to replenish their 
supply. Golf tees were offered as'one example of a 
good-golf special for this purpose. In order to induce 
the average golfer to purchase his tees at the store in- 
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Golf Demand 


stead of at the links, as is often customary, the special 
on tees must be a genuine bargain. A price of five cents 
for twenty tees in a glazed envelope, bearing the im- 
print of the store was advocated. The tees, Mr. Hanssen 
said, may be purchased in bulk at about $2 per thousand. 
Another similar special having a strong appeal can be 
offered on fair quality golf balls at a three for $1 price. 


In the coming golfing season, Mr. Hanssen believes 
that steel shaft, plated irons, which will cost dealers 
about $2.50 each will be most popular with the 1931 
golfer. 


These will be neater, better finished and there- 





fore better looking clubs than those favored during 
the past golfing season. Last season steel shaft irons 
retailing at $4.50 and steel shaft woods retailing at $5 
were the best selling clubs. The best wood clubs re- 
tailing from $10 to $15, were the next best sellers. Most 
golfers either buy the least expensive clubs or the best 
available and there is little demand for clubs in the 
medium price range, declared Mr. Hanssen. As an 
example, the store has found that wood clubs retailing 
at $8, which places them in the medium price range, 
do not sell as readily as either high grade or inexpensive 
clubs. Matched sets have enjoyed a good demand in 
a wide price range. Stayless golf bags, retailing from 
$4 to $10 are in active demand, while bags with stays, 
retailing at about $5, are the most popular of this type 
in the experience of the store. 


A very limited demand is reported for wood shaft 
iron clubs. Sales of clubs of this type are confined 
almost exclusively at the present time to inexpensive 
beginners sets. Whereas a few seasons ago, clubs of 
this type were in active demand. A strong trend is 
apparent toward plated irons and steel shafts are 
favored. Iron clubs in three price ranges are carried 
by the store. Beginners or inexpensive clubs retail 
from $1.75 to $2 each. The medium priced clubs retail 
at $3.50. Medium priced clubs were formerly the most 
rapid selling type, but the demand has now shifted to 
good steel shaft, plated irons retailing at $4.50, which 
is the third and highest grade club carried by the firm. 


Clubs are effectively displayed in the store on espe- 
cially constructed racks designed by Mr. Hanssen. The 
two racks, which are shown in the accompanying illus- 
tration, display 350 iron clubs and 110 wood clubs, or 
a total of 460 clubs in a small compact space. Each 
rack measures six ft. high by three ft. wide. It will 
be noted in the illustration that the display of iron 
clubs is divided into three different price ranges, which 
are designated: 1. “Inexpensive.” 2. “Medium Price.” 
3. “Kro-Flite.” In the rack used for wood clubs, other 
sections are designated: “Drivers,” “Brassies,” “Spoons” 
and “Left Hand Clubs.” Each rack provides eleven 
shelves, spaced six in. apart. The rests at the front 
and rear of each shelf are covered with a rubbed 
weatherstrip that protects the shafts at both ends. As 
is apparent, the club heads as well as the entire length 
of each shaft may be viewed without the necessity of re- 
moving that particular club from the rack unless the 
customer wants to handle it and try its balance. 
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Here’s a 


MONEY SAVING IDEA 


for Every Hardware Merchant 


EDUCING overhead ex- 

pense, without reducing 

selling efficiency is a 
problem confronting 

every hardware merchant. Many 
stores have no trouble making 
money, but they do have trouble 
saving it. The steps that a dealer 
can take to lower operating costs 
are limited. However, several 
means do exist of minimizing 
purchases of store and office sup- 
plies. One of these methods is 
through systematic control, as here 
described. The simple and inex- 
pensive form of requisition, shown 
in an accompanying illustration is 
the basis of the plan as used by the 
A. A. Doerr Mercantile Co., 





Larned, Kansas. Marvin Sallee of 
the firm asserts that the idea makes 
for a minimum of purchases, be- 
cause it is necessary to go through 
the requisition procedure in or- 
der to make a purchase. It also 
prevents errors from being en- 
countered when monthly §state- 
ments for supplies are received 
from the firms who furnished the 
store supplies. 

It is often difficult to reconcile 
such monthly bills, unless an accu- 
rate record of purchases is avail- 
able, especially when statements 
are presented at thirty day inter- 
vals to be checked over and passed 
for payment. Trusting to memory 
to recall in detail all of the pur- 


chases made during a monthly 
period is quite a task in the aver- 
age sized hardware store. It is 
also risky, in that it does not pro- 
vide a definite system to prove the 
accuracy of.incoming statements. 

With reference to the merits of 
the plan and regarding its opera- 
tion, Mr. Sallee says: “This phase 
of a business enterprise should be 
operated just as efficiently and 
systematically as any other. To ac- 
complish this the buying of store 
supplies should be placed on a sys- 
tematic and conservative basis by 
using requisition forms as a means 
to insure accuracy and to lower ex- 
penditures. 

(Continued on page 105) 


A. A. DOERR MERCANTILE Co. 
Phone 700 Larned, Kansas 


Charge same to 


Deliver No Goods 
Without 
Signed Requisition 


This is the form Mr. Sallee uses. 
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They Don't Believe You! 


By ERNEST C. HASTINGS 


OU, the retailer, have reduced your prices— 

and you can’t make people believe it. Start a 

conversation on the subject in almost any 

group of people and see what they think about 
it. You’d be surprised. 


It’s largely your own fault. You did it. You have 
for years been educating your customers to think of 
better values in terms of lower prices. Your advertis- 
ing has developed the theme effectively. Too effectively 
for present comfort. You have been so convincing that 
your customers now are less than willing to think in 
terms of higher quality at the familiar price. What 
they want is the accustomed quality at a lower price. 
That’s what spells “value” to them. And you put it 
into their heads. 


Established price lines have obvious advantages and 
conveniences. In periods of price stability they work 
well enough. But in periods of major price changes 
they create difficulties. You cannot always jump your 
merchandise up or down from one established price 
range to another without unduly curtailing your profits 
or unduly expanding them. Worse still, you cannot get 
your public to accommodate themselves to the jump. 
If you have taught them to think in terms of certain 
fixed prices they are going to continue thinking that 
way. 


An extreme example is the famous Ingersoll dollar 
watch. It had a huge success, as everybody knows. But 


You've Taught Them the Price of Every- 
thing, and the Value of Nothing 


people had become so accustomed to identifying the 
watch with the dollar price that when it became neces- 
sary to raise the retail price of the watch its sales fell 
off astoundingly. Although this is an extreme case, the 
present merchandising situation presents many com- 
parable instances. Retailers who maintain established 
price lines are able to offer their public much better 
value at a given price than they were able to offer a 
year or so ago. But people are not looking for better 
value at a given price; they are simply looking for 
lower prices and expecting to get them. 


What does the average man or woman know about 
merchandise values? Style value? Perhaps. But 
intrinsic merit? Nothing, or very, very little. When 
they come into your store now they are unable to make 
quality comparisons. You haven’t taught them to. 
To the contrary, you have shouted price so vigorously 
and so long that the only ad heading that gets under 
their skeptical skin is “$1.29, reduced from $1.50.” 

(Continued on page 107) 


Wonder 
when he’s 
coming 
down. 
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Stanley Heavy Duty 
Automotive Screw Driver 


The No. 680 screw driver, manufactured by The Stanley Rule & Level 
Plant, New Britain, Conn., for some time is now offered with ‘the 
Grip-E-Grip patented handle. The Grip-E-Grip handles are of hickory, 
preshrunk and moisture proof, capped with leather washers. Blades are 
square shank forged from one piece of steel and oil tempered through- 
out. According to the maker this type screw driver gives eight times 


ii Pe | 


as much twisting power when the hands are covered with grease and 
two times as much twisting power when the hands are dry, than an 
ordinary screw driver does. Special wing construction on the tang of 
the blade fastens the handie and blade securely together. It has extra 
heavy tips that are soft enough to redress with a file. Handies are 
finished in an attractive blue. Blades are Parkerized and have a black 
tempered finish with highly polished tips. 





Kester Cored and 
Solid Body Solders 


Kester Solder Co., 4201 
Wrightwood Ave., Chi- 
cago, Ill, manufactures 
Kester Cored Body Solder 
and Kester Solid Body 
Solder. The cored body 
type is for tinning and 

preparing surfaces to be 

filled, whereas the solid body solder is for filling and contouring. These 
items are made of a special alloy, as the result of much research. Both 
types consist of sticks of about 18 inches in length Y% inch in diameter 
The cored type contains an acid flux excellently suited to new and old 
work. This combination of body solder has been placed on the market 
to allow the garageman, sheet metal worker or repairman to do body 
and fender filling easily, says the maker 








Hodell Molybdenum 
Tire Chains 


The Chain Products Co., Cleveland, Ohio, 
has recently announced. a new tire chain, 
made of Molybdenum steel. Use of 
molybdenum and an alloy renders steel 
tough and hard, the very qualities whicl; 
are necessary for successful use as a cross 
chain, states the maker. In the manufacture of these chains the maker 
is using the same standard twisted cross chains that have been offered 
for thirty years and have improved their wearing qualities by using high 
grade steel. Hodell Molybdenum tire chains are ready for the market 
in filler cases for dealers using Hodell Servistations or for dealers buying 
ready made chains packed in bags. Chains are supplied regularly in 
Samson side chain but may be obtained in welded side chain, by specify- 
ing Supreme Molybdenum. List price on the tire chains in bags varies 
from $5.50 to $10.50, according to size. List prices on Molybdenum 
steel tire chains in continuous lengths in filler cases vary from $36.00 
to $63.00 per case. Each filler case contains sufficient chain to make 
six pairs plus of the average tire size of each width. Hodell Molybdenum 
steel cross chains have welded, hardened, brass plated, twisted links 
with connecting hooks, stamped “‘Hodell.” List per 100 for this type 
is from $10.00 to $18.00. The last two types are for supplying the 
Servistation. Dealer discount varies on different types 





Sylvania Announces New 
Rating for SX-280 Tube 


The Sylvania Products Co., Emporium, Pa., has announced a new 
rating for its SX-280 full wave rectifier tube. Voltage applied to each 
plate of the tube may be raised to 550 volts RMS, and the maximum 
current drawn from the tube may be increased to 135 milliamperes 
provided no filter condenser is used across the input to the filter. A 
20 henry choke should precede the first filter condenser in order to 
safely permit the higher current mentioned above. If desired, a con- 
denser not larger than .1 of a microfarad may be employed across the 
input ef the filter, but this is the largest value of condenser that may 
be used under these conditions. The new rating, which has just been 
announced will place additional current at the disposal of the set de- 
signer for increased field excitation of dynamic speakers as well as 


making considerably more voltage available in order to obtain greater 
power output and better operating conditions for some tubes in the 
receiver. The above inncrease in rating does not affect the former 
ratings of the SX-280, which are:—350 volts per anode RMS, maximum 
current milliamperes 125 and 400 volts per anode RMS, maximum cur- 
rent milliamperes 110. 


Universal Electric 
Sandwich Toaster 


Landers, Frary G Clark, New 
Britain, Conn., offers the Uni- 
versal électric sandwich 
toaster. It is chromium plated 
with blue diamond finish. The 
No. E7360 sandwich toaster 
has aluminum cooking plates, 
size 10 3/16 by 5 11/16 inches. It is equipped with ebonized handles, 
fiber feet and 6 ft. art silk heater cord. Weight, packed one in a 
carton, is 738 lb. Three toasters are packed in a unit package. This 
mode! may be used to toast two large or three sandwiches of varying 
thicknesses, cook bacon and eggs, pancakes, etc. Expansion hinge holds 
upper grid in upright position or allows it to rest on the handle for two 
plate surface cooking 





Vulcan Deep 
Fat Fryer 


Vulcan Deep Fat Fryers, 
Nos. 3764-2 and 3765-2 
are respectively 14 and 
18 inch models. Stand- 
ard Gas Equipment Corp., 
18 E. 4Ist St., New York 
City, offers these im- 
proved models, listing at 
$123.75 and $175.00 re- 
spectively Adjustable 
heat control, kettles 
which are easily cleaned, 
because of unobstructed 
sides and bottom, bottom 
sloped to drain fat and 
new “cool type” sedi- 
ment collecting well! are 
features of the improved 
models. Solid baffle 
strainer, for directing 
crumbs into well and faster method of circulation, assuring more even 
temperature of fat are other features.~ Kettle is of one piece cast iron, 
baskets are heavily tinned, basket is supported for draining by strong. 
malleable iron rest at back and insulation prevents intense heat from 
coming in contact with center of pot where sediment falls. Pilct light 
is easily lighted from outside and a powerful burner assures quick re- 
covery of heat. Top is pitched so that spilled fat quickly drains back 
into the kettle. Rolled overlapping edges and close fitting keep fat 
from working between walls. Apron extends across entire front, protect- 
ing manifold and heat control from drippings 





Brass Padlock Commemorates 
100 Years in Business 


One of the items put 
out by Logan Gregg 
Hardware Co., Pitts- 
burgh, Pa., to mark the 
century point in their 
business is the cast 
brass padlock shown 
herewith. ~It is 24% 
inches in size, finely 
finished and has on the 
face a pane! reading 
100 years 
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Hamilton Beach 
Food Mixers 


The Hamilton Beach food mixer has 
three speeds. First speed is for 
stirring and “folding in’; second 
speed is whipping, beating and mix- 
ing, while the third speed gives 
greater power for heavy work such 
as mashing potatoes, mixing candies, 
heavy fruit cakes and meat loaves. 
Hamilton Beach Mfg. -Co., -Racine, 
Wis., offers this mixer to sell for the 
suggested retail price of $18.50. In 
lots of 1 or 2 dealer discount’ is 35 
per cent. In lots of 3 or more, deal- 
er discount is 40 per cent. Mixer 
weighs 334 Ib. It may be supported 
ona stand or held by hand. To enable cleaning, a little knob is turned 
and beaters come off for washing. Extra sets of beaters are available. 
Equipment includes adjustable bow! holder and 6 ft. rubber cord. Motor 
is Hamilton Beach a.c. or d.c., 105 to 120 volts with worm gear drive. 
Beaters are chromium plated, motor case is nickel plated and buff 
polished. Beater measures 13 inches high and diameter of base is 64 
inches. Shipping weight is 8 Ib. 





Pike Arkansas 
Pocket Stone 


Pike. Mfg. Co., Pike, N. H., 
offers the Arkansas pocket 
stone, a pocket edition of 
the Arkansas Oilstone, made 
\ . by the same company. It is 
\ of value to surgeons, den- 
W tists, students of anatomy 
and biology and all others 
who perform delicate oper- 
ations or prepare minute 
specimens for microscopic work. It measures 2 x 34 x Ye-Y% inches. 
Each display carton contains one dozen stones in individual packages. 
List price is 15c. each, $1.80 per dozen. Dealer discount is 35 per cent. 
The maker states that although it is restricted in size it-is large enough 
to put a beautiful edge on pocket and pen knives, small dental and 
surgical tools, dissecting and manicure knives, etc. 





Western Super-X 
.22 Cartridges 
Western Cartridge Co., East Alton, Ill, offers a new line of super .22 


cartridges. Cartridges are offered in .22 shorts, long rifle and W.R-F. 
and are said to give an average of more than 50 per cent increased 





power or energy, more than 26 per cent average increased velocity, 
much flatter trajectory, much longer range and surprising accuracy. 
Super-X.22’s are loaded with smokeless powder and Western’s non- 
corrosive rust free primers. Bullets, in both solid ball and hollow point 
style are coated with golden Lubaloy metal, being free from grease and 
may be handled or pocketed freely.’ They are loaded with shining 


nickel plated case. Colorful and attractive display cards and other ad- 
vertising material has been prepared for dealers carrying the new 
cartridges. 





Empire Sandwich 
Toaster and 
Waffle Iron 


Metal Ware Corp., Two Rivers, 
Wis., offers this waffle iron with 
temperature gage built into the 
top. A specially designed heating 
unit provides uniform baking and 
browning throughout. Iron is of 
sturdy construction with highly 
polished nickel-plated finish. No. 
S-76 is insulated for dining table 
use. It measures 7¥2 inches and 
weighs 7 Ib. Standard package 
contains 3 irons. The same com- 
pany also produces the Empire 
electric sandwich toaster, S-49, 
for crisping sandwiches. Heating 
unit is said to distribute heat 
uniformly. It measures 11% x 
53%4 x 32 inches. Weight is 3% 
lb. Standard packages contain 6 
toasters. Both appliances oper- 
ate at 550 watts. 





Marvel Food 
Warmer 


The Marvel food warmer 
will serve as a steam table, 
vegetable steamer, plate 
warmer, protection for 
table when hot dishes are 
served and as separator by 
keeping roasts and steaks 
out of the grease which 
falls into the bottom of 
the pan The maker, 
Starex Novelty Co., Inc., 
150 E. 53rd St., New York 
City, states that it is a 
food and time saver. Sug- 
gested retail selling price 
is $1.00 each, dealer cost 
is $6.00 per dozen. It is 
of aluminum, measuring 8 
inches in diameter. The 
warmer is equipped with 
adjustable nickel extension bars to fit over any stew pan and steam 
holes to keep food moist. 





Union U-10 
Handy Cash Box 





Union Chest & Cabinet Corp., Rochester, N. Y., produces the U-10 
Handy Cash Box, made of cold rolled steel, of flush, lap joint con- 
struction with finely nickeled trim contrasting nicely with smooth, dark 
brown finish. It is equipped with lock of high grade and two keys 
Box measures 1034 x 7% x 414 inches. Weight per box is 234 Ib 
There are 12 boxes packed in a shipping carton, each box being indi- 
vidually packed in light cardboard container. Suggested retail selling 
price is $1.25 each 
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DAVID MAYDOLE HAMMER 
CHANGES ITS NAME TO 
DAVID MAYDOLE TOOL 


The David Maydole Tool 
Corp., Norwich, N. Y., has an- 
nounced the acquirement by pur- 
chase of the David Maydole 
Hammer Co., effective as of 
Jan. 1, 1931. H. W. Stone, 
Syracuse, N. Y., who recently 
resigned as president and gen- 
eral manager of the Interna- 
tional Nu-Typ Tool Corp., Os- 
wego, N. Y., has been named 
president and general manager 
of the new company. He was 
formerly president of the United 
State Hoffman Machinery Co. 
and was previously identified in 
executive capacities with the 
American Locomotive Co. and 
the Maryland Steel Co. 

In the announcement of the 
acquirement, dated Dec. 29, 
1930, it was stated that new 
sales policies had been formu- 
lated, and that new items would 
be added to the line as prompt- 
ly as possible. 


KNAPP-MONARCH BUYS 
PLANT IN BELLEVILLE 


The Knapp-Monarch Co., St. 
Louis, Mo., manufacturers of 
electrical household appliances, 
recently purchased from Na- 
tional Carbon Co., New York 
City, the company’s plant at 
Belleville, Ill. It is planned to 
employ between 300 and 400 
persons at the new plant. Since 
the purchase of the plant gen- 
eral offices and experimental 
plants have been moved from 
St. Louis and the production 
factory from Webster City, 
Iowa, to Belleville. 


GENFIRE STEEL CO. 
MERGES WITH TRUSCON 


In the Dec. 4, 1930, issue of 
HarpwareE AcE, on page 49, it 
was stated that Truscon Steel 
Co., Youngstown, Ohio, had 
taken over the Pacific Coast 
operation of the Genfire Steel 
Co., and that the Genfire unit 
would operate as the Pacific 
Coast division of the Truscon 
Steel Co. The interests of the 
Genfire organization have been 





merged with those of the Trus- 
con company, but the Genfire 
unit is now operating as the 
Dealer and Commodity Prod- 
ucts Division of the Truscon 
Steel Co. The division will 
promote sales of Truscon lath 
and window products to dealers 
all over the United States. 


J. C. HUTCHEON RESIGNS 
FROM BUTLER BROTHERS 


John C. Hutcheon, 
hardware and housefurnishings 
buyer for Butler Bros., New 
York City, for over 25 years, 
resigned Jan. 1. During that 
time he has seen the corpora- 
tion- grow from a small whole- 
sale hardware distributing house 
to its present size, as one of the 
largest in the country. Mr. 
Hutcheon has bought merchan- 
dise in every part of United 
States and is well known to 
most of the heads of metal 
goods factories in the country. 


senior 


J. C. HUTCHEON 


He has made many buying trips 
to all parts of Europe, where he 
is well known as one of the 
largest buyers in his lines. 


Mr. Hutcheon, who is 52 
years old, has always been a 
hard worker. He has a host of 
friends among manufacturers 
and sales representatives be- 
cause of his fine manner of 
treating all who had merchan- 
dise to sell. His buying opera- 
tions and contracts amounted to 
many millions of dollars each 
year. His city home at 8908 
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113th St. Richmond Hill, N. 
Y., and country cottage at In- 
dian Lake,» N. J., are always 
open to his friends and are the 
scenes of many reunions and 
good times. He is a member of 
St. Thomas Church, Brooklyn, 
N. Y., which he attends with his 
family and of several clubs. 

Many of his friends predict 
that he will be back in harness 
before long. He had been with 
Butler Bros. more than 35 
years. 


GOTT IS U. S. CHAMBER 
TRADE ASS’N MANAGER 


Philip G. Gott has been made 
manager of the Trade Associa- 


tion Department of the Cham- 


ber of Commerce of the United 


States, succeeding Hugh P. 
Baker, who resigned to become 
dean of the New York State 
College of Forestry. 


SEARS IS_ VICE-PRES. 
WEBER ELECTRIC CO. 


Effective Jan. 1, the Weber 
Electric Co., Schenectady, 'N. 
Y., consolidated its manufac- 
turing and selling activities. 
For the past thirty years Henry 
D. Sears, has had charge of 
sales as general sales agent. 
He is now vice-president of the 
company, in charge of sales. 
Frank V. Burton continues as 
sales manager. Both men will 
be located at the general offices 
at Schenectady. 


District sales offices, operat- 
ing in the name of Weber Elec- 
tric Co., will be continued in 
New York City, Boston, Mass., 
Philadelphia, Pa., Cleveland 
Ohio, Chicago, Iil., Dallas, 
Tex., Los Angeles, Cal., and 
Seattle, Wash., under the same 
personnel as at present. 


CLEGG & TAYLOR HDW. 
WANT NEW CATALOGS 


Clegg & Taylor Hardware, 
Milford Center, Ohio, would 
like to have catalogs of manu- 
facturers and jobbers. 





LAY CORNERSTONE FOR 
SIMONDS WINDOWLESS 
‘PLANT IN FITCHBURG 


More than 500 people, includ- 
ing municipal officials and in- 
dustrial officers, attended the 
cornerstone laying of the mod- 
ern plant of the Simonds Saw 
& Steel Co. at Fitchburg, Mass., 
on Dec. 20. The windowless 
factory was mentioned in the 
Aug. 21, 1930, issue of Harp- 
wArE AGE on page 45, and de- 
scribed in detail in the Oct. 
30, 1930, issue on page 188. On 
the day of the ceremonies, 
Thomas F. Howarth,  vice- 
president, who observed his 50th 
anniversary as an employee and 
officer of the company, offici- 
ated at the ceremony. Follow- 
ing introductory remarks by 
Hon. J. H. Carriere, mayor .of 
Fitchburg, Mr. Howarth gave 
a brief history of the company, 
which was founded 99 years 
ago by_Abel Simonds. 

Mr. Howarth told how the 
city and company had grown 
together as a result of the ini- 
tiative and ability of Daniel 
Simonds and his three sons who 
succeeded him. Alvan T. Sim- 
onds, president, responded, 
stressing the investigations and 
work put in by officials of the 
firm in determining the type of 
plant to be erected. Gifford K. 
Simonds spoke upon the ad- 
vantages of the new plant and 
of his confidence in its success- 
ful development. Coins and 
records were sealed in a cop- 
per box within the cornerstone. 


NUTMEGGERS NOMINATE 
OFFICERS FOR 1931 


At the Dec. 10, 1930 meeting 
of The Nutmeggers held at the 
City Club, Hartford, Conn., 
officers for 1931 were nom- 
inated. Nominations were as 
follows: Karl M. Martin, pres- 
ident; Harold F. Sullivan, 1st 
vice-president; E. G. Swift, 2d 
vice-president, and F. C. Sulli- 
van, secretary-treasurer. A 
Christmas party was held at the 
time of the December meeting. 

The next meeting will be held 
Jan. 14 at the City Club, Hart- 
ford, Conn. 
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" WILLIAM S. McKINNEY 
FATALLY INJURED IN 
AUTOMOBILE ACCIDENT 


On Dec. 20, while driving to 
his office at Verona, Pa., Wil- 
liam Sherman McKinney, 41, 
was fatally injured in an au- 
tomobile accident. He died en- 
route to the Pittsburgh Hos- 
pital. 

For many years Mr. McKin- 
ney was identified as vice-presi- 
dent in charge of production of 
the McKinney Manufacturing 
Co., and at the time of his 
death was a director in that 
company. He was also head of 
the Walters Manufacturing Co. 
of Verona, Pa, 

During the World War he 
served as a captain in the 
Chemical Warfare Service. 

He was a member of the 
Pittsburgh Golf and Fox Chapel 
Country Clubs, the Pittsburgh 
Athletic Association, Syria 
Temple and Shadyside Presby- 
terian Church. 

Mr. McKinney is survived by 
his widow, Mrs. Helen Metcalf 
McKinney, two children, three 
sisters and a brother, Grant 
McKinney, of Pittsburgh. 





RAILROAD WILL HIRE 
1000 ON FULL TIME 


According to the Dec. 27 is- 
sue af the New York American, 
a report from San Francisco, 
Cal., dated Dec. 26, states that 
J. H. Dyer, Southern Pacific 
Railroad Co., vice-president in 
charge of railroads, announced 
that approximately 7500 men, 
now working on part-time basis 
will be put back on a full time 
schedule beginning Jan. 5. 
Maintenance of a way depart- 
ment will add 1000 men to the 
company’s force. “With rail- 
roads regarded as a barometer 
of business,” Dyer’s announce- 
ment said, “the full-time order 
would apply in California, Ore- 
gon, Utah, Nevada, Arizona 
and Texas.” 


ATKINS OPENS BRANCH 
KLAMATH FALLS, ORE. 


E. C. Atkins & Co., Indianap- 
olis, Ind., saw and tool manu- 
facturers, opened a branch at 
Klamath Falls, Ore. on Jan. 
1. The new branch is located 
at 330 S. 7th St., directly oppo- 
site the new U. S. post office. 
The company, which is one of 
the largest saw manufacturers 
in the world was established in 
Indianapolis in 1857 and has 
grown until about 2000 people 








are now employed in all depart- 
ments. Other branch — houses 
and service shops are located in 
New. York City, Atlanta, Ga., 
New Orleans, La., Memphis, 
Tenn., Chicago, Ill, San Fran- 
cisco, Calif., Portland, Ore., 
Seattle, Wash., and Vancouver, 
B. C. The company also has a 
factory at Hamilton, Ont., and 
sales offices in Paris, France, 
Sydney, Australia, and other 
points. 

The new branch will be man- 
aged by A. W. Shaw, manager, 
San Francisco branch, was se- 
lected because of its being the 
center of a great lumbering ter- 
ritory. J. E. Hibbert, who has 
been traveling in the district, 
visiting mills and industrial 
plants and Dave Sloan, who has 
called on lumber camps for sev- 
eral years past, will continue to 
represent the company as pre- 
viously, 

Officials of the company are 
H. C. Atkins, president; N. A. 
Gladding, vice-president and 
general sales manager; W. A. 
Atkins, vice-president and works 
superintendent: E. C. Atkins, 
vice-president and production 
manager; K. W. Atkins, vice- 
president and assistant manager 
in charge of the mill saw divi- 
sion; F. C. Gardner, secretary 
and treasurer; G. W. Dunning- 
ton, assistant sales manager in 
charge of hardware division, 
and E. S. Norvell, in charge of 
industrial division. 





GAS PRODUCTS ASSN. 
MEETS, JAN 27-28 


The annual mid-winter meet- 
ing of the Gas Products Ass’n, 
Chicago, Ill., will be held at 


the Sherman Hotel in that city 
Jan. 27 and 28. Possibilities of 
increasing sales of oxygen, 
acetylene, hydrogen, gas weld- 
ing and cutting apparatus and 
supplies, during the coming year 
is the general topic of the meet- 
ing. A particularly interesting 
feature of the program will be 
a series of actual demonstrations 
of correct sales “presentations 
of these products to the cus- 
tomer. The purpose of this fea- 
ture is to stimulate a more care- 
ful study of the requirements 
of the customer and an intelli- 
gent presentation of gas weld- 
ing and cutting processes to the 
buyers. 

In the following sessions of 
the meeting, special promotion 
methods for the industry will 
be discussed and merchandising 
talks will be given by several 
nationally known authorities. 
Officers of the organization are: 
President, Ellsworth L. Mills, 
sales manager, The Bastian- 
Blessing Co., Chicago, Ill.; 1st 
vice-president, A. J. Fausek, 
manager, Modern Engineering 
Co., St. Louis, Mo.; 2d vice- 
president, W. H. Ballance, pres- 
ident, Electrox Co., Peoria, 
Ill.; secretary, Katherine Nims, 
and treasurer, A. C. Krein. 





Los Angeles and San Francisco Pot & 


Kettle Clubs Elect New Officers 


The Los Angeles, Cal., and 
San Francisco, Cal., branches of 
the Pot & Kettle Clubs elected 
officers for 1931 at recent meet- 
ings. Frank R. Harford, R. L. 
Craig & Co., is president of the 
Los Angeles club. In 1929 and 
1930 Mr. Harford served the 
club as second and first vice- 
president, respectively. Other 
officials of the Los Angeles club 
are: A. G. Fischer, J. W. Rob- 
inson Co., first vice-president ; 
B. J. Badham, Jr., Hottman 
Hardware Co., second vice- 
president; L. L. Neblett, Los 
Angeles Ladder Co., treasurer ; 
G. P. Wilcox, Sprake Sales 
Co., recording secretary, and 
Joseph V. Guilfoyle, Southern 
California Retail Hardware As- 
sociation, correspondence secre- 
tary. 

New officers of the San Fran- 
cisco club are: president, A. R. 
Farless; first vice-president, E. 
B. Happoldt, Ox Fibre Brush 
Co.; second vice-president, Fred 
Wigmore, Hughson & Merton, 
Inc.; treasurer, G. C. Gillan, 
Gillan Sales Co., and secretary, 





J. P. Lord, Hardware World. 
Additions to the Los Angeles 
board of directors are: retiring 
president, W. S. McCune; re- 
tiring treasurer, H. M. Chap- 
man and Scott Miller. New 
members of the San Francisco 
board are: retiring president, 
Sidney Zobel; Roland Grubb, 
Pacific Sales Co., and Howard 
Sargeant, Fred B. Bower Co. 

The Portland club held its 
first stag dinner early in De- 
cember at the Multnomah Ho- 
tel, under the direction of 
George Vinton, Holt Berni and 
Al Jasmann. Twenty-three 
members attended the party. 
On Dec. 18 the Sani Francisco 
club held an _ old-fashioned 
Christmas party, at which time 
gifts were exchanged. The 
Seattle club’s party was held 
Dec. 23. Singing and feasting 
were features of both parties, 
as well as very fine entertain- 
ment. The San Francisco club 
party was directed by M. E. 
Wyckoff, M. Jacobs, George C. 
Foster, Howard Sargeant and 
Charles G. Putnam. 





LIBBEY DIRECTS SALES 
FOR MASTER LOCK CO. 
George F. Libbey, whose ap- 

pointment as director of sales of 

the Master Lock Co., Milwau- 
kee, Wis., was announced in 

Harpware AGE in the Dec. 18, 

1930 issue, on page 48, was as- 





GEO. F. LIBBEY 


sistant manager of sales for 
more than six years. His ap- 
pointment was made, according 
to the officers of the company, 
because of his effectiveness in 
developing unusual and success- 
ful sales ideas and campaigns. 

Mr. Libbey has always di- 
rected the house organ of the 
company “The Master Pad- 
lock.” 


DARUSMONT ASSOCIATES 
MOVE TO NEW QUARTERS 


Darusmont & Associates, Cin- 
cinnati, Ohio, sales representa- 
tives in the middle west, have 
moved their offices from 49 Cen- 
tral Ave., in that city to 35 E. 
7th St. The new offices, which 
are in a prominent center in the 
city, will have a sample dis- 
play room for local and out-of- 
town customers. 


LOGAN-GREGG ISSUES 
CATALOG AND HISTORY 


In commemoration of _ its 
100th anniversary, to be ob- 
served during 1931, the Logan- 
Gregg Hardware Co., 129 Ninth 
St., Pittsburgh, Pa., will issue 
a very unusual catalog. Con- 
taining a total of more than 
650 pages illustrating and ex- 
plaining the varied lines of 
merchandise distributed, this 
book will also contain in its 
front section a special history 
of the firm’s origin and prog- 
ress. 
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AMERICAN CHAIN CO. 
MOVES BOSTON OFFICES 


On Jan. 5 the American Chain 
Co., Inc., Bridgeport, Conn., 
moved its Boston, Mass., offices 
to Room 1214, Statler Bldg. 
The offices were formerly lo- 
cated at 132 High St. 





CANADIAN SAW MAKERS 
MERGE INTERESTS 


A report from Galt, Ont., on 
Jan. 2 states that Shurly Diet- 
rich Co., Ltd., one of the oldest 
manufacturers of saws in Can- 
ada, has been merged with the 
Canadian interests of E. C. At- 
kins & Co., Hamilton, Ont. The 
main plant of the latter concern 
eventually will be moved from 
Hamilton to Galt. 





ORSCHEL, FIELD SALES 
MGR., AEROIL BURNER CO. 


Aeroil Burner Co., Inc., West 
New York, N. J., manufactur- 
ers of industrial oil burning 
equipment, have announced the 
appointment of Herbert M. Or- 
schel as field sales manager. 
Mr. Orschel has had many years 
of experience in his field. He 
will travel extensively through- 
out the United States and Can- 
ada to increase the general scope 
of the company’s activities. 


DEPPE MANAGES SALES 
FOR READING IRON CO. 


Reading Iron Co., Reading, 
Pa., announced on Jan. 1 the 
appointment of F. W. Deppe, 
formerly district sales represen- 
tative at St. Louis, Mo., as gen- 
eral manager of sales. His of- 
fices are at 230 Park Ave., New 
York City. 





QUINN AND WILSON ARE 
G. E. VICE-PRESIDENTS 


T. K. Quinn, Cleveland, Ohio, 
and Charles E. Wilson, Bridge- 
port, Conn., have been elected 
vice-presidents of the General 
Electric Co., Schenectday, N. Y. 
H. H. Barnes, Jr.. New York 
City has been made a commer- 
cial vice-president in charge of 
the New York district, and J. 
L. Buchanan, Bridgeport, Conn., 
has been named president of 
the General Electric Supply 
Corp., according to an an- 
nouncement made by Gerard 
Swope, president of the Gen- 
eral Electric Co. At the same 
time the retirement of Vice- 
president Charles E. Patterson, 
in charge of the merchandise 
department, and of Cummings 
C. Chesney, who has been one 
of the two vice-presidents in 
charge of manufacturing, were 
announced. 

P. B. Zimmerman, Cleveland, 
Ohio, sales manager, refrigera- 
tion department, succeeds Mr. 





Quinn as manager. J. W. Kew- 
ley, Cleveland, Ohio, acting 
manager of the incandescent 
lamp department, has been 
named manager of the depart- 
ment. T. W. Frech, who was 
given a year’s leave of absence 
as manager of the lamp depart- 
ment to head the RCA Radio- 
tron Co., Harrison, N. J., has 


.| been given an additional leave 


of one year. 

Mr. Quinn, who managed the 
refrigeration department since 
its formation in 1927, will 
henceforth have headquarters at 
120 Broadway, New York. He 
retains general charge of the 
department and is also chair- 
man of the newly constituted 
G. E. Appliance Sales Commit- 
tee. Other members are: Mr. 
Kewley, Mr. Zimmerman, C. E. 
Wilson and G. A. Hughes, Edi- 
son General Electric Appliance 
Co. 


3lst AUTO SHOW IN 
NEW YORK, JAN. 3-10 


The 31st National Automo- 
bile Show opened at the Grand 
Central Palace, New York City, 
on Jan. 3, at 2 p.m. From Jan. 
5 to the end of the show the 
exhibition hours are from 10 
a. m. to 10:30 p. m. Passenger 
cars are displayed on the first 
and second floors, commercial 
vehicles on the third floor and 
accessories, shop equipment and 
taxicabs on the fourth — floor. 
Shop equipment section is open 
to the public Ziter 5 p. m. 


NORVELL WILL ADDRESS 
N. Y. DINNER, JAN. 29 


As we go to press, word is 
received that Saunders Norvell 
will be the speaker at the an- 
nual Metropolitan Hardware 
Banquet, to be held at the Ho- 
tel Commodore, New York 
City, on Thursday, Jan. 29. Mr. 
Norvell, president, Remington 
Arms Co., Inc., New York City, 
and well-known as a regular 
contributor to HARpwArRE AGE, 
will speak on the topic, “Busi- 
ness Depression, Its Cause and 
Its Cure.” The banquet com- 
mittee, in charge of H. A. Cor- 
nell, chairman, 30 Montgomery 
Pl., Brooklyn, N. Y., is con- 
fident that with such a promi- 
nent speaker attendance will 
surprise even the most optimis- 
tic. Tickets are only five dol- 
lars this year, although the usual 
fine dinner, followed by high 
class cabaret entertainment, is 
planned. The show will be 
under the direction of George 
Kohlmeier, himself a hardware 
merchant as well as a show- 
man. 





OBITUARY 





WALTER NICHOLS 


Walter E. Nichols, formerly 
associated with the American 
Tap & Die Corp., Greenfield, 
Mass., died at his home in that 
city, Dec. 24, 1930, following a 
short illness. At the age of ten 
he started to learn the cutlery 
trade. In 1880 he became a 
member of the firm of E. S. 
Hurlburt Go.,  Bernardston, 
Mass., remaining there until 
1892, when he returned to 
Greenfield with his brother, the 
late J. Henry Nichols, and pur- 
chased the Greenfield Tool Co. 
He organized with his brother, 
the firm of Nichols Bros., man- 
ufacturing butchers’ cutlery. In 
1902 they developed another 
plant for the manufacture of 
threading tools and in 1905 com- 
bined the two concerns under 
the firm name of American Tap 
& Die Corp., which continued 
until 1920, when he retired from 
business. 


W. F. BAKER 


Walter F. Baker, 41, presi- 
dent, Charles F. Baker & Co., 
Boston, Mass., nail manutac- 
turers, died suddenly Dec. 26, 
1930. Mr. Baker, who was a 
native of Franklin, Mass., was 
for many years a_ successful 
wool merchant in Boston. He 
became president of the nail 
company in 1911. 


ROSWELL W. SMITH 


Roswell W. Smith, president, 
Albert Smith & Sons, Inc., Irv- 





ington, N. J., steel manufac- 
turers, died at his home in 
Maplewood, N. J. His father, 
founder of the steel firm, was 
at one time mayor of Vails- 
burgh, N. J., before it became 
part of Newark, N. J. Mrs. 
Carrie Smith and a son sur- 


vive. 
EE 


. WILLIAM J. HERMANN 


William J. Hermann, secre- 
tary and director, Dudley Hard- 
ware Co., Providence, R. I., 
died in that city at the home of 
his parents. Mr. Hermann, 
who was 49 years old, had been 
in the hardware business in that 
city for more than 30 years, 
having started in the Union 
Hardware & Supply Co. in 
1900. In 1911, he and Charles 
E. Dudley organized the Dud- 
ley Hardware Co. His parents, 
four sisters and two brothers 
survive. 


EDWARD JOY 


Edward Joy, 84, president and 
treasurer, Edward Joy Co., 
Syracuse, N. Y., plumbing and 
electrical supply houses, died in 
that city Dec. 29, after an ill- 
ness of six weeks. He was a 
native of Ireland. 


R. W. DONIGAN 


Richard Warner Donigan, 76, 
who was one of the founders of 
the Todd-Donigan Iron Co., 
Louisville, Ky., forty-nine years 
ago, died in that city Dec. 29, 
after a long illness. 








MITCHELL ANNOUNCES 
REDUCTIONS IN PRICES 


The Mitchell Safety Razor 
Blade Co. of America, 10 W. 
37th St., New York City, rep- 
resentatives of R. S. Mitchell, 
Ltd., Sheffield, England, pio- 
neer razor blade manufacturers, 
has announced that from Jan. 1 
the new style Mitchell blades 
would be offered to dealers to 
sell for the suggested retail 
price of $1.00 for a package of 
ten. Dealers’ cost will be $7.00 
per carton. The reduction in 
price is due to the enormous in- 
crease in the sales of the blade 
and the company’s plan of uni- 
versal distribution. According 
to the announcement, the qual- 
ity of the blades will remain the 
same, as the blades will con- 
tinue to be made in England. 
Extensive plans are being made 
for sales campaigns as well as 
advertising in consumer and 
trade publications, as well as 
by mail. 





TRADE COMMISSION NEAR 
COMPLETION ON CHAIN 
STORE CAMPAIGN 
(From Our Washington 
Bureau) 


The Federal Trade Commis- 
sion has practically completed 
with successful results a follow- 
up campaign in connection with 
its chain store inquiry to pro- 
cure from wholesalers, chain 
stores, independent retailers 
and cooperative chains a larger 
number of schedules and addi- 
tional data on defective returns. 
The editing and tabulation of 
these schedules has begun and 
will furnish a great deal of in- 
formation for the comparative 
study of advantages and disad- 
vantages of the chain store, the 
wholesale-retailer and the co- 
operative chain systems of dis- 
tribution in accordance with the 
Senate resolution directing the 
inquiry. 

The Commission has not in- 
dicated when it will complete 
the inquiry. 


Rw 
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WELCOME to the CENTURY CLUB— 


NE HUNDRED years is a long, long time, but as I have 
remarked before, time stands still—we pass. In 1816 
Eliphalet Remington established the Remington Arms 
Company in his father’s blacksmith shop at Ilion, New York, 
by making with his own hands the first Remington rifle. 
Therefore, it is especially proper and fitting that we should 
welcome into the ranks of houses that have reached their 
centennial the Logan-Gregg Hardware Company of Pitts- 
burgh, Pa. 


I have a habit here in our organization of facetiously 
referring to “old lady Remington.” This imaginary “old 
lady” is just the mother of us all. The reason I happened 
to think of “old lady Remington” is because I have read 
somewhere that one mother could raise and take care of 
seven sons, but seven sons could not take care of one 
mother. Back of this jocular remark is profound philosophy. 
Regardless of bad years, droughts and floods, war and 
death, when a business continues to survive, it is simply and 
only because of the quality and the timber of the men that 
make up that business. The Logan-Gregg Hardware Com- 
pany has had a long and honorable career. Elsewhere in 
this issue their history will be ‘outlined at length. Therefore 
what I have to say in this limited space is only a greeting. 


I note on their letterhead the much used, and much abused 
word “service.”” To serve is of course a fundamental in 
every business that wishes to lay a firm and lasting founda- 
tion. But with a smile and a twinkle of the eye I must add 
that for a business to continue to exist one hundred years 
they must have the art of collecting pay in the form of 
profits for the service they render. Some of us serve. We 
don’t collect, and therefore we cease to exist. 


In studying the history of this good, old house, we reflect 
upon the sons who through the passing years have taken 
care of the mother business. It is an interesting coincidence 
that Mr. Robert M. Repp, President of the Logan-Gregg 
Hardware Company finishes fifty years of continuous em- 
ployment with the company at the same time that the old 
company reaches the century mark. To him as the execu- 
tive of the company, and through him to all the members 
of the organization, we extend our best wishes for another 
hundred years of honorable service on the part of this great 
house. 


Just one man has been connected with the business longer 
than Mr. Repp, and he is Mr. Jacob Lang, head of the 
traveling force, who started in the business in 1875. Mr. 
Repp started with Logan-Gregg Hardware Company as a bill 
clerk in 1881. In those days the goods were laid out on 
the floor. Good back-breaking work to lay out those bills. 
I know! I have done that kind of work! Then the stock 
clerk called off the goods from the floor to the bill clerk. 


The bill clerk checked each item, and wrote out the invoices 
on the spot by hand. How well I remember in my own 
days, this bill clerk with his little traveling desk, usually 
constructed out of a soapbox. Business was done in six 
months of the year, April Ist to July Ist and from October 
Ist to Christmas. During the busy months everybody 
worked day and night to get out the orders promptly. The 
way business was done in those days would give an efficiency 
expert today a stroke of paralysis. Employees were worked 
to death or they had nothing at all to do. 


In those early days there were three partners, Mr. Edward 
Gregg, Mr. George B. Logan and Mr. Thomas A. Parke, 
with ten employees, including three salesmen. The partners 
were men of sterling worth and their example and counsel 
did much to form the character of the men under them. 
In their traveling force today there are six or eight salesmen 
who have been traveling for the company for from 25 to 35 
years, and these veterans are still the backbone of the 
traveling force. 


I wish I had space to write in detail about more of these 
sons of the “old lady.”” There is Earl C. Mann, who started 
as Assistant to Mr. Repp and who is now in charge of the 
buying and salesmen, also Mr. Cyrus Lewis, who is now Vice 
President and Treasurer, and who started with the business 
in 1899. He has been credit manager and in charge of the 
finances of the company for many years, and he understands 
fully that a good credit man can also be a_ first-class 
salesman. : 


In the long history of the Logan-Gregg Hardware Com- 
pany there have been bright days full of sunshine and there 
also have been rainy days. One of these “rainy days” 
happened to be a Wednesday night in 1914 when they were 
completely burned out. But early Thursday morning all 
the sons of this business family were on the job finding 
temporary quarters, buying goods and continuing to serve 
their customers. 


Allow us, therefore, gentlemen, to wish you a happy 
New Year and many happy New Years to come. You have 
not only been good customers and good distributors of ours, 
but what is more—you have been good friends. 


REMINGTON ARMS COMPANY, Inc. 


RI Layne, 


PRESIDENT. 





© 1931 R. A. Co. 
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GENERAL MARKET 
NEWS orf tHE WEEK 


Bank Clearings Show Loss 
for Week Ended Dec. 25 


Bank clearings in the United States 
of the week ended Dec. 25, a holiday 
week, as reported to Bradstreet’s 
Journal, aggregated $7,745,595,000, as 
against $10,500,878,000 last week, a 
full week, and $10,360,542,000 in this 
week last year, which was also a holi- 
day week. There is here shown a de- 
crease of 26.2 per cent from last week 
and of 25.2 per cent from the like 
week of 1929. Canadian clearings 
aggregated $214,908,000, against 
$287,992,000 last week and $306,567,- 
000 last year. 


Business Failures Decreased 
in Week Ended Dec. 27 


A:sharp decrease in the daily rate 
of ‘commercial failures was reported 
for the week ended Dec. 27 by the 
business reviews. 

Due to the Christmas holiday, no 
aceurate comparison of the totals can 
be made, both compilations indicating 
large declines. 
ported a total of 456 failures for the 
week, a daily average of 91, compar- 
ing with 604, or 101 daily a week ago, 
while Bradstreet’s figures showed 451 
defaults, an average of 90 daily, 
against 614, or 102 a day, the preced- 
ing week. Both reports were increases 
over the same week of 1929, when 
Dun’s showed 396 and Bradstreet’s 
322. 

Canadian failures were 53, against 
66 a year ago. 

The continual shifting in the alloca- 
tion of the failures showed that com- 
paratively more of them had occurred 
in the small businesses using up to 
$5,000 of capital, the percentage of the 
total rising from 67.9 to 69.8 during 
the week. 

The largest declines in the rate of 
failures fell in the East and Pacific 
Coast areas, while the Western sec- 
tion of the country showed an in- 
‘@ease’ in the face of comparative de- 
clines in other sections. 


R. G. Dun & Co. re- 


Current Demand 


Is Moderate 


New York, Jan. 7.—Current ac- 
tivity in the hardware trade is 
moderate in character, as is usual 
following inventory and during the 
post-holiday season, according to 
reports received from the principal 
market centers. 

The bulk of the merchandise em- 
braced by current orders consists of 
staple and seasonal goods, which 
are enjoying a fair demand. Colder 
weather, accompanied by snow, in 
some sections has served to create a 
better demand for Winter items. 
Shelf hardware and housewares are 
active, although few orders for large 
quantities in anticipation of future 
requirements are being received by 
wholesalers. Increased interest is 
manifest in Spring lines and orders 
for goods in this class are being 
booked in fair volume. 

The consensus of opinion in the 
trade seems to be that the worst is 
past and that improvement can be 
expected in the not too distant fu- 
ture. While many manufacturers 
have issued new price lists for 1931, 
most revisions which are effective 
are of a minor character. The 
majority of the changes are in the 
nature of small readjustments. 

Collections are slow in some sec- 
tions, but the average, in view of 
general conditions is considered 
satisfactory. 





Leading Rope Manufacturers 
Reaffirm Prices for 
First Quarter 

Leading manufacturers of cordage 
have issued new price lists, reaffirm- 
ing prevailing quotations on manila 


and sisal rope for the January, Febru- 
ery, March, 1931, period. 


Shells and Ammunition 
Reduced 10 Per Cent 


Manufacturers of shells and ammu- 
nition announce a reduction of 10 per 
cent on these products, effective at 
once. Notice of this decline was re- 
ceived at press time. 


Week’s Price Average Was 
79 Per Cent, Says Fisher 


Prof. Irving Fisher has announced 
that wholesale commodity prices for 
the week ended Dec. 27, and based on 
Dun’s quotations, averaged 79 per 
cent. The November average was 
81.4 per cent. The purchasing power 
of the dollar on the 1926 basis of 
100c. was 126.6c. The November av- 
erage was 122.8c. 

Crump’s index of English prices for 
the week on the revised 1926 level 
was 69.4. The November average 
was 72.3. 

The Italian index on the revised 
1926 basis for the week ended Dec. 20 
was 56.3.. The October average was 
59.1. 


Public Construction Program of 
800 Million to Begin Shortly 


Public and semi-public construction 
projects, aggregating more than 
$800,000,000, are in such shape that 
they can be started within the next 
few months, according to a statement 
recently made by Col. Arthur Woods, 
chairman of the President’s Emer- 
gency Committee for Unemployment, 
following receipt of a report from 
Franklin T. Miller, in charge of the 
committee’s public work section. 

All of this work, Mr. Miller’s report 
stated, has advanced beyond the stage 
of procuring funds, authorization, se- 
lection of sites, litigation and the other 
preliminary steps. The estimate, it 
was made known, is based on personal 
letters and information on specific 
projects, including State, municipal 
and county buildings, schools and 
highways, “amounting to more than 
$2,000,000,000. 
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THE FULLEST VALUE 
IN EVERY STYLE OF HARDWARE 


THOSE familiar with building know that good hardware is always 
a sound investment — whether installed in a development of 
modest homes or in a city’s largest skyscraper. Especially at the 
present time with hardware costs off with building costs, many 
builders have discovered the wisdom of selecting the finest Sargent 
Hardware for every operation. They know they take no chances 
with Sargent. This fine hardware of solid brass or bronze adds to 
the value of any building. 

Many building operations are planned for this year — gov- 
ernment buildings, schools, residences. As a dealer in Sargent 
Hardware you have at your disposal the complete equipment for 
every one of them — designs that are appropriate and artistic and 
a quality of hardware that is unexcelled. It will pay you to keep 
yourself informed about all plans for building in your community. 
Sargent & Company, New Haven, Conn.; New York; Chicago. 





ol 











Colonial knocker, door-handle and rim- 

lock, Jike all fine Sargent Hardware, 

combine authenticity of design with the 

most modern workmanship and finest 
materials. 


A well-built home of painted brick and 

frame, hardware equipped by Sargent; 

Pope & Manning, architects, Wilming- 

ton, Del. All builders of residences of 

this class are good prospects for sales 

of Sargent Hardware in designs as 
shown on this page. 





On their 100th anniversary of con- 





tinuous business, we wish to ex- 
tend our congratulations to the 
Logan-Gregg Hardware Company 
of Pittsburgh—a valued customer 
for many years, 
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‘More Than 8,500,000 Hunting and Fishing Licenses 


Were Issued in the United States During 1929 


More than 8,500,000 hunting and fishing lincenses were issued in the United 
States in the year 1929, with an additional 270,000 in the Dominion of Canada, 
according to a recent survey conducted by the Research Department of Trends 


and Indications. 


The following table shows the results of the reports obtained from the 48 
States in this country and the various provinces in the Dominion of Canada, 


covering, wherever available, figures for the last three years. 


It should be 


noted that in many of the provinces of Canada, residents are not required to 
obtain licenses, thus the figures indicate only non-residents. 








——Hunting “Wled « rohng——— 
States 1927 1928 1929 1927 1928 1929 
Alabama .. 56,476 88,025 82,411 309 330 440 
Avisoea ....... EP a 27,417 , ots <“o 6,985 
Arkansas .... oo 86,500 97,200 ye 20,800 25,600 
California .... 257,735 228,696 241,447 262,886 216736 229,374 
Colorado . 111,814 116,485 120,363 
Connecticut .... *69,772 69,955 71,876 
Delaware ..... *5,591 5,184 4,065 
PEMERER ocsecux 51,324 42,911 51,874 25,570 24,193 18,456 
Georgia ee oe 86,366 98,236 
See *78,580 84,825 oe 
eee 286,908 303,567 300,413 831,641 423,635 365,147 
EOMEROR 00002 *294.471 347,700 332,313 
eer *164,647 173,116 182,000 
Keneas ....... 100,000 100,000 100,000 100,000 100,000 100,000 
Kentucky ..... *109,540 141,459 ss 
Louisiana ..... *100, 100,000 100,000 
ere 40,316 36,345 38,256 56,677 54,615 52,405 
Maryland ..... *64,986 70,866 68,566 
Massachusetts . 111,367 110,496 121,476 
Michigan ..... 304,066 317,622 340,800 60,666 59,480 64,795 
Minnesota ..... asa oo» eae acs rem 
Mississippi .. *75,000 75,000 75,000 
Missouri ...... *259,424 280,580 308,689 
Montana ...... *70,705 80,709 88,471 
Nebraska ..... *175,000 175,000 175,000 
Nevada ....... gs 7,750 8,448 7,593 6,748 
New Hampshire *79,500 79,500 79,500 
New Jersey . *187,577 193,083 200,052 
New Mexico ...  *27,597 28,611 31,846 
New York .... *598,044 593,335 602,528 
North Carolina. 135,000 135,000 135,000 20,000 20,000 20,000 
North Dakota.. pine Ge 35,871 ret! os 8,429 
a ae ey 281,349 480,565 432,048 87,327 89,317 94,873 
Oklahoma ..... 175,000 175,000 175,000 85,000 85,000 85,000 
ere *1138,349 118,315 121,743 
Pennsylvania .. 505,501 438,917 609,926 293,397 255,275 263,633 
Rhode Island... 13,487 10,585 9,725 15,666 11,358 13,438 
South Carolina. 112,162 90,776 101,117 595 564 1,084 
South Dakota . ‘*99,897 111,051 105,135 
Tennessee ..... wes baie 54,800 i 5 ac 2,500 
DEAR o0.3.5.05'5- 105,291 114,850 113,525 35,000 35,000 35,000 
i ee ee. woe 55,911 63,371 
Vermont ...... *73,590 77,016 75,350 
Virginia ...... *119,653 144,215 160,000 
Washington ... *207,200 215,930 223,804 
West Virginia.. *163,950 145,929 138,103 
Wisconsin ..... 174,940 206,380 163,195 74,810 77,620 81,400 
Wyoming ..... *51,825 54,098 57,616 
Total U. S. .. 6,013,637 6,547,719 6,764,720 1,449,544 1,481,516 1,867,564 
*One License Covers Both Hunting and Fishing. 
———Huntin: r Fishing . 
Canadian Provinces 1927 1928 1929 1927 1928 1929 
REO | catch secases 16,857 22,869 26,626 7,797 8,250 11,184 
British Columbia ..... 30,828 29,316 32,449 19,217 19,6638 238,219 
EB SEE 12,866 14,5382 18,951 5,852 6,324 8,332 
New Brunswick ...... 12,916 15,231 18,800 11,029 12,096 11,966 
N. W. Terr. & Yukon. 484 515 551 84 26 
Nova TOUR nce sesscss 7,569 11,006 8,945 12,257 12,450 12,091 
RR ree 24,670 25,283 29,470 384,897 36,827 42,949 
Prince Edward Island.. wk Bas ae 2,884 2,707 2,516 
7 8,165 6,549 3,679 3,911 4,511 
19,3845 17,404 2,065 2,619 2,983 
145,712 154,745 99,211 104,873 119,779 


Movement of Population to 
Cities Is Shown by Census 
Bureau Figures 


The steady drift of population from 
the country to the cities is shown by 
figures compiled by the United States 
Census Bureau, which place the urban 
population of the United States this 
year at 56.2 per cent of the total, 
while in 1920 is former only 51.4 per 
cent. The 1930 census, taken last 
April, showed 68,955,521 persons liv- 
ing in urban territory and 53,819,525 
persons living in rural territory. 

The percentage of the urban popu- 
lation this year was increased some- 
what by a change in the classification. 
Urban population, heretofore, has in- 
cluded cities and other incorporated 
places having 2500 inhabitants or 
more, but this year the definition has 
been extended to include townships 
and other similar political subdivi- 
sions, not incorporated municipalities, 
with a total population of 10,000 or 
more and a population density of 1000 
or more per square mile. This trans- 
ferred to urban areas some territory 
which heretofore has been classed as 
rural, and has put in the rural column 
certain territories which in the past 
have beeri @lassified as urban. 


Recent Survey Indicates In- 
creased Building in the 
Near Future 


The present decline in building has 
about reached bottom, and during 
the next few months residential 
building probably will take the lead 
in bringing about an upward trend, 
according to a survey made by Nel- 
son, Hunt & Co., specialists in realty 
financing of Chicago. 

Important factors tending toward 
improved conditions in the building 
industry are summarized in the sur- 
vey as follows: 


1. Construction cost reduced, now at 
the lowest level since February, 1923. 

2. Ample funds becoming available 
for soundly conceived projects. 

8. Wages of building craftsmen well 
stabilized. 

4. Building labor plentiful and its 
efficiency high. 

5. Definite trend toward better and 
more permanent building. 

6. Growing development of intelli- 
gent cooperation and application of 
scientific investigation among builders 
—resulting in elimination of ill-con- 
sidered speculative projects. 

7. Definitely established trend of 
population toward urban centers— 
emphasized by 1930 census figures— 
tending to offset temporary conditions 
of overbuilding through natural 
growth. 














HARDWARE AGE for JANUARY 8, 1931 75 





lia. 


iY 


















co 


THEY SELL SHARPENING STONES 


YE-CATCHING, colorful, these new 
display cards certainly go a long 
way in increasing sales of Carborun- 
dum Brand Sharpening Stones. Litho- 
graphed in four colors—bright— 

snappy—graphically illustrated. 

A complete set sent to any dealer. 

No charge. 

Write for yours today. 






a 


BCARBORUNDUM 
SHARPENING STONES 
Complete Ps o>. 





Size 
Sx 21 ours 
EXTRA FINE GRIT 


or 
SUPER-FINE EDGES 


The CARBORUNDUM 
NIAGARA Fats. N.Y. USA. 










A cARBORT! 
SR SHARPENING “ 
Better cilge- 
Quicker 







Tune in on the 
CARBORUNDUM PROGRAM 
SATURDAY NIGHTS AT 9 (E.S.T.) 
Columbia Chain 
and learn how they help the dealer 













4 9 mg 
harpen 
a a RUBBER wee , 
CLOTH CUTTING an se 
mee ARBOR Na. Nx USA: 


Congratulations to the 
Logan Gregg Hardware Company 
on its One Hundredth Anniversary 






THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


REG. U. S. PAT. OFF. 


Canadian Carborundum Co., Ltd., Niagara Falls, Ont. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids, Toronto, Ont. 
The Carborundum Co., Ltd., Manchester, England Deutsche Carborundum Werke, Reisholz bei Dusseldorf, Germany 


(carsorunoum iS THE REGISTERED TRADE MARK OF THE CARBORUNOUM company ) 
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Bank Debits Decline 
10 Per Cent for the 
Week Ended Dec. 24 


Debits to individual accounts, as 
reported to the Federal Reserve Board 
by banks in leading cities for the 
week ended Dec. 24, aggregated $12,- 
107,000,000, or 10 per cent below the 
total reported for the preceding week, 
and 7 per cent below the total re- 
ported for the corresponding week of 
last year. 

Aggregate debits for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to about $11,344,000,000, as compared 
with $12,657,000,000 for the preceding 
week and $12,313,000,000 for the 
week ended Dec. 25 of last year. 


American Manufacturers 
Supply 50 Per Cent of German 
Safety Razor Demand 


In a recent resumé of conditions in 
the German cutlery market, pre- 
pared by the Bureau of Foreign and 
Domestic Commerce, it is estimated 
that about 50 per cent of the Ger- 
man demand for safety razors and 
razor blades is supplied by the Ger- 
man cutlery, and the remainder mostly 
by American manufacturers, either by 
their German plants or by direct im- 
ports from the United States. Im- 
ports of Swedish and English blades 
are said to be negligible. With fur- 
ther reference to the German demand 
for safety razors and blades the re- 
port says: 

“There is a very large demand in 
Germany for safety razors of all 
kinds. The old type of straight razor 
is disappearing in most German 
homes and is at present being used 
only by barber shops and by the older 
generation of Germans, which have 
not become accustomed to the safety 
razor.” 


Credit Conditions Were Little 
Changed During the First Half 


(From Our Washington Bureau) 


Despite prevailing business condi- 
tions during the first half of 1930, 
there was no important change in re- 
tail credit conditions in department 
stores and related lines, according to 
reports obtained by the Department 
of Commerce in its first semi-annual 
retail credit survey, just made avail- 
able. The proportion of total sales 
which were made on a cash basis de- 
creased slightly, while the propor- 
tionate sales on open and installment 
credit made small gains, all of which 
changes were seemingly in line with 
the general trend for some years past. 
The establishments covered in the re- 
port are department stores, women’s 
specialty, men’s clothing and shoe 
stores. The report is of general in- 
terest to retail dealers, however, since 


the experience of these stores is said 
to be largely similar to that of dealers 
in other trades. 

Bad debt losses on credit accounts 
were higher than those revealed by a 
similar survey in 1927, but averaged 
less than 0.6 per cent of open credit 
sales for these four types of stores. 


Freight Loading Decline 
in Week Ended Dec. 20 


Loadings of revenue freight for the 
week ended on Dec. 20 totaled 713,810 
cars, according to the car service di- 
vision of the American Railway As- 
sociation. 

This was a reduction of 30,633 un- 
der the preceding week this year and 
a decrease of 128,965 cars below the 
same week last year. It also was a 
reduction of 186,810 cars below the 
corresponding week in 1928. 


Wire Manufacture in 1929 
Increased 27 Per Cent 


Basing their figures upon the Cen- 
sus of Manufacture taken in 1930, the 
Bureau of the Census has announced 
that the total value of wire products 
made in 1929 for sale by manufac- 
turers in the United States amounted 
to $884,460,174, an increase of 26.8 
per cent as compared with $697,684,- 
133 reported for 1927. Of the 1929 
total, $284,714,883 was contributed by 
wire and $599,745,791 by wire prod- 
ucts. Of the wire, part was sold to 
other manufacturers for use as a ma- 
terial in the fabrication of wire prod- 
ucts. 

The total production of wire was as 
follows: Plain iron and steel wire, 
8,089,278 tons (of 2000 pounds); 
copper wire, 1,110,180,416 pounds; 
brass wire, 69,383,040 pounds; other 
non-ferrous wire, 54,519,594 pounds. 
These amounts show increases of 7.8, 
41.1, 8.5 and 31.9 per’ cent, respec- 
tively, as compared with 2,865,223 
tons of plain iron and steel wire, 
786,563,653 pounds of copper wire, 
63,929,247 pounds of brass wire and 
41,325,539 pounds of other non-fer- 
rous wire reported for 1927, the last 
preceding census year. The forego- 
ing figures cover both wire made for 
sale and that made and consumed in 
the same plants in the manufacture of 
fabricated wire products. 

The drawing of wire was reported 
by 147 establishments, of which 81 
drew wire from purchased wire or 
rods, 42 were operated as departments 
of steel rolling mills, and 24 were 
operated as departments of non-fer- 
rous-metal rolling mills. The num- 
ber of establishments engaged pri- 
marily in the manufacture of wire 
products from purchased wire was 
584. In addition, fabricated wire 
was also reported as a secondary 
product by establishments engaged 
primarily in other lines of manufac- 
ture. 


Half of Families in United States 
Have Radio Sets in Their Homes 


Families in the United States are 
estimated to have in use 13,478,600 
radio sets as of the first of July, 
1930, a figure which accounts for 
nearly half of the total radio sets in 
use throughout the world. On the 
basis of the estimate that there are 
28,500,000 families in the United 
States, it may be said that there is 
one radio set for almost every other 
family in the country. 

The estimated total of radio sets 
in use throughout the world, as fig- 
ured by the Electrical Equipment Di- 
vision of the Department of Com- 
merce, is 27,500,000. 

The table below shows the Depart- 
ment’s estimate by States of the num- 
pg sets in use in the middle of 


OR Sst bcs <a tone 87,500 
NT s50'5 6a Coxon ance 46,600 
0 ey eerie 90,500 
SOMEIRIETAIR. 0.0 Scie ce owp tec 1,470,000 
Cn ee 172,000 
| 219,000 
SU ois 3 ass 4s oS 29,000 
District of Columbia ..... 105,000 
RNID 5 Socen's ince 0S 06 Siac 124,000 
SONREEE Gee cede cd kek sdess 111,000 
OO SS ae) = ere 42,000 
SOME o cisccls oa ee cae cae Oe 1,060,000 
ee eee errr err ae 348,000 
EY i Rey ata 310,000 
MM SW cicu ls cu ieneawenes 195,000 
WNNOEE, © Sc aS bs bbe dicb ee 92,000 
Ee he ee 121,000 
eS bicig vet's 3 coe 80,000 
EMRE ic cos. 3:s 565.5000 115,000 
Massachusetts ........... 656,000 
eer ee 627,000 
RII is sca dis ee ores 3 239,000 
RI rere 48,000 
Sa reer eres 433,000 
oe MEE 54,000 
PROD, is vikinsaied xe siseds 203,000 
PIDUME Gtiea Ss 66s bw eeles 23,000 
New Hampshire ......... 47,000 
IW eS SS Swe ae cass 453,000 
DOW MICO sie 50 ise soe ess 28,000 
i) IES aaa 1,752,000 
North Carolina .......... 92,000 
INOTEH DGROUR .. ooo csce 61,000 
(o_o Ea a aaa as 845,000 
re ee 182,000 
NOMI Tie akc ata see's “6 css aratan ap 219,000 
POUMEGIVOMIE. os. 6 505 cscs 977,000 
Rhode Wend .......0.... 111,000 
South Carolina .......... 44,000 
Bown IPAM nn ccc cccses 77,000 
POND Fo 'sicis's aWad bcs 104,000 
La gi ae we ey ere ere 364,000 
WOME cos ose eos sae bees 72,000 
MMNINL, 4.5.5:0's 6 Sis be aise vas 45,000 
RH uica aie clea 5s 5 Oes0> 114,000 
oo SA eee 851,000 
Wert ViIRgIOIR «. 6600 ccces 86,000 
WRN 6 205566 Caen Se 322,000 
WU GOMNE 6 656.066 seeinteess'e 82,000 

WEE So ive dc awer seen 18,478,600 
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Look over the whole line 
of Bakelite Molded Knobs and Handles 


To realize the opportunity for increased sales that 
is offered by Bakelite Molded knobs and handles, 
you must see the whole line. Only in this way can 
you appreciate the improvement that Bakelite 
Molded has made in this class of hardware, from 
the standpoint of beauty as well as utility. 

Door Knobs with roses and key escutcheons, 
screen door handles and knobs, cupboard knobs 
with latches, drawer pulls, and push plates are 
included in this line of Bakelite Molded hard- 


ware. All of these items are. regularly made 
in lustrous black, walnut brown and mottled 
green. 

Bakelite Moided is non-corrosive and cannot tar- 
nish. The color is in the material and a lastingly 
lustrous surface is acquired in the molding oper- 
ation. There is no lacquer or plating to wear off 
and spoil its appearance. 

Write to us for full particulars and for an op- 
portunity to inspect Bakelite Molded hardware. 


BAKELITE CORPORATION, 247 Park Avenue, New York. CHICAGO OFFICE, 635 West 22nd Street 
BAKELITE CORPORATION OF CANADA, LIMITED, 163 Dufferin Street, Toronto, Ontario 











BAK| 


i 
‘ 





LITE 


a VU. 5. PAT. OFF 
The registered trade marks shown above distinguish moterials fumerical sign for infinity, or unlimited quantity. It symbolizes the infinite 
manuloctured by Bakelite Corporation. Under the capital “B” is the Co umber of present and future uses of Bokelite Corporation's products. 
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CHICAGO: 


(Chicago office of HARDWARE AGE) 


CHICAGO, Jan. 6. 

T is with no reluctance that the 

hardware trade of the Middle 

West turns its back on 1930 to 
welcome 1931. Though the effect of 
the turn of the year is mainly psycho- 
logical, it is nevertheless likely to be 
translated soon into material terms. 
Dealers, jobbers and manufacturers 
have been saying to one another that 
business would not improve much be- 
fore the end of the old year. If these 
predictions are to be made good, it is 
the human factor in the hardware 
trade that give them meaning. Every 
branch of the business has been 
through a trying. period which it 
would rather put in the background 
as soon as possible. Yet in many re- 
spects it has had cleansing effect and 
because of it the trade is all the more 
ready to enter the new year with 
hopes, to be sure, but without illu- 
sions. ; 


WILL PROFIT BY PAST 


Individuals, firms and corporations 
have learned to take punishment. 
Though severe enough in many cases, 
most of them now know that the taste 
is not so bitter as the foretaste. In 
fairly definite fashion the latter half 
of 1930 served a training period for 
better times to come and it is prob- 
able that most of those who have gone 
through it are emerging harder in 
mind and muscle than they were be- 
fore. In the period indicated the 
trade has learned to distinguish be- 
tween the essentials and* non-essen- 
tials. It knows more about real busi- 
ness values than it knew a year ago. 


RELIEF PROGRAMS 


Programs for economic relief have 
been in the hatching for a number of 
months by now. At the time of their 
first proposal they held out no 
hope for immediate help.- In the 
meantime they have been evolving 
into actual plans and will soon reach 
the stage requiring the actual expen- 
diture of millions. Employment and 
the movement of merchandise are 
sure to be helped from the source in- 
dicated, principally governmental, 
soon. 


WIRE AND NAIL PRICES 


Confidence in current quotations on 
nails and wire continues to grow. 
Many retailers are expressing this 
attitude in terms of real commit- 
ments. Orders for first quarter de- 
livery are being placed more freely 
as the market shows increasing steadi- 
ness. The lowness of values in nails 
and wire is generally recognized. No 





AT A GLANCE 


The hardware trade of, the 
middle west is glad to turn 
its back on 1930. It is prepared 
to enter the new year with 
hopes, but without illusions. 


* & & 


The depression has en- 
abled the hardware industry 
to distinguish between essen- 
tials and non-essentials. Re- 
lief measures are certain to 
stimulate the movement of 
merchandise. 


¢+ £ 


Confidence continues to 
grow in current nail and wire 
quotations. Future business in 
ammunition is being booked 
and no price changes are ex- 


pected. 
* & & 


Dealers are placing orders 
for wire cloth to be delivered 
later. Poultry netting prices 
are on about the same basis as 
last year. Several new electric 
egg beaters are enjoying an 
excellent demand. Electric 
clocks are also very active. 











one in informed quarters shows the 
least disposition to challenge their ad- 
vantage which has so much of prob- 
ability in its favor. At the same 
time there are reasonable hopes for a 
gradual increase in consumption of 
these products during the spring sea- 
son ahead; such an increase, of course, 
would be only normal. 


AMMUNITION FUTURES 


Another booking season for future 
business on ammunition opened with 
the new year and Western hardware 
jobbers are looking forward to a 
carry-over of activity in this line, 
which moved so briskly toward the 
end of 1930. No change*in ammuni- 
tion prices is expected here. Since 
dealers have always been protected 
up to date of shipment, many of them 
are placing or making ready to place 
their ammunition specifications now 
while the transactions of the active 





Trade Has Hopes her New Year | 
Nail and Wire Prices Appear Firm 


fall and winter selling season are 
still fresh in mind and a reliable guide 
to the selection of loads. It is too 
early to make even a rough estimate . 
of the 1931 demand for ammunition. 


ROPE AND WIRE SCREEN 


Future business on manila and 
sisal rope during the last few weeks 
of 1930 was slow, but is now begin- 
ning to show its regular seasonal ac- 
tivity. Prices are firm. Manila fiber 
is registering slight advances in 
value. Present rope figures are ex- 
pected to hold throughout the first 
quarter of the new year as sales be- 
come increasingly active. Dealers 
are placing wire-cloth orders for 
spring delivery with confidence. The 
present market is being well main- 
tained by all manufacturers. It is 
apparent that they do not consider 
their current cost figures sufficiently 
low to justify reduction. Consequent- 
ly prices™ seem likely to continue 
steady through the spring selling 
season. 


POULTRY NETTING 


Both as to actual orders and out- 
look, the poultry netting situation, 
for the most part, is satisfactory. 
Prices seem uniform on all leading 
domestic makes, at about the same 
basis as last season. Futures are 
starting off at a good rate. Some 
competition is felt from foreign quar- 
ters, most notable, of course, in the 
direct-selling field. Dealers are some- 
what concerned over mail-order prices 
on German-made netting. According 
to reports, retail investigation shows 
that the imported product is nearly 
always lighter than the domestic and 
not woven well enough to meet the 
standards that have been built up in 
American demand. 


ELECTRICAL GOODS 


Four or five new electric egg 
beaters have proved to be outstanding 
sellers in electric appliances. Many 
electrical accessories and other hard- 
ware items of copper content continue 
to reflect the unsteadiness of condi- 
tions in the basic copper market. 
Rumors are heard here of an advance 
in brass shell sockets. Among the 
liveliest household items of late has 
been the pastry mixer. Automatic 
toasters and waffle irons have been 
particularly active. Electric clocks 
of moderate price are showing rather 
remarkabe strength in the hardware 
stores; reports come from the jewelry 
trade that the hardware competition 
on electric clocks is keenly felt in that 
quarter. 
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7 PRUSSWIN 







































































Forthe architect's con- 
venience, RUSSWIN 
hardware is illustrated 
and described in 
Sweet’s Catalogue . . 
N Pages C-3700; C-3775 


TOULON . . . an exclusive Gothic design by RUSSWIN em- 5 sw 
ag ee ER a + 


ploys the long slender columns, the delicately pointed arch and (iQ ainonana: vil 
HARDWARE 





finely carved pedestals for which this period is famous. There are 
other exclusive RUSSWIN designs which will decorate with equal grace the modest or elaborate home, or the mon- 
umental business structure... at the same time, under the most rigorous usage. . . because of base metals of bronze or brass 
.. » give a life-time of unfailing, trouble-free service. Consult your architect or contractor if you are planning to remodel or 
build . . . or write to us for descriptive booklet covering exclusive RUSSWIN Hardware for leading periods of design 
Whatever your hardware needs may be in home or office 
building, simple or elaborate, the wide and varied range of 


authentic designs by RUSSWIN assure full accord with archi- 
tectural style in every lock, hinge, knob or door closer 


RUSSELL & ERWIN MANUFACTURING COMPANY (THE AMERICAN HARDWARE CORPORATION, SUCCESSOR ) 
New Britain, Connecticut New York Chicago London 
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CLEVEL 


(Cleveland office of HARDWARE AGE) 
CLEVELAND, Jan. 6. 
HE new year in the hardware 
I trade has started with about the 
same volume of business as in 
December, leaving out of considera- 
tion the seasonal spurt last month 
in holiday merchandise. However, not 
enough of the first month has passed 
to tell whether there will be any up- 
ward trend in January over the two 
or three previous months. 

As jobbers held the annual meet- 
ings of their salesmen during the holi- 
day week, their traveling men were 
off the road. Consequently orders 
during this period were limited to 
those that came in by mail and tele- 
phone. With the salesmen back in 
their territories this week, jobbers ex- 
pect to receive a fair amount of busi- 
ness, which has backed up during the 
holiday period. In addition, retailers 
have made their inventories and are 
expected to round out their stocks of 
staple merchandise to which they did 
not give a great deal of attention dur- 
ing the holiday rush. 


UPTURN EXPECTED 


While jobbers are not doing much 
predicting as to the volume of busi- 
ness during the early part of 1931, 
they believe that the bottom level was 
reached during the latter part of last 
year and that there will be some im- 
provement. Retailers at present are 
buying staple merchandise sparingly, 
as they have no desire to unneces- 
sarily increase stocks which are gen- 
erally very low. In fact, some retail- 
ers say that their stocks are lower 


AND: 





AT A GLANCE 


Current volume is about the 
same as during November, 
leaving out of consideration 
the seasonal spurt in holiday 
merchandise. Replenishment 
orders after inventories have 
been completed are expected 
to result in a fair volume of 


business. 
ss 8 


Wholesalers hold the opin- 
ion that the bottom level has 
been reached and that some 
improvement is in the offing. 
Stocks are said to be lower 
than they have been in years. 

$$ 8 & 

Some spring lines of mer- 
chandise have been selling 
fairly well. More interest in 
future lines is anticipated. 

* * & 

Few price revisions are re- 
ported and these are of minor 
importance. Collections have 
a fair status. The industrial 
situation has shown little 


change. 











than they have been for years. Job- 
bers will be in the market this month 
to replegish their stocks, which gen- 
erally are also low. Manufacturers’ 


Trade Activity Shows Little Change 
Few Price Revisions Are Reported 


stocks in many lines are also low, and 
for this reason deliveries of some items 
are slow. 


SPRING MERCHANDISE 


Some of the lines of seasonal mer- 
chandise for spring have been selling 
fairly well, and others as yet have not 
shown much activity. Now that the 
holf@ay period and inventories are 
over, retailers are expected to take 
more interest in placing orders for 
spring goods. 


PRICE INFORMATION 


Few price changes are reported, and 
these are on minor items. 


COLLECTIONS 


Collections are fair, considering the 
present business situation. Jobbers 
have charged off more in losses in 
1930 than in the previous year. 


INDUSTRIAL SITUATION 


There is little change in the in- 
dustrial situation in this territory. 
Many manufacturing plants were shut 
down during the holiday weeks, re- 
suming operations this week. While 
some plants will operate better this 
month than the early part of De- 
cember, it is too early as yet to de- 
termine the extent of employment. 
Some of the automobile companies are 
planning to increase their produc- 
tion schedules this month, and the 
January output of motor cars is ex- 
pected to show a moderate gain over 
December. 





BOSTON: 


(Boston office of HARDWARE AGB) 


Boston, Jan. 6. 

USINESS is quiet, as it usually 

is during January. The shelf 

hardware jobbers have taken 
account of stock, sales conferences 
are over, and the men are out on the 
road for business, but securing com- 
paratively few orders. The Boston 
Poultry Show last week revived in- 
terest in poultry supplies, but most 
of the retail trade covered their re- 
quirements well back in 1930. Opinion 
at the show was that 1931 will be a 
big year in poultry supplies. It was 
pointed out that while the price of 
dressed poultry and eggs is far be- 
low the 1930 peak, the cost of feeds 
is materially lower, and the poultry 


Business Is 


Opinion Over Outlook Is Varied 


raising industry therefore offers a 
man as good a chance to make a liv- 
ing as it ever did. 

Some retailers are taking stock, but 
a majority will undertake that task 
later in the year. In past years Jan- 
uary, February and.March have been 
rather lean months, say jobbers, and 
they assume 1931 will be no exception 
to the general rule. There are job- 
bers, however, who have a hunch that 
this year will be the exception. They 
figure that retail stocks are badly 
broken and that when stock taking is 
finished there will be a general re- 
plenishing by the distributors. No 
great rush of business is anticipated, 
however. 

Speaking of 1930, it is generally 


iet as Is Usual 


conceded by jobbers and retailers that 
it was a very unsatisfactory year and 
there were no regrets when 1931 was 
ushered in on Jan. 1, 


OUTLOOK FOR 1931 


Opinion as to the 1931 outlook is 
rather mixed, although it is generally 
felt that the year will be more pros- 
perous than 1930. But opinion as to 
when a business recovery will begin is 
confused. Based on fundamental 
facts, however, it would appear that 
New England is infinitely better off 
than most other sections of the coun- 
try. 

In the first place, there was com- 
paratively little wage cutting in 1930 

(Continued on page 82) 











HARDWARE AGE for JANUARY 8, 1931 














In the Limelight 


=... going to happen to hand tool 
sales in 1931? Naturally every hard- 
ware dealer wants to know. And the 
one way to find out is to give them 
a fair chance and watch the results. 


That is why the TRIMO pipe wrench 
like other fine hand tools is in the lime- 
light for 1931. The need for pipe 
wrenches is just as great today as 


ALL 


oN i ot oa 


TRIMO 


TRIMO waren 





o. The TRIMO pipe 
wrench is a finer,stronger wrench than it 
ever was. New scientific heat treating has 
added even greater strength to the drop 


it was two years 


forged steel handle. Rigorous inspec- 
tion guarantees uniform high quality. 


Carry a full stock to satisfy your cus- 
tomers. Let TRIMO put your small 
tool sales up where they belong. 


RENCH 





Made by Trimont Mfg. Co., Roxbury (Boston), Mass. 
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and also comparatively little unem- 
ployment in New England, but it is 
true that operating schedules were 
reduced and in some instances quite 
drastically. In the second place, the 
New England banking situation starts 
the new year in a healthy condition. 
There have been almost no runs on 
banks and almost no closings. Cer- 
tain private banking houses suffered_ 


serious reverses in 1930 as a result of ~. 


the crash in the stock market and 
resulting frozen credits, but it is re- 
ported these houses ‘now see their 
way to recovery. : 

In the third place, industry is more 
comfortably situated than it was six 
months ago. The average manufac- 
turing plant has very little raw ma- 
terial on hand except that purchased 
at or near roék bottom prices. Most 
of the important electrical apparatus 
manufacturers are understood to have 
sufficient business on their books, :f 
released, to keep them extremely busy 
for many months. The textile ma- 
chinery makers are infinitely better 
off as for as bookings and business 
prospects are concerned than they 
were a year ago, and makers of other 
kinds of machinery are said to bave a 
bright outlook. 

New England textile mills are do- 
ing much better than they were in 
January, 1930, especially the cotton 
textile. Shoe manufacturers are said 
to have worked out cheaper manufac- 
turing costs and are prepared to go 
out for business on a large scale. In 
fact, it is difficult to put your finger 
on a New England industry that is 
not encouraged with the outlook for 
business. 

Hardware 


interests are -talking 


about a chain store regulation bill <e- 
cently filed in the Massachusetts 
House of Representatives. This bill 
provides that any person or corpora- 
tion maintaining more than one re- 
tail establishment must apply to the 





AT A GLANCE 


Opinions regarding 1931 
Business outlook are rather 
mixed. 

* 8's » 

New England is infinitely 
better off than other sections 
of country, however. 

* 8 8 

Indications are that retail 
stocks are badly broken and 
replenishing is necessary. 

* 8 *& 

Manufacturers have made 
remarkably few changes in 
1931 price lists, according to 
local wholesalers. 











Secretary of State for local licenses 
and must pay licensing fees ranging 
from $750 to $2,700 a store, according 
to the size of the municipality in 
which location is granted. 

For -violation of the proposed bill by 
the owner or operator, there is a pen- 
alty of $100 fine or 60 days’ imprison- 
ment or both for every day the offense 
continues. Of the fees collected, 75 per 
cent would be paid over to the mz- 
nicipalities housing the stores and 25 
per cent to the State. 

It is believed the bill will meet with 


stiff opposition and its fate will be 
watched with much interest by the 
hardware trade. ; 

Next month the thirty-eighth an- 
nual convention of the New England 
Hardware Dealers’ Association will be 
held in Mechanics Building, Hunting- 
ton Avenue, Boston. The officers of 
the association this year are empha- 
sizing the fact that an “Educational 
Hardware Exhibit” will be held in 
connection with the convention. In 
other words, the exhibit is being 
played up-stronger than ever. People 
are being asked to “see the 1931 
styles of hardware and accessories.” 

In connection with the show there 
will be exhibited a model hardware 
store. and there is every reason to 
believe that it will be the most suc- 
cessful affair ever staged by the as- 
sociation. In former years the con- 
vention has been held three days, 
one of which was Washington’s Birth- 
day. This year sessions will be held 
on Feb. 25, 26 and 27. 


NO PRICE CHANGES 


No price changes are reported this 
week, jobbers being too engrossed in 
stock taking to devote time to prices. 
They state, however, that manufac- 
turers so far this year have made re- 
markably few changes in list prices. 
The feeling persists among ‘retailers, 
however, that many important 
changes are in the making. It is felt 
that these price changes will not dis- 
turb the business situation, but rather 
improve it. While hardware values 
are lower than they were a year ago,. 
say retailers, the decline has not been 
as great as in a majority of other 
commodities. 





WI N Cl IES Gradual Improvement Is Expected 
2 ns ; 
« Inventory Is Receiving Attention 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Jan. 6. 


ITH the close of the old year, 
W wu the annual holiday busi- 

ness, interest has turned to 
what this new year may bring in the 
way of better business. The note is 
one of optimism and comes from 
many sources and lines of commercial 
activity. At the same time it seems 
to be the consensus of opinion that 
gains in business will be gradual and 
that this new year will do its part in 
showing this gain. 


CURRENT ACTIVITY 


Activities at the present time in . 


the hardware line are centered around 
the annual inventory. In many of 
the larger retail establishments, and 
in the wholesale houses, it is “all on 
paper,” the listing is done, and it 
only remains to work out the pricing, 
extending and final figures. In fact, 





AT A GLANCE 


Sentiment regarding pros- 
pects for 1931 is optimistic. 
Gradual gains in trade activity 
are expected. 

*° 8 % 


Inventory is receiving at- 
tention at the present time. 
While no definite reports on 
trade for the past year are as 
yet available the average is 
considered fair.. 

* 8 *% 

It is the general opinion 
that the depression has run 
its course. Increased activity 
is anticipated in construction 
projects. 











this has already. been completed in 
many establishments. In the smaller 
stores, without the assistance of so 
many people, the work must be done 
as opportunity allows, and will not 
be finished for some time. 


READY FOR YEAR 


Jobbers’ salesmen are back on the 
road again, after their annual meet- 
ings during the holidays, ready for 
the new year’s work. The regular 
machinery of the business world is 
again functioning, and price re- 
visions will without doubt be ready 
for reporting in’ a very early issue. 


1930 RESULTS 


It is still too early to gage the re- 
sults of 1930 in the hardware busi- 
ness as a whole in the Northwest. 
This information will come later. 
However, individual houses give some 

(Cont'nued on page 84) 
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Never Before 2 Poultry 
Netting Like This/ 


You can obtain a far greater volume of netting sales and 
profits with the new STERLING Straight Line Combina- 
yr tion Poultry Netting. This new netting gives perfect 
satisfaction and complete protection at all times. 


- STERLING 
STRAIGHT LINE 
Combination Poultry Netting 


GALVANIZED BEFORE OR AFTER WEAVING 



























One of the greatest improvements in poultry netting for many years. The 
line wires for the first 12” are spaced 1 inch apart, the second 12 inches, 
1% inches apart, and the balanee, 2 inches apart. The line wires on Com- 
bination Netting as wel! as on STERLING Regular Straight Line Netting, 
run the full length of the roll. : 


These line wires are locked together by 
the mesh wires so securely.that they can- 
not slip, spread, or unravel. The netting 
will not bag or sag when unrolled and 
erected. The full strain of the stretch- 
ing falls on the straight line wires. It 
can be taken down and erected time and 
time again with perfect results. It looks 
better — is easier to erect — needs few- 
er posts — and does away with the neces- 
sity of top and bottom boards. It is not 
necessary to erect an all one inch net- 
ting, or both 1 inch and 2 inch netting 
to get complete protection. STERLING 
Combination will give better protection 
at a lower cost. Furnished in 42”, 48”, 
60” and 72” heights and 19 and 20 
gauge. 


Ask Your Jobber 


for complete information and prices on 
the STERLING Line or write us. 








THE NORTHWESTERN BARB WIRE CO. 


are fabricators of — 


STRAIGHT LINE NETTING POULTRY FENCE 
FIELD FENCE BARB WIRE CORN CRIBS 

ORNAMENTAL GATES ORNAMENTAL LAWN FENCE 
FARM GATES NAILS SMOOTH WIRE 


RED HEAD — GOLD BAND (SPIRAL WRAPPED) BALE TIES 
DILLON COMBINATION HOIST AND STRETCHER 





SINCE 1879 


STERLING —- ~ ILLINOIS 
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idea of the amount of business ac- 
complished, and their expressions 
range from that indicating a good 
year to merely a mediocre one. This 
part of the country, in immediate vi- 
cinity of the Twin Cities, seems to 
have shown fairly good results in 
trade. In some of the districts where 
grain crops were not so good trade 
was much lighter. The territory 


served by the Twin Cities as a whole 


came through the year with fair re- 
sults. 


BUSINESS PROSPECTS 


It seems to be generally agreed by 
local and national authorities that 
the end of the business depression is 
in sight, if not already past. Sav- 
ings accounts are unusually high in 


this part of the country, and in many 
lines dealers find that when their cus- 
tomers really desire to purchase they 
have the ready money in many cases. 
There is a certain amount of securi- 
ties buying, which when increased by 
the public in general will tend to ad- 
vance the market. In the material 
lines, prices are most favorable for 
building operations, and labor is 
ready at hand. It is about time for 
home and commercial building in this 
part of the country to show increas- 
ing activity. 


BUILDING PROJECTS ~ 


In the matter of building, there are 
a number of projects which will 
mount into the millions which will 
be started this year in this part of 


the country. Road building pro- 
grams are larger than ever and are 
being pushed for early starting. 
Gasoline tax income totals are larger 
than ever, and much of this will go 
into road construction. 


SENTIMENT OPTIMISTIC 


In short, there are many encourag- 
ing signs for good business for the 
new year, and the attention of people’ 
in general has turned from what the 
old year amounted to toward what 
may be expected from this new year 
just beginning. In the territory 
served by the Twin Cities, the gen- 
eral feeling is one of optimism, with 
the will and the resources to bring 
satisfactory results. 





PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 
PITTSBURGH, Jan. 6. 


ITH the week between Christ- 
mas and New Years largely 


devoted to inventory taking 
among both jobbers and retailers in 
this district, it is yet too early in the 
month to determine the trend of Jan- 
uary business. In most .cases_ sales 
representatives of jobbing firms do 
not begin to call on the trade until 
Jan. 5, and their early reports are 
not yet available. However, stock 
taking in the district is generally re- 
vealing well depleted inventories, and 
jobbers expect considerable volume of 
small orders for shipment early in the 
month. While some spring contract- 
ing has already been completed, the 
tendency in the last month has been 
to delay forward purchasing and buy- 
ing of spring goods may not develop 
in any considerable volume before the 
products are actually needed. 


STAPLE ITEMS ACTIVE 


Following the end of the holiday 
trade, current sales; although very 
light, are confined to staple items, 
with coal hods and shovels, stove pipe, 
ventilators and kindred items account- 
ing for a predominance of the busi- 
ness. Lack of any protracted cold 
weather has prevented sales of ‘such 
items from reaching large volume 
during the last month or two, but 
jobbers still hope for.a spurt in bus- 
iness before the end of the winter. 


PRICE INFORMATION 


Price changes during the last few 
days have been principally in the form 
of reductions, although a number of 
quotations have been reaffirmed. Gal- 
vanized 


ans. are. practi-_. 





AT A GLANCE 


A considerable volume of 
small replenishment orders are 
expected when inventories 
have been completed. Current 
activity is largely confined to 
staple items. 

* 8 #® 

Several price changes are 
effective. Most revisions have 
been principally in the nature 
of reductions, although a 
number of quotations have 
been reaffirmed. 

* % % 

Some improvement in in- 
dustrial conditions is encour- 
aging. Coal mining activity 
has also increased slightly. 
Employment in the Western 
Pennsylvania district reached 
its low point during the holi- 
day period. 











cally the same as last year, with the 
4-qt. size quoted at $5.50 per doz., 
6-qt. at $6.50, 8-qt. at $7.50, 10-qt. 
at $8, 12-qt. at $9.60 and 16-qt. at 
$12:;° Quotations on sisal, New Zea- 
land and manila rope have been re- 
affirmed for January and February 
purchases. New prices on wire bound 
cotton mops are slightly lower than 
last year, with the No. 12 size quoted 
at $2.10 per doz., No. 16 at $3, No. 
20 at $3.75, No. 24 at $4.80, and No. 
30 at $6. 

Security stove pipe and elbows are 


.quoted. at. slightly . lower -figures. for 


Several Price Changes Effective 
Staple Items Are Fairly Active 


the coming year, and a few numbers. 
of the Security line of ovens are 
lower. Tle No. 25-size is now quoted 
at. $2.30 each, No. 20 at $3, No. 30 at 
$2.80, No. 85 at $2.10, No. 40 at $3, 
No. 45 at $8.60 and No. 165 at $1.30. 
All other numbers are unchanged? 
Recent reductions in the McKinney 
line of padlocks have been rather 
pronounced, with No. 7001 now quoted 
at $4 per doz., No. 7002 at $6 per 
doz., and No. 7003 at $7.50 per doz. 
All the above prices are jobbers’ quo- 
tations to retailers, f.o.b. Pittsburgh. 
Prices on turpentine and inseed oil 
are unchanged for the second week, 
and nails are holding fairly well at 
$2.15 per keg. 


INDUSTRIAL CONDITIONS 


Industrial conditions in western 
Pennsylvania still leave something to 
be desired, although the general im- 
provement which followed holiday 
mill suspensions is encouraging at 
the outset. Whether such improve- 
ment will continue sufficiently to rep- 
resent more than a seasonal read- 
justment is problematical. Steel 
mills are.generally regarded as the 
barometer of a revival, and the firmer 
price stand taken recently on first 
quarter quotations has stimulated de- 
mand to some extent. Specifications 
in the last few days have~improved 
even beyond the expectations of some 
manufacturers, but the size of orders 
is generally small, and larger users of 
steel seem to be comparatively more 
conservative than smaller in making 
their commitments. 

While the smaller consumers have 
generally been forced into the mar- 
ket in a limited way by their very 


(Continued on page 86) 
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It is like building your house upon the sands to sell an inferior product that cannot give satisfaction. Even 
a lower price is no compensation for inferiority. Our Tubular and _ Rivets cost a little more, but they 
are made to meet the highest standards of quality and workmanship . . . their quality is proven, and they 


guarantee satisfaction. 
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& STUD COMPANY 
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low inventories, the size of their 
orders does not indicate that they 
wish to bring stocks up to normal 
immediately, but are carefully ad- 
justing their needs to current demand. 
The railroads have recently led the 
principal steel consuming industries 
in orders and the placing of rail ton- 
nage, as well as steel for car building 
purposes, has been a recent feature 


of the market. However, with build- . 


ing construction still light and few 
bond issues meeting with favor, which 
might be the basis of later expendi- 
tures in this field, with conservative 
automobile programs scheduled with 
foreign markets unstable and the ag- 
ricultural industry over-expanded, out- 
lets for steel consumption in the im- 
mediate future are necessarily lim- 
ited. 

Building operations in the western 
Pennsylvania district during the year 
are falling about 20 per cent below 


1929 from the standpoint of both 
number and valuation of contracts. 
The same figures apply generally to 
Pittsburgh, where November building 
permits amounted to only $1,296,990 
as compared to $2,746,697.in Novem- 
ber, 1929. December comparisons are 
also likely to show a sharper decline 
from last year than the year as a 
whole might indicate. 


COAL MINING 


Bituminous coal mining has _ re- 
ceived support from domestic con- 
sumers, although the mild weather to 
date has caused some disappointment 
in this regard. Present production is 
very uneven, with mines in the vicin- 
ity of Johnstown, Pa., fairly active, 
and those near Connellsville and 
Brownsville, Pa., almost shut down. 
It has been reported that coal pro- 
duction in the Pittsburgh district is 
probably about 55 per cent of capacity 


in mines that are working at all. 
Industrial demand for coal is lower 
than it was a month ago, and the re- 
cent mild weather has curtailed do- 
mestic consumption, with buyers main- 
taining a hand-to-mouth policy. In- 
creases after the first of the year are 
generally anticipated. 


EMPLOYMENT 


Employment in the western Penn- 
sylvania district reached its low point 
in the holiday period and, with many 
laborers on a part-time basis, the 
amount of money earned dropped 18 
per cent below the level of the 
monthly average for the past 8 years, 
as indicated “by payroll disbursements 
in the Pittsburgh district. While a 
part of this decline in purchasing 
power is offset by a decrease in com- 
modity prices and the cost of living, 
this is hardly sufficient to make up the 
difference. 





KANSAS 


(Kansas City office of HARDWARE AGE) 
KANSAS CITY, Jan. 6. 


HIS trade territory is waking 
I up to the remarkable fact that 
the Christmas business this sea- 
son could be termed excellent in view 
of general conditions contributing 
toward a slack call. In most respects 
it is true that volume this year was 
under that of last year, and that the 
holiday trade showed a_ decrease. 
But it is equally true that some lines 
sold surprisingly well during the last 
ten days before Christmas, with the 
result that jobbers’ stocks were nearly 
or completely wiped out. Wholesalers 
were agreeably surprised at the un- 
expected volume which came in at 
the last moment. Many of them felt 
certain that the business would come, 
though late, but all were glad to see 
it take on greater proportions than 
they had expected. 


ORDERS TELEGRAPHED 


In some instances stocks were de- 
pleted so rapidly that it became nec- 
essary for dealers in the rural sec- 
tions to wire the wholesale houses for 
merchandise, and there were many 
cases where more goods could have 
been sold had the demand been cor- 
rectly anticipated. 

A certain type of kerosene lamp 
sold so well for one distributor that 
he now has only a few left out of a 
stock of 300. They were purchased as 
gifts, owing to their appropriateness 
and utility for home use where electric 
lights are not available. Jobbers re- 
gard this as another indication that 


CI 





AT A GLANCE 


Christmas business could be 
termed excellent in view of 
general conditions. Whole- 
salers were agreeably surprised 
at the unexpected volume 
which came in at the last 
moment. 

* * 

It was necessary for dealers 
in rural sections to wire orders 
to cope with the holiday con- 
sumer demand. Sporting 
goods, toys and similar lines 
were quite active. 

* * 4% 

The continued absence of 
snowfall has caused jobbers 
some concetn over sléd sales, 
although a fair demand has 
existed notwithstanding. 

* * *® 
Nail and wire prices are 


firming somewhat.  Collec- 
tions have about the same 
status as last month. 











good hardware is rapidly coming to 
the front to be recognized for dura- 
bility and utility. 


SPORTING GOODS 


Sales of certain athletic equipment 
commonly characteristic of Christmas 


, Holiday Trade Excellent Considering 
+ Nail and Wire Prices Ate Firming 


purchases, such as basketballs, foot- 
balls, and baseball goods, were very 
good but still under last season’s 
volume. Small tools proved to be pop- 
ular, and machine tool attachments 
commanded a good share of the busi- 
ness in that field. One firm says that 
this Christmas their tool sales sur- 
passed those of last year by a consid- 
erable margin. Why this should be 
true is a question, unless it is merely 
another indication of the growing 
tendency on the part of the public to 
buy useful and practical gifts. 


SLED SITUATION 


The continued lack of a snowfall 
had caused jobbers some concern over 
sled sales, but they have been better 
than-had been expected of them. The 
purchasers evidently had faith in the 
coming of a big snow, for they bought 
more heavily than present weather 
conditions might justify. One whole- 
saler sold nearly all of a carload of 
the higher priced sleds. He still has 
on hand a great many of the low 
priced ones. This is another pecu- 
liarity of the season’s trade, for us- 
ually it is the cheaper sleds which 
sell the best. There is yet a good 
chance that a good snow will enable 
jobbers to close out what sleds they 
have left. So far this area has not 
received a snow of over an inch. 


POOL TABLES ACTIVE 


Pool tables. were among the most 
popular of gift items, the larger ones 
being in most cases completely sold 

(Continued on page 88) 
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In 1931 


... Our Advertising 
will tell YOUR Customers 
about BASSICK CASTERS 
and NoMAR RESTS . 
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... Stock these 7,000,000 advertisements in 

standard Bassick 7,000,000 homes will tell the 
tems—they will  Stoty of Bassick floor protectors 
poet nc in 1931. Display them in your 

pre Ait storeand benefit by this national 
tomers’ needs! campaign 


Be sure that your customers see Bassick Casters and NoMar 
Rests when they walk into your store. Keep these floor pro- 


tection items on one of your open tables and remind them of 
their needs. Our 1931 advertising will increase your sales. 


Each advertisement tells your customers to buy from 
their hardware or house furnishing stores and every 
dealer who sells these Bassick products will benefit 
by this national advertising. 

Write for our dealers’ catalog 
No. 106. Your jobber is pre- 
pared to fill your requirements 


THE BASSICK CO. 
BRIDGEPORT, CONN. 


a & & 
To the Logan-Gregg Hardware 
Co.: — Congratulations on a full 
century of admirable service to 
manufacturers and retailers. 
vv 





Branch Offices in 
New York City,N.Y¥..Grand Philadelphia, Pa. . Atlanta, 


Rapids, Mich. - Evansville,Ind. Georgia - Chicago, Illinois a 
“For 35 years the buy-word for fine casters and furniture rests” assickK 
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out. The smaller tables did not move 
as well, and many of them are being 
carried over. Many orders had to be 
turned down because the size wanted 
had been sold out. 


WHEEL GOODS 


The good weather has made it pos- 
sible for velocipedes,. bicycles and 
wagons to be used throughout the 
territory, with the result that ‘these 
items enjoyed a healthy demand as 
Christmas gifts. One jobber reports 
that he had an increase of over 100 
per cent in bicycle sales over last 
year, and that his inventory will show 
few remaining on his hands. Roller 
skates did remarkably. well, though 
ice skates are so unseasonable that 
business was only fair. 


GUN SALES 


Gun sales were somewhat disap- 
pointing, though guns of the lower 


priced variety, and some rifles of 
small caliber sold fairly well. There 
seemed to be a tendency not to in- 
vest in expensive arms. Jobbers have 
received news from the factory of 
one of the well known gun companies 
that prices on their line are due for 
a drop soon. How much of a decrease 
it will be is not yet known. 


NAIL AND WIRE PRICES 


Nail and wire prices, which have 
beén*hovering-around rock bottom for 
some time, have begun to stifféfi en- 
couragingly. Common nails are up to 
$2.70 base. Prices on wire have gone 
up 10c. per hundred at the factory, 
but jobbers are passing on only half 
this amount to the dealer, in the belief 
that further changes may occur. 


ELECTRIC TRAINS 


In the toy line it is hard to find an 
item which sold livelier than the elec- 


tric train. This year they were more 
elaborate than ever, but prices were 
low enough to make them extremely 
popular. Few trains remain on hand 
in jobbers’ warehouses at present. 
Toys of all kinds featured promi- 
nently, a preference being shown for 
the strongly built replicas of famous 
airplanes, miniature automobiles and 
tractors, and many of the new games 
on the market. 


COLLECTIONS 


_ Collections are reported as about 
the same as last month, neither very 
poor nor exceptionally good. General 
business is due for the usual slack 
period following Christmas, and most 
wholesale houses have already com- 
pleted inventories. In practically all 
cases inventories at this time will be 
considerably smaller than last year, 
a condition which is favorable to the 
recovery of trade. 





Lower Auto Tire Prices 
Have Been Predicted 


According to comments heard in 
New York financial circles, it is prob- 
able that leading tire manufacturers 
will announce a retail price reduction 
on tires in the near future. It is un- 
derstood that the move has beén con- 
templated ever since the sharp re- 
duction announced by the mail order 
houses in their mid-winter “flyer” 
catalogs. 

While the opinion of the trade 
varies as to the advisability of en- 
deavoring to meet fully the mail or- 
der reductions, the general. -opinion 
seems to favor the idea that some re- 
duction is necessary. 

The average weighted reduction 
made by Sears-Roebuck and Mont- 
gomery Ward in their current cata- 
logs was approximately 12 per cent. 
A similar reduction would be neces- 
sary to place manufacturers’ tires in 
the same relative position to mail 
order tires as existed prior to the 
recent revision. 





Wholesale Trade Declined 
Substantially in November 


Substantial decreases in wholesale 
trade in groceries, hardware, dry 
goods and drugs in November as com- 
“pared with November, 1929, and for 
the first-eleyen months of the year, 
compared with the same period of 
1929, were shown in the most recent 
announcement by the Federal Re- 
serve Board. relating to wholesale 
trade. 

For November groceries showed a 
decline of 17 per cent,-dry- goods 28 
per cent, hardware 28 per cent and 
drugs 13 per cent. 

Declines for the eleven months 


were: Groceries, 6 per cent; dry 
goods, 25 per cent; hardware, 18 per 
cent, and drugs, 9 per cent. 

For November there was a decline 
of 20 per cent in the New York dis- 
trict for groceries, 25 per cent for 
dry goods, 18 per cent for hardware 
and 7 per cent for drugs. 


General Electric Lamp 
Employees Assured 50 Weeks 
Work in 1931 


Gerard Swope, president of the 
General Electric ‘Company, has an- 
nounced that the company will guar- 
antee fifty weeks’ work in 1931 to all 
hourly and piece rate employees in 
its lamp plants who have been in its 
service two or more years. The guar- 
antee will cover some 9000 persons in 
shops scattered from East Boston, 
Mass., to Oakland, Cal. 

The guarantee, which is an exten- 
sion of the stabilization of employ- 
ment and unemployment insurance 
plan announced by the company June 
19, is conditional on the approval of 
60 per cent of the employees in the 
various plants. Under it each em- 
ployee will contribute 1 per cent of 
weekly earnings to the pension fund 
accruing for his or her benefit. 

The chief lamp: plants of the com- 
pany are in Harrison, N. J., Newark, 
East Boston, Buffalo, Cleveland, 
Youngstown, Warren, Ohio, and St. 
Louis. 

In the notice making the plan ef- 
fective Jan. 1, Mr. Swope calls at- 
tention to the fact that in outlining 
the stabilization and unemployment 
insurance plan last summer, empha- 
sis was laid upon stabilization. 

“The problem,” he said, “is, of 
course, much simpler in those de- 


partments where the product has 
been standardized and there is less 
risk of obsolescence and deteriora- 
tion. The product of the incandescent 
lamp department is notably one of 
these. It-is hoped that the plan may 
be continued from year to year, pos- 
sibly with modifications resulting 
from experience.” 


; 


Window Display Queries 
Increase in Recent Months 


Window display, always a popular 
subject among the thousands of in- 
quiries received annually by the busi- 
ness research section of the Depart- 
ment of Commerce, has been increas- 
ingly popular as a subject of inquiry 
in recent months. 

To assist™in answering these in- 
quiries a reading list of selected books, 
pamphlets and magazine articles re- 
lating to window display advertising 
has been prepared and was made 
available today. A number of survey 
reports and thought-provoking books, 
together with 55 significant magazine 
articles on various phases of the sub- 
ject, are catalogued. 

The department has done little re- 
search pertaining to window display, 
though the subject is discussed in “Re- 
tail Store Problems,” a publication of 
the department, and window display as 
a factor in retail grocery merchan- 
dise will be discussed in the first re- 
ports from the Louisville grocery sur- 
vey. 

Copies of this reading list may be 
obtained without charge from the 
marketing service division of the De- 
partment of Commerce, Washington, 
D. C., or from the district offices of 
the department located throughout 
the country. 
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Hay still remains a major 
crop of the farm world, and 
the farm world still depends 
on Myers Hay Unloading Tools 
to unload it from the rack 
into the mow or onto the 
stack. 

Each year finds an army of 
new users, and whether the 
crop be light or heavy, there 
is always a demand for some 
part of the Myers Line—Un- 
loaders, Forks, Slings, Pulleys 
and Fixtures, in a wide range 
of styles and sizes for any 
unloading service be it large 
or small. 

With the” coming of the 
New Year it is none too soon 
to consider this nationally ad- 
vertised, universally used line, 
from the standpoint of cus- 
tomer preference during the 
Spring and Summer Seasons 
of 193). 
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NEW YORK: 


Usual Post-Holiday Lull Prevails 
Spring Futures Are Being Booked 





nail Eb 











JAN. 6, 1931. 


URRENT activity has a moder- 
( ate character in the metropoli- 

tan hardware market. It ap- 
pears that the trade is again in the 
midst of the usual post-holiday lull. 
Most jobbers have completed inven- 
tory and are now pricing and extend- 
ing their books. The bulk of the mer- 
chandise moving at the present time 
consists of staple goods and season- 
able items. Small orders, embracing 
a wide variety of merchandise, are 
in the majority. Recent temperatures 
have been favorable to an increased 
call for seasonal goods, with the re- 
sult that merchandise of this type is 
in improved demand. According to 
wholesalers, few dealers are placing 
orders to cover any more than their 
immediate requirements, with the ex- 
ception of orders for Spring lines, 
which are being booked in fair volume. 
The trade still anticipates a fair vol- 
ume of stock replenishment orders 
from dealers who will want to fill in 
depleted lines, which stock taking has 
brought to light. . 


YEAR’S RESULTS 


It is estimated that wholesale hard- 
ware sales in the metropolitan area 
for the year just closed, will show 
a decline of approximately 20 per cent 
as compared with 1929. A portion of 
this decline, variously estimated at 
from 5 to 10 per cent, may be attrib- 
uted to lower prices. A recent report 
on wholesale trade, made public by 
the Federal Reserve Bank of New 
York, shows wholesale hardware sales 
for the first eleven months of 1930 
has declined 18 per cent, as compared 
with the corresponding period of the 
previous year. Wholesale stocks at 
the present time are said to average 
in the neighborhood of 25 per cent 
below the levels of a year ago. While 
still larger sales declines were re- 
ported in several other lines of busi- 
ness, the hardware trade is glad that 
1930 is now but a memory. While 
no marked upturn is expected for 
some time,.the consensus of opinion 
seems to be to the effect that the 
worst is past: The first quarter of 
the year will show little change for 
the better, according to most local 
wholesalers, who seem to think that 
a gradual improvement in business 
can be expected starting in the sec- 
ond quarter. The generally depleted 
condition of stécks in the hands of 
manufacturers, wholesalers and re- 
tailers is their basis for the conten- 
tion that the increased activity will 
materialize in the spring. 

Wholesalers are booking orders for 
several spring lines for later delivery 
and report that dealers are showing 





AT A GLANCE 


Current activity has a mod- 
erate character. The usual 
post-holiday 1ul11_ prevails. 
Small orders, embracing a 
wide variety of goods are in 
the majority. 

* * *& 

Replenishment orders, as a 
result of inventory are ex- 
pected to account for a fair 
volume of business. Whole- 
sale sales in the New York 
area will probably show a de- 
cline of 20 per cent in 1930. 

* # #& 


Wholesale stocks, at the 
present time are about twenty- 
five per cent lower than usual. 
Retail stocks are also very low. 

* 8 *& 

A gradual upturn is ex- 
pected after the first quarter 
of the year is past. Future 
orders are on the increase. No 
important price changes have 
been made, but numerous 
minor readjustments are ef- 
fective. 











more interest in placing their future 
requirements than during the pre- 
Christmas period. Business in some 
spring lines is unusually good, while 
very dull in others. Lawnmowers, as 
an example, are a prominent item of 
future orders, but some other lines 
are dull. Garden tools are also active. 
Screen wire, poultry netting hard- 
ware cloth, garden hose, lawn goods 
and lawn fence are only moderately 
active, although indications of im- 
provement are apparent. 


CHRISTMAS TRADE 


While the Christmas trade, as a 
whole, was considered disappointing 
from the standpoint of volume, most 
jobbers declare that they were for- 
tunate in the fact that they were 
able to gage their requirements as 
accurately as they did. It is said that 
carry-overs of holiday merchandise 
are unusually light. In some lines, 
sleds as an example, stocks were prac- 
tically exhausted. On the other hand, 
stocks of electrical appliances carried 
over were much larger than normally. 
According to the recent Federal Re- 
serve report relating to December 
business, the holiday trade of depart- 
ment stores in this area was put at 


4% per cent below the totals for the 
preceding season. 


LOCAL RADIO TRADE 


Some consolation is offered the 
hardware trade by the fact that the 
radio industry has suffered to a 
greater extent than the hardware busi- 
ness in this district during the past 
year. ‘ 

The radio industry in New York is 
operating at a rate more than 25 per 
cent below that for the same period 
of 1929, a survey of the wholesale and 
retail distributors indicates. 


COPPER CONTINUES FIRM 


The domestic price of raw copper 
has retained its firm position of the 
past week with the price apparently 
well established and being maintained 
at 10%c. The export price is also 
unchanged at 10.80c., c.i.f. European 
ports. 

The average price of copper during 
1930 was 13%c. per lb. Production 
last year was 80. per cent of 1929, but 
99 per cent of the average for the 
preceding four years; shipments were 
74 per cent of 1929, but 85 per cent of 
the average for the preceding four 


years. 
PRICE TRENDS 


New price lists are being received 
by the trade from many manufac- 
turers, but few changes of importance 
are shown on the new lists. Most 
revisions are in the nature of minor 
readjustments, with the majority 
showing minor declines. The price 
tendency continues to tend toward 
easier, rather than higher, prices and 
it is this situation that is largely 
responsible for the cautious purchas- 
ing of both retailers and wholesalers. 
They are hesitant to buy for future 
needs when lower prices are a pos- 
sibility. 

THE CREDIT SITUATION 


Several fairly large failures were 
encountered among retail hardware 
firms recently, and while the hard- 
ware field has had fewer business 
failures than most other retail lines, 
the increase in number, which normal- 
ly occurs at the start of each year, 
will result, it is expected, in the peak 
being reached this month. Local 
wholesalers seem to feel that ineffi- 
cient retailers will be eliminated, with 
the final result that healthier condi- 
tions will prevail when normal condi- 
tions return. In view of general con- 
ditions, they point out that collections 
have retained a remarkably good 
status. 
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A HIGH QUALITY LINE AT A MEDIUM PRICE 


body’s kitchen . . . 
price to reach the greatest buying public. 


Every merchant of sound judgment, facing 
the present decline of buying activity .. . 
knows that careful buying is one of the first 
essentials in meeting a narrowing market... . 
Sound, fair prices must prevail without un- 
necessary sacrifice of quality. 


Such a line is Cream City Ware .. . fine 
enough in quality to feel at home in any- 


reasonable enough in 


Now is the time to change lines . . . Fit your 
stock to present conditions and stimulate 
buying with Cream City Ware. ° Illustrated 
above are a few choice pieces of Cream City 
Ivory Ware . . . beautifully trimmed with 
green .. . artistically proportioned and de- 
signed ... a famous line with a famous name. 


We take this occasion to con- 


Geam {ity 1 are gratulate the Logan Gregg 
Hardware Company on their 


THE HOUSEWIFE’S PRIDE 


100th anniversary. May the 
next century be even more 
abundant. 


GEUDER, PAESCHKE & FREY CO., 30I-No. [5th St., Milwaukee, Wis. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May, 1931; exact dates 
to be decided later. L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION AND EXHIBITION, Hotel Whitcomb 
(Roof Garden), San Francisco, Feb. 17, 18, 19, 1931. 
LeRoy Smith, secretary, 112 Market St., San Francisco. 

CAROLINAS HARDWARE ASSOCIATION CONVENTION, 
Greensboro, N. C., June 9, 10, 11, 1931. Arthur 
R. Craig, secretary, 804-806 Commercial Bank Building, 
Charlotte, N. C. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
Taft Hotel, New Haven, Feb. 19, 20, 1981. Chas. R. 
Freeman, secretary, Branford. 

IDAHO RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Boise, Jan. 27, 28, 29, 1931. 
Headquarters, Owhyee Hotel. E. E. Lucas, secretary, 
Hutton Building, Spokane, Wash. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Hotel Sherman, Chicago, Feb. 10, 11, 
12, 1981. Paul M. Mulliken, Managing Diréctor, 14-16 
North Spring St., Elgin. R. Y. Wallace, Director of 
Exhibits, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Manufacturers’ Building at the 
Indiana State Fair Grounds, Indianapolis, Jan. 27, 28, 
29, 80, 1981. Hotel headquarters, Claypool Hotel. G. F. 
Sheely, secretary, 911 Meyer-Kiser Bank Building, 
Indianapolis, 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Des Moines, Feb. 10, 11, 12, 18, 1931. 
Convention sessions at the Hotel Savery; Hardware Ex- 
hibition at Des Moines Coliseum. A. R. Sale, secretary, 
Hardware Building, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBIT, Brown Hotel, Louisville, 
Jan. 20, 21, 22, 28, 1981. J. M. Stone, secretary- 
treasurer, Room 308, Republic Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Grand Rapids, Feb. 3, 4, 5, 6, 
1931. Headquarters, Hotel Pantlind. Exhibition at 
Waters-Klingman Exhibition Building. A. J. Scott, 
secretary, Marine City. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Ave., Grand Rapids. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 17, 18, 19, 20, 1981; Municipal Auditorium, 
Minneapolis. Charles H. Casey; manager-treasurer, 
2344 Nicollet Ave., Minneapolis. 

MISSISSIPPI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Buena Vista Hotel, Biloxi, June 15, 16, 17, 19381. 
Guy Nason, secretary, Starkville. 

MISSOURI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, New Jefferson Hotel, St. Louis, 
Feb. 24, 25, 26, 1981. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CONVENTION, Great Falls, Mont., Feb. 12, 18, 14, 1931 
A. C. Talmage, secretary-treasurer, Bozeman. 


MOUNTAIN STATES HARDWARB AND IMPLEMENT ‘Aneo- 
CIATION CONVENTION, Denver, Colo., Jan. 19, 20, 21, 
1981. John T. Bartlett, secretary, 2005 Mapleton Ave., 
Boulder, Colo. 

NATIONAL ELECTRIC LIGHT ASSOCIATION CONVENTION 
AND EXHIBITION, Atlantic City Auditorium and Con- 
vention Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 
1931. »A. Jackson Marshall, secretary, 420 Lexington 
Ave., New York City. 

NATIONAL HOUSE FURNISHING MANUFACTURERS” ASSO- 
CIATION EXHIBITION, Stevens Hotel, Chicago, fk, Jan. 
11-17, 1931. Warren Edwards, secretary, 308 West 
Washington St., Chicago, Ill. 

NEBRASKA RETAIL HARDWARB ASSOCIATION Convan- 
TION AND: EXHIBITION, University Coliseum, Lincoln, 
Jan. 27, 28,29, 30, 1981. Headquarters, Lincoln Hotel. 
Geo. H. Dietz, secretary, 414-419 Little Building, 
Lincoln. 

NEW ENGLAND RETAIL HARDWARE DBALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1981. Convention at Paul Revere Hall, 
Exhibition at Mechanics Building. George A. Fiel, 
secretary, 80 Federal St., Boston, Mass. 

NEw YorK STATE RBTAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Rochester, Feb. 17, 18, 
19, 20, 1981. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park, John B. Foley, sec- 
retary, 510 Hills Building, Syracuse. Martin Van 
Dussen, Manager of Exposition, 286 North St., Roches- 
ter. 

NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Minot, Feb. 10, 11, 12, 1981. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Cleveland, Feb. 17, 18, 19, 20, 1931. Head- 
quarters, Hotel Cleveland. Exhibition in Public Audi- 
torium Annex. James B. Carson, secretary, 708 Mutual 
Home Building, Dayton. ae 2 
’ OKLAHOMA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Masonic Temple, Oklahoma City, Jan. 27, 28, 29, 
1981. Charles F. Nelson, secretary, 207-208 Bloom- 
field Building, Oklahoma City. 

OREGON RETAIL HARDWARE & IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland, Feb. 10, 11, 12, 
1981. Headquarters Multnomah Hotel. E. E. Lucas, 
secretary, Hutton Building, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE & IMPLEMENT ASSO- 
CIATION CONVENTION, Spokane, Wash., Feb. 4, 5, 6, 1931. 
Headquarters Davenport Hotel. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 10, 11, 12, 18, 1931. 
W. Glenn Pearce, secretary-treasurer, 610 Wesley 
Building, Philadelphia. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 24, 25, 26, 1931, 
Ambassador Hotel Auditorium, Los Angeles. J. V. 
Guilfoyle, secretary, 420 E. 8th St., Los Angeles. 


(Continued on page 102) 
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See the Great Gendron Line 
at the 


New York Toy Fair 


Suite 1090-1091-1093 
McAlpin Hotel, New York City 





For 1931 Gendron has another strong 
and complete line for the hardware mer- 
chant. It is replete with bright, fast 
moving items—a line truly worthy of the 
Oldest Name in Wheel Goods. See our 
salesman in your territory and get the 
Gendron story for 1931 before placing 
your wheel goods specifications. 


From one 


old friend 


to another 





—the oldest manufacturer of 
Children’s Vehicles congratulates the 
Logan-Gregg Hardware Company upon 
the occasion of their Centennial 
Anniversary. 100 years of success 
built upon a strong foundation of 
good will and good service. A cen- 
tury of giving the best merchandise 
at the best price consistent with a 


standard high quality. 


For fifty-nine years Gendron has been 
producing a leading line of Children’s 
Vehicles, and we are mighty proud of 
our many years of friendly business 
relations with this pioneer hardware 
institution. 


The Gendron Wheel Co. Factory 
Toledo, Ohio 
N. Y. Office, 7 East 17th Street 





“Pioneer Line” 


as 


Vehicles for Children 


The Oldest Name in Wheel Goods 
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HOW’S BUSINESS > 


GCOIPgG TO: 2€ THis MONTH 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc. 


HIRTY-FOUR ECONOMIC EX- 
Epes ed OF BUSINESS 

PAPERS PUBLISHED BY THE 
United Business Publishers, Inc. 
—HERE PRESENT A COMBINED 
OPINION ABOUT THE COURSE OF 
BUSINESS DURING THE MONTH 
OF JANUARY. GOVERNMENT AND 
OTHER RECORDS PROVIDE YOU WITH 
HISTORY OF RECENT MONTHS. THIS 
BOARD OF EXPERTS DEALS ONLY 
WITH THE FUTURE. ITS OPINIONS 
ARE BASED ON CLOSE CONTACT 
WITH THE MORE THAN 400,000 
SUBSCRIBERS REACHED BY THEIR 
PUBLICATIONS IN FAR-FLUNG FIELDS 
OF RETAILING AND INDUSTRY. 


Confidence begins tu replace fear and indecisicn. 
Business sentiment grows more favorable. 


Those two great muscles, steel and copper, that 
parallel and aid in the support of the business back- 
bone, have increased in strength. More of our 
soiled financial linen has been laundered and, while 
locally a little unsteadying, has not precipitated a 
further general liquidation of stocks. 


The automotive industry stretches a cordial hand to 
increased buying by way of the automobile shows, 
and the great merchandising channels find their 
inventories exceptionally low. 


The consensus of opinion seems to be that we have 
touched bottom by rolling our wheels along it rather 
than with a decided thud, and that we are again 
gathering momentum. Whether we return to Better 
Business by air or afoot, the return will apparently 


“be steady and well tempered. The nausea of the 
long fall will counsel prudence in the upturn. 
The United Business Publishers, Inc., feel that the 
course of improvement is best personified by the 
cadence of marching shoulder to shoulder. The 
greater interdependence of the present calls for such 
concerted action. 
Consequently, we have offered to business the ring- 
ing phrase, “1931 AMERICA—FORWARD MARCH,” 
in the belief that business confidence will be further 
strengthened, and an impulse given to a forward 
movement. With this phrase as a banner, we pro- 
pose to give direction and stimulus in the fields 
which we serve, arid to carry this slogan into 250,000 
industrial and merchandising establishments, and 
through our consumer magazines into over 1,000,000 


American homes. 
“1931 AMERICA—FORWARD MARCH” 


THE COURSE OF BUSINESS FORECAST FOR THIS MONTH 





BUSINESS 


SALES 


RETAIL STOCKS 


COLLECTIONS 


25 COMMENTS 





AUTOMOTIVE 


Anticipated increase of 
40% in Jan. over Dec., 
with decrease of about 
30% from Jan. ’30 on pas- 
senger cars. Trucks 35% 
and 10% respectively. 


Passenger cars slightly 
higher—trucks about the 
same in Jan. as in Dec. 
Trucks slightly less, and 
Passenger cars quarter 
million less than Jan. '30. 


Passenger cars about the 
same, trucks slower in 
Jan. than in Dec. Pas- 
senger cars somewhat 
slower and trucks slight- 
¥ improved over Jan. 


Passenger car field grows 
more optimistic, and, as 
money loosens up, truck 
field will improve. 





DEPARTMENT 
STORES 


Normal seasonal decrease 
of 50% to 55% from Dec. 
About equal to Jan. ’30. 


Normal reduction follow- 
ing holiday selling, and 
about 10% lower than 
Jan. '30. 


On a par with recent 
months. 


The tendency toward ex- 
penditure in usable mer- 
chandise will continue 
through January. 





HARDWARE 


Substantial seasonal de- 
cline from December, and 
about 10% under Jan. '30. 


About 10% under Dec., 
ane 25% lower than Jan. 


Better than Dec. and 
ay slower than Jan. 
’ 


Recent firming of quota- 
tions on several basic 
lines instilling greater 
price confidence. 














INSURANCE 


Better in all lines over 
Dec., and a particular im- 
provement, especially in 
the cities, in all lines over 
Jan. '30. 


Collections are hard, and 
little immediate improve- 
ment is anticipated. 


The accumulation of con- 
~tracts deferred until af- 
ter the first of the year 
will make a substantial 
showing. 











JEWELRY 


Normal decrease of 70% 
to 75% from Dec. Slight- 
ly less than Jan. '30. 


Retail stocks at lowest 
point in a long time, much 
lower than Jan. ’30. 


Collections, by retailers, 
better than in Dec.; from 
retailers, active. Both 
about the same as Jan. 


A better financial posi- 
tion anticipated for the 
retailer than in past 
twelve months. 














LUMBER 


About the same as in 
Dec., and 15% to 20% 
lower than Jan. '30. 


Stocks in Dec. '30 and 
Jan. '31 at lowest point 
in several years. 30% un- 
der Jan. '30. 


Little change. 


Price and stock inquiries 
from railroad and auto- 
motive concerns are lend- 
ing encouragement. 








MACHINERY 


METAL 
PRODUCTS 


METALS 


Some measure of im- 
provement in the iron and 
steel business seems as- 
sured. 


Improvement in many 
metal-working and ma- 
chinery lines will get un- 
der way with more tan- 
gible evidence of better- 
ment in business senti- 
ment. 


seeeee 


The tow level of recent 
demand, and extraordi- 
nary pressure on inven- 
tories, suggest dammin 
up of requirements tha 
must soon be released. 








PLUMBING 
AND 
HEATING 


Slight improvement over 
Dec. (with seasonal al- 
=: but below Jan. 


Retail stocks will con- 
tinue low. 


decidedly better than 
. "30 because of bet- 
ter credit basis. 


te gro better than Dec., 
an 
Jan 


Stabilization of prices and 
a restoration of confi- 
dence in building industry 
necessary to give a de- 
cided turn for the better. 








SHOES 





Dependent upon weather. 
Rubber and heavy goods 
retarded, but should show 
exceptional business in 
Jan. General increase of 
10% over Jan. °30. 





Reduction in stocks uni- 
versal. about 16% under 
Jan. '30 





89.5% cash— 
Will con- 


Business 
10.5% credit. 
tinue normal. 





Orders will be placed for 
shoes for Easter selling. 
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Now Gives 














SHOTGUN SHELLS 


They Keep the Bore Clean! 


Congratulations ; 
sail Western has perfected a practical, non-corrosive primer for 
shotgun shells. It insures clean, rust-free shotguns! All 
LOGAN - GREGG Western shells are now loaded with non-corrosive primers, 
Hardware Co. free from the moisture-attracting and rust-producing chemi- 
or ee ay a cal deposits left in the gun by - style primers. : 
anniversary of the Logan-Gregg Shooters who know Western’s superiority and insist on 
Ss 5, A Oe Xpert, Field, Minimax, Record or the fanrous long-range 
bration of Mr. Robert M. : 
Ruts 40 seb ahnaarath Super-X load will be even more eager to buy Western 
the Logan-Gregg Company, the shells. Sold by leading jobbers everywhere. 
ee WESTERN CARTRIDGE COMPANY, 150 HUNTER AVENUE, 


glad to join with others in the 
industry in extending best 
wishes for another century of 
progress. 

Western is glad to list Logan- 
Gregg as one of the many hard- 
ware wholesalers who for years 
have found it pleasant and 
profitable to distribute Western 
ammunition. 


EAST ALTON, ILL. 
Branch Offices: Jersey City, N. J., San Francisco, Calif. 





Look to Western for the Newest in Ammunition! 





GET THE BIG NEWS ABOUT WESTERN'’S NEW SUPER-X .22—IN ALL THE LEADING 
JANUARY HARDWARE AND SPORTING GOODS TRADE PAPERS 
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All Winchester Shotshell Are and 
Will Be “Staynless” 


TAINLESS or _non-rusting 
S metallic ammunition has 
been an outstanding modern 
development in ammunition man- 
ufacture. It has been of great 
benefit to the average shooter and 
has probably aroused more favor- 
able comment among sportsmen 
and dealers than any other recent 
ballistic achievement. 


With its advent there have been 
no undesirable results, no loss of 
accuracy or reliability. It has 
brought less work, more fun, long- 
er life of firearms, lack of expense 
for cleaning materials, higher ve- 
locity and lower firearms repair 
and barrel replacements. Inspired 
by this experience sportsmen have 
often asked, “Why not apply the 
stainless or rustless feature to the 
priming of shotshells?” 


It was not as easy, however, to 
properly ignité 12, 16 and 20-gage 
shotgun shells with rustless styles 
of priming as was the case with 
the smaller size metallic ammuni- 
tion. The powder room in a shell 
case is larger and a greater volume 
of explosive must be ignited in a 
minimum of time. In most cases 
primers could not be made large 
enough to hold sufficient of some 
of the priming mixtures and still 
seat these primers in the standard 
priming pockets. 





Photographic evidence of Winchester Staynless Shotshell Primer giving a larger and 
better sustained ignition flash than do the corrosive type primers used in the test. 
In addition to this bright white flash, which promises more.regular velocities and more 
even shooting, it is possible to “hear” the difference, there being a pronounced “Spang.” 


Some two years ago, however, 
the Winchester Repeating Arms 
Co. solved the problem so success- 
fully that Winchester Staynless 
primers are not only non-corrosive 
but actually add other qualities of 
value to the shell. They give more 
complete ignition, for example, and 
are surer to fire at all extremes of 
temperature and climate. Exhaus- 
tive tests show that Winchester 
Staynless shells fire at 50° below 
zero, at 100° Fahrenheit or more, 


4, 





Winchester Staynless Shells were developed entirely by 

Winchester engineers in the company’s own laboratories. 

This picture shows removal of shell after being fired in 

primer test which satisfied engineers of the efficiency of 
the Winchester Staynless Primers. 


or at any temperature in between. 
The great difficulty is to make 
primers that will fire promptly and 
with full strength at well below 
zero cold. Winchester has solved 
this problem with unusual success 
and Winchester Staynless ammuni- 
tion of any kind can now be taken 
right to the Arctic or the equator 
where, like Winchester rifles, it 
will be found thoroughly reliable. 

For a year Staynless priming 
was used in 12, 16, 20 and smaller 
gage Winchester shotgun shells 
without the public being told about 
it. Then “Staynless” was marked 
plainly in, large lettering on the 
shell boxes holding all Leader, 
Speed-Loads, Repeater and Ranger 
Shells, and for still another year, 
the past shooting season included, 
millions of Winchester Staynless 
Shotshells were used by hundreds 
of thousands of satisfied customers 
throughout the country. Large 
sales of these shotshells was the 
answer of the sportsmen. 


Since the public has been as- 
sured by their own shooting that 
the Staynless feature is thorough- 
ly practical Winchester Repeating 
Arms Co. announces that all Win- 
chester shotshells are and will be 
“Staynless” shotshells. These shells 
are rustless, and pitless to the 
same extent as Winchester Stayn- 
less metallic ammunition and are 
just as satisfactory. 
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et’s start 1931 
with a Big Push! 


The present business situation is like starting a cold 
motor on a frosty morning. 


Sometimes you have to turn the engine over quite a 
while before it starts spinning. 


Our business motor has been allowed to get cold. 


Let’s start off the new year by giving the old industrial 
motor a few brisk turns, and see if we can’t keep it 
going on its own power. 


If, before January 15th, every retailer who reads this 
page would send in a careful order for his staple require- 
ments to his jobbing house for immediate shipment, it 
would have a wonderful effect on business as a whole. 


It would give the wholesalers of the country a sound 
basis for replenishing their stocks from the manufac- 
turers. Manufacturers, in turn, would anticipate their 
requirements for raw materials, and this new business 
would soon start the flow of money, both for wages and 


material. 


With a start like this, it would take only a few months 
until the business motor would be hitting “on all six” 


again. 


And, while you are making up your list of staple require- 
ments for 1931, remember that Daisy Air Rifles have 
become one of the most necessary staples in the modern 
hardware store. Our national advertising is continuing at 
full speed. We are creating the demand and there is 
profit for you in supplying it. 


Daisy Manufacturing 
Company 
Plymouth, Michigan, U. S. A. 


Pacific Coast Branch: 
Phil B. Bekeart Co., Mgrs. 
717 Market St., San Francisco, Calif. 


Southern Representatives: 


Louis Williams & Company 
511 Exchange Bldg., Nashville, Tenn. 


BULB EYE 


Bulls Eye Steel Air 
Rifle Shot ‘‘The kind 
the boys prefer.’ 
We recommend the 
use of Bulis Eye 
Steel Shot _ with 
Daisy Air Rifles. 


DAISY #3 RIFLES 























When Garden Lovers 
Flock to Your Door 


Will You be Ready 
for Them? 


Bright and early they will 
be—these gardeners anxious 
to prepare a hospitable *wel- 
come for the early arrival of 
the sociable little wren. 


The Arcade “Exclusive Wren 
Houses” are just what they 
need. 


Everyone that has a garden 
is anxious to entertain the 
desirable little bird who is 
always so busy, so cheerful, 
and so clean. 


Arcade Wren Houses are 
made in three shapes for fast- 
ening on poles, walls, under 
eaves or in the crotch of 
trees. They are stained brown 
with green roofs so they will 
blend appropriately into the 
garden surroundings. The 
houses may be supplied with 
or without metal, removable 
bottoms that make it possible 
to clean the houses each year. 


No Hardware store should 
miss*the opportunity of suc- 
cessfully appealing to the ar- 
tistic gardener with these at- 
tractive little bird houses. 





Short Handle Shovels, Hoes and Rakes 
Sun Dials, Flower Holders 


ARC AB HARDWARE 


a TOYS 


IRON 
Write us for catalog — Ask your Jobber for Prices 


Areade Manufacturing Co. 
FREEPORT, ILLINOIS 


NEW YORK DALLAS J.T. ROWNTREE 
200 Fifth Ave. D. D. Otstott, San Francisco Salt Lake City 
CHICAGO ne. Los Angeles’ Seattle 
553 W. Randolph St. Santa Fe Bldg. Denver Portland 


























HARDWARE AGE for JANUARY 8, 1931 














} SCHWINN MADE 
BICYCLES — } 


The most sturdy, complete assortment specially 
constructed for hard service to hardware job- 
bers and their trade through whom our prod- 3 
uct has been distributed for more than 35 
years doing all possible to keep our customers 
in line with competition now existing. 

. TO THE 


LOGAN-GREGG HARDWARE Co. 


: WE EXTEND OUR HEARTIEST CONGRATULATIONS 4 
ON THEIR ONE HUNDREDTH ANNIVERSARY 


ARNOLD SCHWINN & CO., CHICAGO | 


> 




















THERE’S PROFIT IN DOORS THAT NEED 


ILCO KEY-BLANKS 


A stock of ILCO key- 
blanks is a source of es- 
tablished profit. This is 
due to the fact that ILCO 
is accepted as standard, 
because of the high qual- 
ity constantly maintained, 
because of the resourceful 
modern organization be- 
hind the product. Our 
twelve branch offices that 
dot the map from the At- 
lantic to the Pacific offer you 
prompt efficient service. 

We cannot hope to give you the 
full story of the profit possibilities 
of ILCO key-blanks here, but it 
will be worth while for you to 
investigate them. Write us now 
for complete information and plan 
to give ILCO a convincing trial. 















THE INDEPENDENT LOCK COMPANY Massacnucena 


A Few Kind Words for 1930 


(Continued from page 57) 


I suspect that they were going with a pretty rapid set. 
Now in 1980, this young couple have not been flying 
so high. They are not attending cocktail parties. I 
had dinner with them the other night, and I noticed 
that his eye was clear and his hand was steady, much 
clearer and much steadier than they had been in the 
late part of 1929. I also noticed that the young wife 
was much slimmer than she had been. A year or two 
ago she was carrying about 25 lb. extra weight that 
was not becoming. There weré signs of a double chin. 
She looked several years younger the other night, and 
she told me confidentially that she was doing all of her 
own work. It is-quite evident that the exercise has had 
its proper effect. When one works hard during the day, 
one is not apt to sit up so late at night. Plenty of 
exercise, plain food, and enough sleep are wonderful 
things in the way of a beauty cure. I recommend it. 
I frequently recommend it to old friends rolling around 
in automobiles, swathed in furs. 


So, I actually believe 1930 was a fine thing for this 
young couple, and I have no doubt if the facts were 
known that there are thousands of young couples in this 
country to whom 1930 has given clearer eyes, better 
complexions and steadier nerves. 


But beyond all this, how should the years really be 
measured? When I look back into the past, I don’t 
even remember what my bank account was on any Jan. 
1. It may have been large or it may have been small, 
but I have actually forgotten. But as I look back into 
the years that are past I think of the friends I have 
had, and after all the greatest delights of existence have 
been through these friends. It seems to me that if 
we have held our friends in 1930, if our income losses, 
troubles and misfortunes have drawn us closer to our 
friends, then isn’t this to the credit of this most 
maligned year? In entering the new year wouldn’t it 
be better for this entire country to think less of material 
things and more of the people around us? After all, if 
you were worth millions and did not have a single friend 
don’t you think you would be far worse off than if you 
had very little but had friends upon whose loyalty, 
understanding and sympathy you knew you could de- 
pend? 

So, goodbye 1930! Probably if we understood better, 
we would appreciate you more. 





Monroe Numatic Door Check Prices 


Lue to an error, incorrect prices were- published in the Dec. 25, 1930 
issue of Hardware Age, in connection with an illustrated description of 
the Monroe Numatic Door Check. This appeared on page 70. The 
product is made by the Monroe Auto Equipment Co., Monroe, Mich. 
Suggested retail selling price is $1.25 as previously indicated. Dealer 
cost ranges from 85c. to 75c. each, according to the quantity ordered. 





The prices had erroneously been published as ranging from 55c. to 50c 
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1831-1931 


Logan Gregg Hardware Company 


PITTSBURGH, PENN. 


















Congratulations upon your century of Successful Service: 
May it be our privilege to again extend felicitations in 
2031. 


-IVER JOHNSON’S ARMS & CYCLE WORKS 


1871-1931 
Fitchburg, Mass. 











OUTING 


Automatie Cant-i-lever 
Tackle & Too! Boxes 











Spill 


Send for new eatalog illustrating in natural 
colors the fastest selling line of Tackle and Tool 
Boxes in America. Complete price range from 
$1.60 up. Many new features. Beautiful new fin- 
ishes. Also Pocket Anglers, Landing Nets, Decoys, 


TWO RECOGNIZED LEADERS 


CHAMPION—with double-tread 
double-row ball bearing wheels 
and double angie supports. Actual 
sidewalk tests prove conclusively 


REDSKIN—the nationally recog- 
nized volume seller. A ball bear- 


ing skate at NEW profit-spelling 
prices. The Red Strap makes a hit. 


Outing Manufacturing Co. | 


Mail Boxes. All Outing Products now sold direct 
from factory to dealer. Send coupon now for this 
catalog, free, and dealer discount proposition. 


101 Jackson St., Elkhart, Ind. 





Without obligation to me, please send your beau- 
tiful new catalog, showing your complete line of 
Outing products, and quote your best dealer 


the double life of Champion wheels We have a Merchandising Plan 
and the sturdiness of Champion To Help You Sell that will prove 














: te : z Proposition. 08 
all-around construction. surprisingly interesting. Nome 
Your Samples Are Ready— Write For Them Address eee Ris eS 
Town. 





KINGSTON PRODUCTS CORPORATION, Kokomo, Indiana 








State. 
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~~ BIG -BANG 


SAFE CELEBRATORS 









STRONG 
SELLING 
FEATURES 


2 Realism 
4. Economy 


3 Safety 


1 Noise 





NEW YORK TOY FAIR 
DISPLAY 
Permanent Showroom 


ROOM 461 
FIFTH AVENUE BUILDING 


Complete BIG-BANG Line 
Also 
NEW SURE-SELLERS 


Come and see them 











THE CONESTOGA CORPORATION 


Main Office and Factory, BETHLEHEM, PA., U.S.A. 
Export Dept.: Office No. 605, 130 Pearl St., New York City 


























A Powerful Profit Producer 


Just the toy for the modern boy. Turn 
the crank and various parts “work” just 


like the large engine. Beautifully finished 
in flashy colors. Built of cast-iron to with- 
stand hard knocks. Place some of them on 
your counter and watch the money come in. 
Write for complete Kentontoy catalog now. 


THE KENTON HARDWARE COMPANY 
Kenton, Ohio 








Behind the Counter 


With HERMAN JOHNSON 
Hardware Merchant, Duluth, Minn. 


If we didn’t spend two or three nights every three 
months cleaning up the store, rearranging tables, mov- 
ing the merchandise around, digging the slow sellers 
out, the store would look Jike a hog sty. 


* + * 


There’s a lot of potential business wrapped around 
the common, garden penny post card. For instance, 
mailing out 500 of them to 500 of your good, solid 
customers, and reading like this: 


“Hi, Jimmy, lookit the sled that dad got down to the 
Standard Hardware Store for a dollar. Ain’t she a 
whopper? Better get one before they’re gone,” is 
bound to sell sleds or anything. Try it! 


* * * 


A half hour spent with Bill Hankins over his back 
fence is worth a ton of advertising. I make it a point 
to call on one prospect for.a major appliance each day. 
It’s surprising what business will trickle in after those 
good old half hours of visiting with Bill and Mrs. Bill 
on their own home grounds. 


* * * 


Thursday of each week is our collection day, meaning 
the hard-pulls. We mail out reminders to the slow, 
call the tough ones, ring the doorbells on the real slow 
and hard to find. The reminders get to the delinquent 
on Friday, and sometimes, in a holiday spirit, Mr. Slow 
Pay drops in and squares up Saturday. Have a cer- 
tain day for getting after the delinquent. It’s a good 
habit to cultivate. : 

‘ * * * 


Swan ‘geng of Old Man 1930 to all the folks and 
Baby 1931: 


“T’m glad I’m getting out. When they found me 
they hung ribbons on me and fussed. Then they kicked 
me out. Now look at me. I need a shave, my pants 
are worn out, and my belly is empty. I hope I run 
into some of those ‘bears’: down where I am going. 
Good luck, kid. I hope they’ll take better care of you.” 


a 


We find that we can’t merchandise major lines suc- 
cessfully without outside help. Each year we recruit 
part-time men from the different neighborhoods we 
serve. These we train, counsel with help from jobber 
and factory men. One of our best shots last year sold 
close to $2,000 worth of radio alone. I turned over 
the entire neighborhood to him. Gave him 10 on direct 
sales and 2 per cent on any business coming to the store. 
Try part-time community men. It might be the an- 
swer to your selling problem. 




















HARDWARE AGE for JANUARY 8, 1931 


101 











HOPPE’S. 
PRODUCTS for 
Hunters and Trapshooters 


Hoppe’s Gun Cleaning Packs con- 
taining Hoppe’s No. 9 Solvent, 
Lubricating Oil and Gun Grease are 
well known and preferred by 
sportsmen. They literally sell 
themselves—they do everything but 
ring your cash register. Sold by all 
jobbers. 


FRANK A. HOPPE, Inc. | 
2314-H North 8th St. Philadelphia, Pa. 











LEADERSHIP! 


The Choice of Champions for 
more than 26 years, “Chicago” 
Roller Skates have established 
more World’s Records than all 
other makes combined. 

They are used in 85 per cent oi 
the rinks of America and Great 
Britain, and are the preferred 
skate of boys and girls the 
world over. They’re leaders for 
dealers, too, and with a good 
wide margin of profit! 
Stock © money - making 
cagos.” Write for prices and 
latest catalogue today. 





4-Color Display FREE 


“Chi- Our newest help for dealers. 
Holds two roller skates.. A ~ 
real interest getter! 


CHICAGO ROLLER SKATE COMPANY 


Roller Skates with Records for Over 26 Years 


4456 West Lake Street 


cHICACO = SCOUT 
BLYING ot 


Every child in your com- 
munity is entitled to 
membership in the Speed- 
A-Way Club, through 
YOUR STORE. An ef- 
fective merchandising 
plan—ask us about it. 


Chicago, Illinois 









No. i0i—‘‘Chicago’” FLYING 
SCOUT. Our new wonder skate, 
with the powerful ‘‘Chicago’’ 
Channel Arch. Double-Tread 
“‘TRIPLE-WARE”’ Steel Wheels, 
Grade ‘‘A’’ Ball Bearings, solid 
leather strap. List Price $2.25. 











The Choice of Champions 








Drubak 


Hunting Clothes 





Congratulations to 
LOGAN-GREGG HDW. CO. 
On their 100th Anniver- 


sary of a successful and 
growing business. 


THE DRYBAK CORPORATION 


93 Worth St., New York Factory: Binghamton, N. Y. 














Make Your Wants Known 


If it’s Hardware you have for sale or want 
to buy—make your wants known in Harp- 
WARE AGE, the “News-business” paper of hard- 
ware retailers and wholesalers all over the 
United States. 


Harpwakre AcE will bring buyer and seller to- 
gether at minimum cost. 

























The style and color of 
“Gold Medal’ Folding 
Furniture, eve in 
your store and windows 


will attract trade. Write 
today for beautiful cata- 
log showing the 1931 line 
in colors. 


New, Attractive Colors and 
Patterns in the 1931 Line 


At the left is ‘Gold Medal’’ Chair No. 
35GM as available in 1931. This strongly 
made, compact folding chair is finished in 
green lacquer and has a pleasing flora) 
pattern cover. Can also be obtained witb 
attractive triangle, wedge or stripe pat- 
tern cover and red lacquer finish, if de- 
sired. These and other designs in the 
1931 ‘‘Gold Medal’’ Line offer you new op- 
portunities for profit. 


Gold Medal Folding Furniture Co. 
1706 Packard Ave. Racine, Wis. 





RADE MARK REC. U.S. PAT. OFF, 
e > 


GoLD MEDAL’ 
FO. Furniture 
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JUVENILE VEHICLES 
with 
DUAL ACTION! 


Black Beauty—Nobby Hobby—Red Bird 
Get the facts about these new, 
entirely different toys 


CORCORAN 


THE CORCORAN MFG. COMPANY 
Norwood Dept. HA-131 Cincinnati, Ohio 
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“Imperial Mailtainer’’ 


This strong combination of 
wrought iron, wrought brass 
and heavy galvanized steel is 
both an ornament and a utility 
for any home seeking distinc- 
tion. The best of our big line; 
rust-proof and offered in five 
new finishes. Write for full 
particulars. 


Chicago Salesroom, 1498 Merchandise Mart. 








FULTON LINF 


PATENT NOVELTY COMPANY 


INOIS 


















Sell erate store 


The First Best Skate—The Best Skate Today! 


Dealers can make real money, and 

build a steady, stable business besides 

with Richardson Roller Skates and the 
selling plan. 








Write for it today. 
Richardson Ball 
Bearing Skate Co. 
3312-18 Ravenswood Ave. 
Chieago, It. 
Established 1884 











REVOLVERS 
SHOTGUNS 


TRADE 





~~ Co. 
MARK 


Send for catalog 


Harrington & Richardson Arms Company 
Worcester Mass., U. S. A. . 




















Coming Conventions 


(Continued from Page 92) 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 12, 13, 14, 1981. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, New Auditorium, Rapid City, Feb. 3, 4, 5, 
1931. Headquarters, Alex Johnson Hotel. Charles H. 
Casey, manager and treasurer, 2344 Nicollet Ave., 
Minneapolis, Minn. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CON- 


| VENTION, Baker Hotel, Dallas, Jan. 20, 21, 22, 1981. Dan 


Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Richmond, Feb. 24, 25, 26, 1931. 
Thos. B. Howell, secretary, 802 Broad St., Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Charleston, Jan. 20, 21, 22, 19381. 
Headquarters, Daniel Boone Hotel. Exhibition in the 
Armory Building. James B. Carson, secretary, 708 
Mutual Home Building, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARDWARE ASSO- 
CIATION CONVENTION, Kansas City, Mo., Jan. 20, 21, 22, 
1931. Headquarters, Hotel President. Sessions in Mis- 
souri Theater. H. J. Hodge, secretary, Abilene, Kan. 
Western Hardware Showin connection. Louis W. 
Shouse, secretary, Convention Hall. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 3, 4, 5, 6, 1931. B. Christianson, secretary, 
Stevens Point. 


THE STOCK EXCHANGE 


By J. R. STIDMAN 


We are indebted to Mr. A. Zimmerman, of Baltimore, 
for the following: 


At night in Bifkin’s hardware store 
Occurred a thing most strange; 
The goods began to aif their views, 
A sort of Stock Exchange. 

“What Hoe!” the Shovel loudly called, 
“Let’s Pick no quarrels here, 

But Awl be free to chatter on— 
It Adz a bit of cheer.” 
“I’m keen for that,” the Scissors said, 
“Miss Chisel mopes and mopes. 
Perhaps it will Screw her courage up 
And Razor sinking hopes.” 

“A little talk will Brace me, too,” 
The Trowel took the floor, 

“But if you cry ‘Oh, get the Hook!’ 
I’ll trouble you no Mower.” 

“Some Ax so queer,” the Knife cut in. 
“They Hammer everyone, 

But let them try to Nail me down; 
I’ll spike each blooming Gun.” 

“I see your point,” the Fork replied, 
“But Wire you unafraid? 


The Key to all my courage is 
I call a Spade a Spade.” 

Just then the Gim-let in the light, 
The Lock came off the door. 

The man who owned these Staple 


goods 
Stepped into Bifkin’s. store. 
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The Story of Logan-Gregg 


(Continued from page 60) 


still holds and he continues to su- 
pervise the financial end and the 
work of the credit department. 


The secretary of the firm, Wil- 
liam E. Alter, took that position.in 
January, 1930. He, too, has a long 
record, having joined the organi- 
zation in 1887 as a billing clerk. 
In 1895 he became a traveling 
salesman, and for fifteen years 
covered the territory between 
Pittsburgh and Huntingdon, Pa., 
and the eastern part of Ohio. For 
the past three years he has had 
charge of the builders’ hardware 
department. 


Earl Mann, who has had charge 
of all buying, started his career 
as an errand boy in 1895. Three 
years later he was placed in 
charge of the bicycle stock, which 


at that time was of major impor- 
tance. In 1905 he took charge of 
the cutlery stock, and in 1914 be- 
came assistant buyer. Since 1927 
he has had full charge of all pur- 
chases, and is known to all manu- 
facturers’ salesmen who cover the 
Pittsburgh territory. 


What the next one hundred 
years will bring forth no one can 
foresee, but without a doubt hard- 
ware and allied lines will continue 
to play an increasingly important 
part in the developments which 
will take place. In observing the 
first century of progress the exec- 
utives and personnel of the Logan- 
Gregg Hardware Co. pledge them- 
selves to carry out and further 
the tradition of service which is 
their most treasured heritage 
from the founders. 





Value of Lighting 


The window display materials fur- 

nished by the manufacturers of na- 
tionally advertised products are one 
of the best and most efficient selling 
helps available to retailers, and if 
they are not used effectively, the re- 
tailer is overlooking a wonderful op- 
portunity to capitalize on the adver- 
tising being run for his benefit, says 
an editorial from “The Store,” pub- 
lished by the Times-Picayune, New 
Orleans, La. 
* An attractive store window can 
prove a large factor in the turnover 
of various products, but many deal- 
ers are not getting full benefit from 
the value of these displays because 
they are working them only two-thirds 
of the time. When a show window is 
darkened at closing time, 33% per 
cent of the pulling power is lost. 

Show windows are actually work- 
ing between the hours of 8 o’clock in 
the morning and 11 o’clock at night 
—fiftéen hours of effective tie-up ad- 
vertising. Usually before 8 a.m. the 
passerby is hurrying to work and 
has little time for window shopping, 
but after that time they have more 
time to stop and look. After dinner 
in the evening, and usually until about 
11 o’clock, many people pass going to 
or coming from their evening’s rec- 
reation at the theater or other en- 
tertainment. 

An attractive window, brilliantly 





Show Windows 


lighted for a few hours at night, 
will bring many new customers to 
your store and serve as an effective 
reminder for your old customers. 


Value of Small Extra Sales 
to Merchants Is Shown 


The potential importance of small 
things is brought out by a calculation 
showing the value to a storekeeper of 
an average increase of ten cents in his 
sales to each customer. The table be- 
low was compiled by the San Fran- 
cisco News-Co-operator and shows the 
annual increase in sales resulting 
from an average increase of ten cents 
a customer for various numbers of 
daily customers. Suggestive selling 
which succeeds in adding one small 
item to each purchase will obtain this 
result: 


Daily Yearly 
Sales Increase Customers Increase 

10 cents 150 $4,695 
10 cents 175 5,477 
10 cents 200 6,200 
10 cents 300 9,370 
10 cents 400 12,520 
10 cents 500 15,650 
10 cents 600 18,780 

~ 10 cents 700 21,910 
10 cents 800 25,040 














Regardless what the job—regardless who 
the workman—you may rest assured that 
it will be done more easily, more satisfac- 
torily when the Pliers are Kleins. “Since 
1857” Klein Pliers have been the standard 
with master workmen and with public 
utilities. They have won their dominant 
position, because they represent the high- 
est in quality—the utmost in service. It 
will pay you to carry Klein Pliers in stock. 
Make a mote on your want book and order 
from your jobber salesman the next time 
he is in. 


Mathias BB IF BR] &.Son: 


3200 BELMONT AVE., CHICAGO 

















104 


HARDWARE AGE for JANUARY 8, 1931 

















Every Car Owner 
Needs a 


Kees Frost Kleerer 


Wherever snow, sleet and frost are preva- 
lent you will find an unlimited market for 


Kees Frost 
Kleerer. 


Removes dan- 
"| gers of winter 
a driving by 
keeping wind- 
shield clear of 
ice and snow. 
Aluminum 
frame; trans- 
parent back; 
nichrome re- 
sistance wire. 
Complete with 
ire sn 





Ww 
switch or cowl light socket for Ford cars. 


Attractive display cards and other dealer 
helps furnished. Write NOW for full in- 
formation about this big profit maker. 


F. D. KEES MFG. CO. 
Beatrice, Nebr. 





Kees Frost KLEERER 
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Speed Up 
the 
Wheels of 


Industry 


Write to your jobber 
today for any of the 
merchandise  adver- 
tised in these pages. 
Don't wait for the . 
jobber’s salesman. 
You may forget. 








The 1931 Toy Fairs. 


(Continued from page 53) 


the association has asked the coopera- 
tion of wholesalers, distributors, re- 
tail hardware chains, mail order 
houses, department stores and other 
groups of stores handling toys 
throughout the year or during holi- 
days only. Individuals are also being 
asked to cooperate. 

The Toy Manufacturers of the 
U. S. A. has announced that it will 
be very pleased to receive any com- 
ments from dealers, containing per- 
sonal preference as to methods which 
should or should not be used. In sub- 
mitting such opinions the association 
has stated that suggestions should be 
supported by data, justifying the 
change recommended. Knowledge on 
the part of the manufacturers as to 
the needs of the distributors and an 
understanding by the distributors as 
to the problems of the manufacturers 
is necessary in solving the problems. 

To promote such mutual confidence 
and understanding the Toy Manufac- 
turers of the U. S. A. have invited 
the National Retail Retail Dry Goods 
Association to appoint a committee 
from its Merchandise Managers Di- 
vision to serve as a contact committee 
in the development of a program 
which will be to the mutual advantage 
of department stores and manufac- 
turers. The association has an- 
nounced that it would welcome an op- 
portunity to meet with the commit- 
tees from all-branches of distributors 
to enable formation of a sound pro- 
gram. 

The National Retail Dry Goods As- 
sociation has clearly indicated that it 
feels that manufacturers must assume 
control over certain problems in mar- 
keting and that manufacturers on 
their part recognize that obligation. 
The manufacturers hope that in the 
very near future every ‘exhibitor at 
any toy fair under the auspices of 
the national toy association will sub- 
scribe to a code of trade practices, 
which will cover all of the points that 


have been raised, thereby offering 
the background for continued cooper- 
ation from year to year. 

The toy manufacturers association 
has announced that applications for 
exhibition space for the New York 
April Fair or the Chicago May Fair 
will now be received. Adequate ex- 
hibition space will be provided for 
members and for non-members, who 
are eligible for membership or for 
their agents.. A complete statement 
of the association’s plans and rules 
will be sent anyone who is interested. 

A new committee, known as the 
committee on marketing, has been 
given the responsibility for investiga- 
tion activities of the association. The 
committee will seek every means of 
promoting the growth of the indus- 
try. It will have direct charge not 
only of toy fairs under the auspices 
of the association but will develop a 
complete program to promote the 
better distribution of toys. The com- 
mittee will work through direct con- 
tact with the trade and through agen- 
cies, directly or: indirectly interested 
in ‘the welfare and training of chil- 
dren. 

In cooperation with one of the lead- 
ing high schools of the Middle West 
the association has, within the past, 
supplied toys to be used in a school 
where experiments in education are 
worked out both for backward and ex- 
ceptionally bright children. This is 
only one of the channels through 
which the group may develop a 
greater appreciation of what toys can 
mean to children and why toys are 
required all the year round. 

In a recent interview with a person 
interested in adult recreation a rep- 
resentative of the Toy Association 
stated that toy manufacturers must 
be good child psychologists and that 
firms that have been makers of toys 
for many years must have used prin- 
ciples that are now being recognized 
by all parents and teachers. 





Hoppe’s Guide for Gun 
Protection Published 


“Hoppe’s Guide for Gun Protection” is 
the title of a booklet offered by Frank 
A. Hoppe, Inc., 2314 N: Eighth St., Phila- 
delphia, Pa. makers of Hoppe’s gun- 
cleaning products. The booklet, illus- 
trated throughout, is an improved edition 
of the previous guide and contains up- 
to-date information on the care and clean- 
ing of firearms, proper selection of clean- 
ing tools and other pertinent data. The 
Hoppe organization states that it is the 
only known book of its kind on gun 
cleaning, and has for its authority the 
27 years’ experience of the company in 
that line. Copies of the book are avail- 
able. free of cost to dealers=for distribu- 


tion to their trade. Booklet has an at- 
tractive red cover, with room at the bot- 
tom for the dealer’s imprint. 





Van Dorn Electric Tools 
Shown in Attractive Catalog . 


The Van Dorn Electric Tool Co., 
Cleveland, Ohio, has issued a catalog 
illustrating and describing Van Dorn 
electric drills, electric tool kits, polish- 
ing and drilling kits, drill and grinder 
attachments, electric drills, electric ham- 
mers, engine kits, cutter sets and other 
repair and accessory items. Prices, speci- 
fications, model numbers and general de- 
scriptive matter are included in the cata- 
log. 
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Here’s a Money Saving Idea 


(Continued from page 64) 


“A requisition constitutes a re- 
quest or order for the delivery of 
specified items, usually made in du- 
plicate or triplicate form. The 
original is presented when the 
purchase is made and only pur- 
chases accompanied by a requisi- 
tion are authorized. At the end of 
the month it is then customary to 
attach all requisitions to the state- 
ment when it is presented for pay- 
ment. It can readily be seen that 
such a practice makes for simplic- 
ity and expedites the checking pro- 
cedure. 

“The simple and inexpensive 
form of requisition shown can be 
easily prepared and is the means 
for securing a permanent and ac- 
curate record of all purchases. The 
form designates to whom the order 
is to be delivered and provides 
space for enumerating the items 
desired. It also shows the particu- 
lar department to which the pur- 
chase is to be debited, which is nec- 
essary when the store is being con- 
ducted on a departmental basis. In 
addition, the requisition must be 
signed by someone responsible for 
authorizing the purchase, as well as 
by the bearer who must sign as 
having received the stipulated ar- 
ticles. 

“We have been using the requisi- 














tions to authorize purchases both 
in inter-departmental transactions 
and those outside our own institu- 
tion. It is customary to have the 
department managers issue a req- 
uisition when sending any of the 
employees out to make a purchase. 
We have the duplicate requisi- 
tions on file and it is possible 
to detect any errors that might 
creep into statements when they 
are submitted. Too, we find that 
it makes for a minimum of pur- 
chases when each purchaser is re- 
quired to go through the requisi- 
tion procedure. 

“In our opinion, a similar plan is 
of vital importance to the merchant 
as it can easily be the means of 
avoiding costly errors that might 
otherwise escape attention and 
possibly never be detected. There 
is no reason why the requisition 
form could not be prepared in a 
different manenr from the one il- 
lustrated. In fact, it is often nec- 
essary to vary the style of the form 
to meet the requirements of the 
particular store which intends to 
adopt the idea. However, it is sug- 
gested that some similar form be 
employed to further greater effici- 
ency in this phase of hardware 
store business methods.” 











During the past fifteen years the total wealth of the United 
States has risen from one hundred and seven billion dollars to over 
five hundred billion dollars; the total annual income from all 
sources has increased from eighteen billion dollars to one hundred 
and fifteen billion dollars; the value of manufactured products has 
jumped from less than fifteen billion dollars to over seventy billion 
dollars ; deposits in savings accounts rose from five billion dollars 
to twenty-nine billion dollars, and life insurance during this period 
increased from twelve billion five hundred million dollars to one 
hundred billion dollars.—The Spinning Wheel. 


We're Making Progress 




















OF KIN 


“RED END” 
RULES 














Profitable to the dealer 
because they give the cus- 


tomer the most for his 
money. ‘Superior enamel 
finish, solid brass rather 
than plated fittings, and 
strike plates, have long 
made these rules most 


popular. 


Now the new type Lock 
Joints make it a still more 
firm and accurate rule, 
and one that will longer 


retain its accuracy. 


MACHINISTS TOOLS 
MEASURING TAPES 
RULES 


Your jobber can‘ship 
them from stock 


Send for Catalog 


THE [UFKIN fpULe C0. 


SAGINAW, MICHIGAN 


New York Windsor, Can. 





Congratulations to The 
Logan Gregg Hardware 
Co. on the completion of 
one hundred years of out- 
standing service to the 
trade. 
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Rixson 
No. 33 
Friction Stay 








The 
Watchdog at the 
Window 


Permanently and sleeplessly on 
guard, Rixson Friction Stays hold 
hinged windows, doors and tran- 
soms at any desired point. This de- 
vice for maintaining any adjustment 
between closed and wide open, is 
designed on the principle of the 
multiple disc clutch. Six friction 





surfaces one inch in diameter resist 
drafts and breezes but yield to the 
human hand. A hexagon headed 
bolt adjusts the friction. 

You'll find many simple applica- 
tions for this popular item. Refer- 
ence to catalog data will show you 


the available types. 

















THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, IIL. 


New York Office: 101 Park Ave., N. Y.C. 
Philadelphia Atlanta 


New Orleans Los Angeles Winnipeg 















aS 


Builders’ Hardware 
Overhead Door Checks Casement Operators and Hinges 
Floor Checks, Single Acting Concealed Transom Operators 
Floor Checks, Double Acting Adjustable Ball Hinges 

Olive Knuckle Hinges Butts, Pivots and Bolts 
Friction Hinges Door Stays and Holders 











Potential customers, too, if your toy 
line is carefully selected to include 
what little girls find desirable. In the 
second week’s issue each month 
Hardware Age has specialized edi- 
torial features on toy merchandising, 
and the editors never lose sight of the 
fact that there are just as many little 
girls as little boys in the families of 


your customers. 


HARDWARE AGE 


239 WEST 39th ST. NEW YORK CITY 
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They Don’t Believe You! 


(Continued from page 65) 


You are at the forking of the road. You must choose 
between maintaining prices and forcing on customers 
a quality they do not want, or maintaining the quality 
they expect and reducing the price. And the choice is 
—lower your accustomed prices! 


Price lining is an essential part of the modern mer- 
chandising program. But it is very sad to contemplate 
the extent to which you have made the public, as well 
as your merchandising division, dependent upon price 
lines, 


You can hardly turn around and expect to convince 
your public overnight that you are trading up on 
values, when you have been trying for years to con- 
vince them that you were trading down on prices. Here 
you are with your nice established price lines and tell- 
ing your public, quite truthfully, that you are offering 
them much better value at these prices than you did 
a year ago. You are perhaps surprised to find that your 
public is not particularly responsive. But what else 
can you expect, when you have been educating them 
religiously for years to know, as Oscar Wilde put it, 
“the price of everything and the value of nothing”? 


This is a situation which you must face frankly. 
You have made the public price-minded, and you must 
expect that the public will remain price-minded for 
some time to come until you change your tactics. The 
situation is not going to change suddenly. Relatively 
low prices will remain for quite a while, and people 
will continue to look for relatively low prices on the 
kinds of merchandise they are accustomed to buy. You 
have not only fixed your own prices; you have fixed 
these prices in the minds of your public. And these 
prices are the standard by which the public measure 
the reductions which they expect to get. 





A-G Electrokook 


American Gas Machine Co, Inc., 
Albert Lea, Minn., has placed on 
the market a new electrical appli- 
ance known as the A-G Electro- 
kook. It is a neatly designed and 
compactly built portable electric 
stove and oven combined, so con- 
structed that the stove proper, or 
hot plate, may be removed from 
the oven and used independently. 
The appliance is operated from a 
wall outlet. Oven is insulated with | inch air cell asbestos except the 
door which has 14 inches. It is provided with an adjustable vent by 
which excess moisture may be allowed occasionally to escape. Entire 
assembly is finished in Nile green porcelain enamel. Oven linings are 
in porcelain enamel, the oven top being chromium plated. There are 
two heating units, one of 1320 watt capacity and the other of 660 watts 
Switches are of three heat type. When right hand unit is operating at 
1320 units is used, the left hand unit cannot be used. With right unit 
at medium or low, left hand unit may be used at any of its three heats 
The A-G Electrokook is offered to retail for the suggested ‘price of 
— In the district west of the Rocky Mountains, price is slightly 
igher. 














No. 220 


hroughout 


the life of any structure 


GRIFFIN HINGES 


prove worthy of the im- 
portant part they play 


in daily service. 


( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Marker St. 
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STRENGTH MEETS STRENGTH | 


on the Blacksmiths Aroil! 


LACKSMITHING is a man’s 
job. Only muscle, heat and 
brute force can change the shape 
of unyielding iron and steel. Blow 
by blow while the anvil rings the 
handle in a smith’s hammer must 
take the torture of a white hot 
forge. Sheer strength, as found 
in Sallee handles of second-growth 
hickory, and oak, meet every test 
for shopman’s tools and stick to 
their jobs. 


ee Handles for every type of 
i? | tool. Write for price lists 
d ! and grading sheets. 


SALLEE BROS. 





POCAHONTAS, ARK. 


“Years of experience in handle making— 
from tread mill to modern plant production.” 












Oliver Bros. Foresee [m- 
provement in Review 
of Business Conditions 


ETTER times are predicted in a review of busi- 
B ness conditions just issued by Oliver Brothers, 

Inc., purchasing agents of hardware and allied 
lines, having their main office at 71-73 Murray St., 
New York City. The market letter, under the title: 
“Business Conditions As We See Them,” voices the 
opinion that the depression has run its course and that 
some improvement ean be expected during the first 
quarter of the current year. In this connection, the 
review points out that improvement will probably make 
itself felt in February, but cautions the trade that a 
slight reaction will follow the early recovery, before 
permanent improvement begins. 


' One of the chief. causes of the depression, according: 
to Oliver Brothers’ letter, has been overproduction of 
staple commodities, with price fixing schemes a con- 
tributing factor. The hardshipsinstallment selling has. 
worked on some retailers are also emphasized, and the 
fact that the depression has been world wide in scope 
is also stressed. The letter, in full, follows: 


“On the eve of the New Year, putting aside the more 
or less perfunctory optimism of government officials and! 
eminent business men, there is a disposition in respon- 
sible quarters to exercise extreme reserve in forecast- 
ing the trend of events in 1981. The very length of 
the depression to date (from its inception in July or 
August, 1929, it has been growing progressively worse 
for some eighteen months), however, is a strong 
point in favor of the idea that it has run its course, and: 
that the process of rehabilitation is even now at work, 
and may begin to bear fruit rather sooner than ex- 
pected. We would not think of arguing that industry 
will return to. normal conditions this coming year, but 
the climb will almost certainly begin. He who does 
not expect a sudden eure overnight will have something 
to show for his judgment and confidence, whereas those 
who put “optimism” before common sense, will, we 
suppose, blow hot and cold as a series of forward steps: 
are interrupted by minor reactions. 


Changes in First Quarter 


“There will be some improvement in the first quar- 
ter, making itself felt, probably, in February. After- 
that there is bound to be a slight reaction, which will, 
of course, be acutely disappointing to those who fail’ 
to understand the processes involved in shaking off the 
effects of what has proved to be one of the severest: 
depressions ever experienced. 


“In short, it seems not unlikely, as a banker sug-- 
gested in conversation the other day, that the closing; 


(Continued on page 112) 
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Handy 
Grass Shear 





Se in Demand 


Suicinatiie Stine 


GARDEN TOOLS 














Forged Steel 


Pruning Shear Fine finish, bright colors and new designs 


attract customers. Our name, synonymous 
with highest quality for 60 years, makes selling 
easy. You can back these quality shears with 
your personal guarantee for you know we will 
protect you. 









Send for Catalog 


SEYMOUR SMITH & SON, INC. 
OAKVILLE, CONN. 


Sales Representatives 


John H. Graham & Co., 113 Chambers St., New York 
268 Market St., San Francisco 













The Ezy Cut 
Hedge Shear 











DIXON’S 
Graphite Products 


No other substance has such universal applica- 
tion in preventing power losses as graphite 
and its products. 


Dixon’s Flake Graphite alone, or blended with 
oil or grease, prevents friction losses by pro- 
ducing dead smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint 
Compound eliminate loss of power in genera- 
tion and transmission by making absolutely 
tight threaded and gasket joints in cylinder 
heads, pipe lines, etc. Also Dixon’s Boiler 
Graphite, which keeps boiler tubes clear and 
free of scale. 














Flake Graphite More than a 100 years of experience in over- 
Boiler Graphite coming power losses by means of graphite 
Graphite Cup Grease is back of every ounce of Dixon’s Graphite 
Waterproof Graphite Grease Products. 
Solid Belt Dressing “ ‘ 
Pipe Joint Cantisoend Write for Bulletin 40-C 
insolu i ter) 2 + 
quilt, ea Joseph Dixon Crucible Company 
(insoluble in gas or oil) Jersey City Data's New Jersey 


Graphite Motor Brushes ESTABLISHED 1697 
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ba 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 















y for large 
: stores 


Merchandising 
METHODS... 


That’s the keynote for 1931. Are you fully 
prepared to master this problem in your 
own store? If not, our service department 
can be of valuable assistance to you. To get 
your copy of “The Heller System of larger 
profits,” simply tear out this ad and mail 
now, while this page is before you... 
(no obligation). 


HELLER °:' 


stores 





Merchandising Systems 


W.C. HELLER & COMPANY 
MONTPELIER, OHIO 


New York Office: 
20 Vesey St., Suite 500 


Sign 
in the 
margin. 
Tear out ad 
and mail 
Y today. 






























84 
Good 
Toy 
Mats 


for 
$15.00 


Knowing that many of 
our subscribers who 
handle toys and who 
have great difficulty in 
obtaining mats of toys 
for their Christmas ~~ 
Advertising, we have 
arranged a special four 
page supplement 
containing 84 
small and me- 
dium sized mats 
of toys, which 
we will send 
complete for 
$15.00. About 17c 
apiece. 













A copy of this sup- 
plement will be sent 
upon request to any 
of our subscribers, 
without any obliga- 
tion whatsoever. 
Mats will be sold 
only to one sub- 
scriber in each town. 


Write today. 


Hardware Age 
239 W. 39th St. 
New York City 
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You bet there’s a real demand for Kester! Almost every man, 
most women, and a lot of youngsters who come to your store, 
can be sold a package of Kester for the showing. 

The reason is that Kester has made the process of soldering an 
ordinary, every-day affair. It’s so easy to use that first-time solderers 
can do a fine job with it. And Kester has put this simplicity and 
saving idea across so well in its extensive national advertising, 
that today merchants are selling more solder to home-solderers 
than to all the professional users put together. 

There’s the Metal Mender, and the Radio Solder. You ought to 
stock up on both—and it wouldn’t be a bad idea to keep a few 
spools of Kester on hand, too—because a good many people are 
using Kester pretty regularly, and the economy of the spool will 
appeal to them. Order Kester from your jobber now. You'll be 
surprised at the rate of turnover, and the profit you'll make! Kester 
Solder Co.,4205 Wrightwood Ave., Chicago, Ill. Incorporated 1899. 





“That’s what I call quick turnover 
... there’s a real demand 


for this Kester, Joe!” 


HAA Fey gcrs 
ALIN C8 


KESTER’S 
hearty congratulations to 
Logan Gregg Hardware Com- 
pany of Pittsburgh, celebrat- 
ing its 75th anniversary in the 
jobbing business. .. 


and Robert M. Repp, celebrate 
ing his personal 50th anni- 
versary in the business. 

Best Wishes! 


LAS 0 VF 
Y 


>> 

Vii LS A\ 

HHH WS racore 
4 


MMi “eo 











| 
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Sosa 
er withou! 





HUNDREDS 
OF 
HARDWARE 
STORES 
Find Lawn 
Mower 
Sharpening 
Profitable 

with the 


“IDEAL” LAWN MOWER SHARPENER 


These stores have come to realize that many first-class 
lawn mowers they sell fail to give good satisfaction sim- 
ply because of improper sharpening. These dealers, 
by installing an IDEAL LAWN MOWER SHARPENER 
and sharpening the mowers themselves, render a much 
wanted service to their customers, and make liberal 
profits themselves. 


$1.50 to $2.00 PER MOWER—15 Minutes Work 














Any boy can operate the IDEAL. usual charge, $1.50 to $2.00 per 
Slip the mower into the IDEAL mower, is mostly profit. 


without dismantling, make a 
few simple adjustments and in The IDEAL SHARPENER  re- 


15 minutes the mower is per- quires little space, operates off 
fectly sharpened — every blade a light socket, and its first cost 
with a true keen edge. The is extremely low. 


Write for prices and full information 


The Fate-Root-Heath Co., 901 Bell Street, Plymouth, Ohio 


(CHICAGO) 
SPRING HINGES 


- Screen Door Spring Hinges | 


Adjustable 


Tension 


T hese hinges are 
constructed of 
heavy wrought | 
metal and finished | 
in a most excellent | 
manner. 



































The spring is made 
of tempered steel 
wire, and is com- 
pletely enclosed. 
The tension is ad- 
justable. This hinge 
is also made for 
half-surface appli- 
gee areal cation. Type 4005. 


| Send for Catalogue H-47 
Chicago Spring Hinge Compang. 


CHICAGO NEW YORK 
U. S. A. 









































Oliver Bros. Letter 


(Continued from page 108) 


of the Bank of United States may in the future come to 
be regarded as marking the climax of this depression. 


“The wisest and most experienced economists in the 
world usually admit, after citing various factors which 
undoubtedly do influence the course of industry, that 
in the last analysis they do not know precisely what 
causes business booms and depressions. If that is so 
it is no wonder that government and business organiza- 
tions cannot solve the problem of disastrous fluctuations 
between feast and famine, the problem itself: not even 
being adequately understood. All sorts of proposals are 
made and certainly much needs to be done, but there 
are sharp conflicts of interest involved which tend to 
defeat the fundamental purpose of all concerned. In a 
word, what is one man’s sauce is very often another 
man’s poison. To mention some concrete illustrations 
consider our relations with Soviet Russia. One of the 
most powerful corporations in the country, and un- 
doubtedly the most powerful banking institution in the 
country, is lending every possible assistance in ma- 
terials, credits, and technical aid to the Soviet govern- 
ment. And on the other hand Soviet Russia’s exports 
of wheat, lumber, manganese, and a long list of other 
products have helped to disrupt the markets of the 
world. 


Capper-Kelly Bill 


“Consider the Capper-Kelly Bill before Congress for 
permitting the regulation of resale prices by manufac- 
turers. One powerful camp attacks the proposed legis- 
lation furiously and another group is confident that it 
would be a boon to business. There is a rapidly ex- 
panding movement to revise the Sherman Law to make 
it more liberal, which would facilitate a recognized tend- 
ency of business to become consolidated in large units 
under one control, increasing the difficulties of inde- 
pendent merchants all along the line and ultimately 
threatening to eliminate them.~ Consider the recent 
tariff legislation; undoubtedly a benefit to some indus- 
tries, certainly injurious to others. There’s no use in 
arguing that a certain course of action would be good 
for business and.a certain other course of-action bad. 
One thing will be good for some and bad for others. 
It’s a case of organization and effective lobbying, very 
often a conflict between particular interests and the 
public welfare. If we may venture a warning it is that 
as industries tend to increase in scope and power they 
tend to come more under government patronage and 
control, as witness the railroads, the shipping interests, 
the Farm Board. The end of that road is Socialism. 


Overproduction, a Great Cause 


“Among the chief causes of the present depression is, 
of course, overproduction of a variety of staple com- 
modities such as copper, sugar, wheat, tin, etc., and one 
of the main causes of the accumulation in excess quan- 
tities of such necessities is the various price fixing 
schemes entered into, tempting producers to force pro- 


~ (Continued on page 114) 
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Stetson’s Combination Cushion Chair Tips are made 
from selected sole leather. The chair is able to move 
about freely without noise or scratching the floor. The 
felt washer acts as a cushion. This line is only one of 
our big sellers. Write for catalog. 








Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 


LLL TTT TATE SEN a aammmmmrarmampmmmmmmmpa i Cs 


WICKWIRE BROTHERS 
Hardware Cloth 


i Made from best Open Hearth 
Steel, full gauge wire galvan- 
ized AFTER woven. Every 
operation controlled by us. 


Standard widths, six inch steps, 
12 to 48 in. 50 and 100 lineal 
ft. rolls. 


Ask Your Jobber. 


























Sor 


’ Sancta 
to p in WOOD SCREWS 
Rivets Roofing Nails Scratch Brush Wire 


We will be glad to help you 


THE BRIDGEPORT SCREW CO. 
with your sales problems. 


Bridgeport, Conn., U. S. A. 














Representatives: 
239 W. 39th St., George E. Quigley, Detroit eas 
Hardware Age, New York City . Milton “<< Ae! = 4 Cas diomehde, Ten “4 . Seattle 








For Your Profit’s Sake... 


be sure the casters you sell are 


NOELTING 


PAVE”. CASS 


Chicago Grand Rapids Los pore High Point, N. C 
Canadian Factory: Stratford Ontario 


Pivot Bearing [Ball Bearing Grip Neck Institution Casters Truck Casters 
A Complete Line 




















| 
| 
| 
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SPEED UP 





SALES 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post ‘card will bring prices 
and information by first mail. 


ALLITH - PROUTY COMPANY 
DANVILLE, ILLINOIS 


























Hardware 
Dealers! 





soo” 


Our Illustrated 


Catalog of 
ow oF Should Be Kept 
In Your Files. | 


=\ x0 Send for It. 
Trow & Holden Co., Barre, Vt. 



















A New Feature in 
“gXawncoml- 
oie Convex Shaped Frame 


The new frame is convex in shape to 
give it added strength—it’s a good 
talking point in convincing 
your customers of the 
Lawncomb’s superiority. It 
is nationally advertised. 


We advise that you consult 
your jobber at once for 
your spring stock. 


DD) Eastern Tool & Mfg. Co. 
Bloomfield, N. J. 








In 
Steady 
Demand 


The Quick Acting Soldering Flux 


RUBYFLUID Fluxes quickly—saves time 
and solder. Saves material, too—never 
corrodes or tarnishes metals. Withstands 
any climate or temperature that a man can 
solder in. RUBYFLUID is also a wonder 
TINNING Flux as it requires no rubbing. 
Y, pt. to 10 gal. tins. Also barrels and half 
barrels. Its name and merit sell it. Get 
prices. 


Sample RUBY CHEMICAL CO. 
FREE 68 McDowell St., Columbus, Ohio 

















Oliver Bros. Letter 


(Continued from page 112) 


duction to the limit fo obtain the benefit of attractive 
prices, no adequate regulation of production accom- 
panying the artificial price regulation. May it not be 
that the various schemes to regulate domestic prices on 
manufactured products like hardware invite a like situ- 
ation where prices are fixed on a profitable basis with- 
out a corresponding restriction in output. Experience 
has taught us that it is difficult enough to regulate prices 
but it seems ten times more difficult to regulate produc- 
tion. And to apply the one remedy it is decidedly neces- 
sary to apply the other. 


Chain Stores Discussion 


“Chain stores and installment selling continue to be 
lively topics of debate. The latter has been studied 
very carefully in the light of general business reversals, 
in an attempt to see how it was standing the strain, but 
the results of the examination have proved unsatisfac- 
tory. The percentage of repossessions seems to be very 
low, but it should not be overlooked that the sellers have 
gone to extremes to avoid taking back their goods con- 
sequent to default in payment, and no _satisfac- 
tory reports have been available as to _ the 
amount of installment paper that has been marked 
off as bad debts. Another point of grave significance 
that was pointed out in a letter from one of our clients 
that we quoted in a comment letter a few days ago is 
that the lessees of installment merchandise are strain- 
ing every resource to meet their installment payments, 
and consequently are short of cash to meet their cur- 
rent obligations, working incalculable hardships upon 
the rank and file of retail tradesmen, depending either 
on cash sales or reasonable promptness in meeting 
monthly bills. 


) A World Problem 


“The latest apology for this depression is that it is 
world-wide. One hears it everywhere. If that ex- 
plained our domestic difficulties entirely we would have 
to postpone hopes of recovery for several years, instead 
of perhaps one year, for the solution of Europe’s prob- 
lems is not an easy one. Among the world problems 
which stand in the way of universal prosperity are 
the international debts, international barriers, and the 
warlike aspect of the greater part of Europe. It seems 
doubtful if Europe can settle down to peaceful habits 
of mind as long as France is fearful of another attack, 
so ruinous as those of 1870 and 1914; as long as Italy 
blusters and boasts and threatens; as long as the Ger- 
man nation is geographically split in two by the Polish 
corridor and carries a crushing burden of indemnity; 
as long as Poland is a menace to its smaller neighbors, 
north, east and south; as long as Russia and the capital- 
ist nations of the West are so sharply at odds on prac- 
tically every point of national policy.” 
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Si. Louis’ Finest Hotels 
race , LENNOX 


9th and Washington. Saint Louis’ 
newest, smartest. Tub and shower 
in every room. 400 Rooms—Rates 
from $3.00. 


MAYFAIR 


8th and St. Charles. The quiet atmos- 
phere of an exclusive club. 400 Rooms 
—Bath in each Room—Rates from $3.00. 


KINGS-WAY 





Operated by Kingshighway at West Pine. Oppo- 
Heiss Hotel System site beautiful Forest Park. Room and 
St. Louis, Mo. Bath for 2 from $4.00. 














CLOTH 
AND WIRE 


W R PRODUCTS 


“Buffalo” Quality Standard Galvanized 
Hardware Grade backed by 58 years’ ex- 
perience in wire cloth manufacturing. It 
gives the kind of service to your custom- 
ers that means more sales to you. Com- 
plete information and prices on request. 

Write for Folder 83-B 


BUFFALO WIRE WORKS CO., Inc. 


(Fermerly Scheeler’s Sons) Est. 1869 
sinc: ran Buffalo, N. Y. 























SERVICE QUALITY ACCURACY 


Buffalo Bolts ... the reliable bolts that 
have served industry for three gener- 
ations are available in attractive cartons 
with easy-to-read labels. 


BUFFALO BOLT CO, 
North Tonawanda, New York 



















THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia. 
Western Factory—Dayton, Ohio. 


You are the logical man to han- 
dle profitable neighborhood fence 
business. Take orders from homes, 
playgrounds, parks, miniature golf 
courses, factories, etc. Good mar- 
gin. No investment. Leading fence 
manufacturer for last 45 years. 


Write today for complete details. 


The Stewart Iron Works Co., Inc. 
737 Stewart Block Cincinnati, O. 








DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 











GREETINGS 
FOR 1931 


FROM 


THE BRAINERD MFG. CO. 
EAST ROCHESTER, N. Y. 


Our stock is in shape for 





No. 1258 No. 685 


One of prompt shipments. Is vam 
Several yours? How about mak- Popular 

oe ing ing up that stock order 1j"Cobicet 
Pulls now for January 2nd ship- Door Latch 


ment. 
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CLASSIFIED ADVERTISING 
RATES 











Use the “Classified Opportunities Section” to reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and 


tives Wanted” Advertisements. Discounts for assified cg rm 
iti -_-_ TT 4 insertions, 10% 3 BS insertions, 15% o 
nie Se ee ee Set Solid, Minimum of 5 lines...... $3.00 Due to the special rate, these discounts = 
aadvertisements at Special Rate of Each additional line............. -60 7 ekg nee ee ee 
one cent a word, minimum fifty All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Th 
: E Each additional line............. i) Forms close Nine Days previous to yey of 
cents per insertion. Average 10 words to a line publication. 


Allow One Line for Keyed Address > 
Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 


be addressed to box numbers . 


_ pOMeP appa ware 





“Sales Representa- ete 








Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 

















POSITIONS WANTED 


POSITIONS WANTED 





CATALOG De AND ADVERTISING MANAGER SEEKS 
NEW CONNECTIO Experienced in both wholesale and retail hard- 
ware with ee ale of successful accomplishments in compilation of 
hardware catalogs and the management of advertising departments of 
Hardware Jobber. Employed at present but wishes to make a change. 
Lm oa references. Address Box J-51, care of Harpware Acze, New 

or ity. 





WANTED—Traveling sales position on large builders’ hardware line. 
Employed but wish to change. 16 years on territory in Illinois, Kentucky, 
and _ Sena csnally Use own car. Handling jobbers and large retailers. 
Salary and commission. Age 41. Would consider house position with 
large jobber or large retailer. Address Box J-75, care of Harpware AGE, 
New York City. 





SALESMAN desires to represent a manufacturer in eastern territory 
on salary and commission basis. Successful record as salesman and sales 
manager for hardware manufacturers. Has travelled over entire country 
and has wide acquaintance with hardware distributors and their problems. 
Age forty, single, good education. Address Box J-83, care HarDWARE AGE, 
New York City. 





MANUFACTURING EXECUTIVE, 30, experienced in production con- 
trol, purchasing costs and estimating. Th ee 2 knowledge of technical 
details in manufacture. of hardware, tools and cutlery. Familiar with 
credits, collections and office administration. Highest references. Seeks 
position with hardware manufacturer or wholesale house, Address Box J-72, 
care of Harpware Ace, New York City. 





SALES EXECUTIVE, age 43 with an experience of several years with 
a large manufacturer of tools and hardware, will be open to a proposition 
after January Ist. Am very familiar with hardware jobbers and mill 
supply house. Excellent references. Propositions considered only from 
~ nf Gn. concerns. Address Box J-68, care of Harpware AGE, New 
or 





ACCOUNTANT BOOKKEEPER—Hardware experience. Desire spare 
time bookkeeping in the State of Michigan, preferable Detroit. Capable of 
installing the National Retail Hardware Association system of accounting. 
Open a new set of books or complete a set. Render Balance Sheet and 
Income and Profit and Loss Statement. Write or call. A. M. Lamach, 
13585 Wisconsin Ave., Detroit. Fairmont 1631 M 





SALESMAN, 8 years’ experience, established following selling hardware, 
electrical radio jobbers, Department Stores and large dealers in Iowa. 
Nebraska, Missouri, Kansas and Oklahoma. Seeks connection with well 
known manufacturer. Can furnish A-1 references as to character and 
ualifications. Address Box J-67, care of Harpware AcE, New York 
ity. 


POSITION WANTED—Hardware man, age thirty-two with 10 years’ 
wholesale and retail experience, desires connection with manufacturer or 
jobber. Thoroughly experienced and capable in selling, engl: Bmw > man- 
aging. Also familiar with up-to-date retail merchandising. ould con- 
sider managing retail hardware business in country town. Address R. F. 
Wittren, 419 No. 23rd Ave., West, Duluth, Minn. 








WANTED in central or western Pennsylvania position as manager of 
wholesale hardware, wholesale and retail hardware or hardware paramere 
store and thirty nine years old and married, well experienced and can 
best of reference. Address Box J-69, care of HAarpware Ace, New ats 


City. 


EXPERIENCED HARDWARE AND MILL SUPPLY MAN, age 30, 
with executive training, desires immediate position in New York City or 
vicinity. Has_had over 10 years wholesale and retail experience in all 
its branches. Desires responsible position with promising future. Box J-70, 
care of Harpware Ace, New York City. 





BUILDERS HARDWARE SALESMAN, New York metropolitan dis- 
trict wishes to handle reputable manufacturer’s line of builders’ hardware 
on brokerage basis. Has exceptionally select clientele of architects and 
Yailders in this territory. Address Box J-79, care of Harpware AcE, New 

or ity. 





POSITION WANTED—Builders’ Hardware Contract Man, many years’ 
experience all classes building construction, thoroughly acquainted with 
leading manufacturers lines, competent on Architects plans and _ specifica- 
tions. Address Box J-78, care of Harpware AcE, New York City. 





SALESMAN, 15 years experience, wholesale hardware entire South. 
Competent, excellent references. Married, desires connection with responsible 
manufacturer located in New York or Philadelphia district. Address Box 
J-57, care Harpware Ace, New York City. 





WANTED—Connection with manufacturer, of metal ware, tools, cutlery 
or kindred lines. Age thirty-six. Twenty years’ hardware experience. 
Prefer established territory west of Mississippi River. References. Cor- 
respondence invited. Address Box J-80, care of Harpware AcE, New York. 





EXPERIENCED ACCOUNTANT AND OFFICE MAN desires to con- 
nect with reliable Hardware Firm, 20 years in store and office work, cam 
furnish best of references, location desired New York City or southern 
Connecticut. Address Box J-71, care of HarpwarE AGE, New York City. 





YOUNG MAN, New York City, single, age 24, experienced hardware 
clerk. Has a high school and technica eee. Locksmith and handy 
with tools and can drive a truck. Will furnish references. Address Box 
J-84, care of HARDWARE Ace, New York City. 





POSITION WANTED—Hardware man; twenty years’ experience, buy- 
ing, selling and as manager branch store. Age 40 years, marri 
mixer, best of references. Central States preferred. Address Box J- 82, 
care of Harpware Acz, New York City. 


WANTED POSITION AN ASSISTANT in a Department. 
Ten years’ experience with large manufacturing concern. Address Box J-73 
care of Harpware AGE, New York City. 


SALES REPRESENTATIVES WANTED 


EXCEPTIONAL OPPORTUNITY—Wanted salesmen calling on Hard- 
ware, General Store and Department Store trade who have an established 
business to sell direct from the\.manufacturer. Samples take up small 
space and easy to show. Give references and state territory you are now 
covering. Address Box J-77, care of Harpware AcE, New York City. 














WwW EE ge ey salesmen calling on hardwate trade to sell 
our QUALITY line dog equipment, leather novelties, etc. Choice terri- 
—_. goat for right men. Liberal Commission. THE STRECKER 

. CO., Marietta, Ohio, Established in 1881. 





MANUFACTURERS’ REPRESENTATIVE, calling on jobbing trade 
exclusively, taking in all jobbing centers from Denver west, desires a few 
high grade connections with hardware manufacturers. Address J-87, care 
of Harpware Ace, New York City. 





SALESMEN WANTED —Side line to sell high grade line of toy vehicles 
and specialties to department stores. Liberal commission. Several states 
still open. P. O. Box 511, Sheboygan, Wisc. 


SALES ACCOUNTS WANTED 











POSITION wig ome apable man, experienced in tools, buying and 
selling; also in eral hardware and mill supplies, desires connection with 
a good organization wholesale or retail. Middle aged, and well qualified for 
any branch of the hardware business. References the best. Address Box 
J-76, care of Harpware Ace, New York City. 


SALES ENGINEER, young man, 28 years, married, technical graduate, 
desires position as sales representative. Six years’ experience, well ac- 
quainted in Cleveland, Ohio, and surrounding territory, — architects, 
yoy contractors, "manufacturers, individuals, etc. st of references. 

Address Box J-81, care of Harpware AcE, New York City. 








i 
Fifty Years in Builders’ Hardware and 
Hardware Specialties 
and still gone, os California about February. First 
two mon P, dle a limited line of items in these 


lines on commission basis. Address S. 8S. Lacy, Corner 
Hardware Information Bureau, Avon, New York 


a 
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CLASSIFIED OPPORTUNITIES 





SALES ACCOUNTS WANTED 





BUSINESS OPPORTUNITIES 











SOUTHWESTERN REPRESENTATION 
E. J. NEWEY 


having sold the Wholesale Hardware, Notion and Drug trade also 

Department Stores and large Retail Hardware Stores in above 

territory for thirty years desires one additional representative line. 
New York Office—258 Broadway, New York City. 











oe 


MANUFACTURERS’ SALES AGENCY—A selling organization repre- 
senting a number of manufacturers of hardware, garden tools, electrical 
merchandise, for several years in New England, is in a position to take on 
additional lines going to jobbers, department stores, and the larger hardware 
dealers, traveling seven men who thoroughly comb the entire New England 
states. Large warehouse prepared to carry unlimited stock. Well rated 
in Bradstreets and Duns. Will also consider carrying accounts. Address 
Box J-86, care of Harpware AGE, New York City. 








MANUFACTURERS’ SALES AGENCY—A selling organization repre- 
senting four manufacturers of hardware and builders’ lines for 15 years 
in Chicago is in a position to take on an additional line going to jobbers, 
department stores and similar outlets. Have specialized in the introdue- 
tion of builders’ hardware specialties through architects and builders. 
Prepared to carry small service stock and to make attractive ground floor 
sales display. Very highest references. Address Box I-972, eare of Hanrp- 
ware Ace, New York City. 





MANUFACTURERS’ REPRESENTATIVE covering North and South 
Carolina calling on Jobbing and Syndicate Trade wishes exclusive sales 
connection on Work Gloves, Lamp Burners and Cheap Padlocks. Would 
consider kindred lines. Best references. Address Box J-89, care of 


Harpware Ace, New York City. 


BRONXVILLE NEEDS A 
HARDWARE STORE 


And here is the best possible place to locate it—on the 
main thoroughfare leading from a large apartment section, 
to the railroad station! The Station Park Building on 
Palmer Avenue, in the heart of the shopping district, in- 
cludes among its tenants the P. store, Gristede, a 
drug store, a gown shop, and other thriving businesses. 
This large double store, with daylight in every corner, 
has an entarance in the rear for deliveries, and space 
available in the basement for storage. Size 28’ x 49’9” for 
$185 or 13’3” x 48’9” for $150 


LAWRENCE MANAGEMENT, Inc. 
131 Parkway Road, Bronxville, N. Y. 


Phone Bronxville 0400 


th 











Factory Job Lots Wanted for Cash 


Standard Goods—Clean and salable. Prices must per- 
mit resale at unusually low prices for bargain attrac- 
tions. Address complete particulars. E. Room 
1001, 45 West 34th Street, New York City. 





MANUFACTURERS’ REPRESENTATIVE wants to add one additional 
hardware line. Covers middle western states. Has been covering this 
territory for 20 years. If you have a real saleable product let me hear 
from you. Box 7413-A, care Harpware AGE, 10 South La Salle St., Chi- 


cago, 





NOVELTIES OF HOUSEHOLD-UTENSILS, articles for daily use and 
toys wanted for the exclusive sale in Germany. Siegfried Schurmann, 
Blankenburg (Harz) Germany. 


HELP WANTED 








WANTED-—Salesman for Connecticut to represent several strong lines 
to Hardware, Department and Sporting Goods Stores. Commission basis. 
If you wish to build into a strong position with active merchandising or- 
ganization write giving full details and references. Address Box J-74, 
care of Harpware Ace, New York City. 











WANTED— . 


We specialize in buying for spot cash hardware stores of 
any size. All communications treated strictly confidential. 


ROCHESTER ~- GENERAL STOCK BUYERS 
121 Powers Building, Rochester, N. Y. 














FOR SALE—$3.500 cash will buy my hardware and tool store in the 
best location in Harlem. Same location for the past eight years. much 
needed rest compels making this sacrifice. Inspection invited to assure you 
of its value. Address Box J-85, care of Harpware Acz, New York City. 








business. 


AGE is giving its readers. 


to increasing your profits. 


Are You Sellmg Your Share of Toys? 


When a dealer can sell more than $500.00 worth of Electrical Toys in a year and 
$9,500.00 worth of other toys, it demonstrates that there’s real money in the toy 


The story of this dealer’s success is typical of the practical help which HARDWARE 


A regular reading of the editorial and advertising pages of HARDWARE AGE will 
give you a background of selling knowledge which will contribute substantially 


Hardware Age, 239 West 39th Street, New York City 








to handle. 


relinble saleeman 





SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give 
Section 
to represent you. 


details—insert your ad in the “Classified 
”* of this paper and you'll be reasonably sure to find a 
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Congratulations to our good friends, Logan-Gregg Hardware Company, 


4 


NIFORM high quality is the greatest single factor in the 
increased popularity of U. S. Quality Enameled Ware. 

This Seamless and Triple Coated Line has become the fastest 
seller and the most consistent repeater in the field—it is a line 
you can depend upon. There is a refreshing cleanliness about 
U. S. White, that appeals to the discriminating buyer. 

Standard White is an excellent quality of two coat ware, em- 
bodying the same qualities of manufacture as the Triple Coated 
Line. 

U. S. Gray Ware is finished in a beautiful mottled effect. It is 
made with the same mechanical precision and care as the Triple 
Coated Line and the same heavy steel shapes are used. 

Here are lines you can sell without reservations, and for year 
*round sellers, every item is a winner. Each item is made in one or 
more sizes to meet the needs of your customers, 


Send for new Catalog No. 9 illustrating the complete line of U. S. 
Enameled Ware. 


UNITED STATES STAMPING COMPANY 
Quality Enameled Ware 
MOUNDSVILLE, W. VA. 


INCREASED CONSUMER DEMAND » « 


for U. S. Quality Enameled Ware has built 
enviable sales records for U. S. Dealers. 










on their 100th Anniversary 
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INDEX TO ADVERTISERS 


THE ADVERTISERS INDEX is published as and not as a p art of the advertising contract. Every care will be taken to index correctly. 
* No eee will be made for errors or failure to insert. 
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Adjustable Wrench 


Staple Puller 


DIAMOND 


Diamond Adjustable Wrenches were origin- 
ally designed for the expert mechanic—drop 
forged from finest tool steel—scientifically 
hardened—will not chip or break—jaws grip 
like a vice. 











Diamond Staple Pullers—all-around fence 
tools. Finished in gun metal—smooth or 
knurled handle—highly polished head. 


Write for information. 


DIAMOND 


CALK HORSESHOE COMPANY 
4612 Grand Ave., Duluth, Minn. 








For All Electrical Work 


Before Slipknot Friction 
Tape was offered the 
trade, it was subjected 
to the severest elec- 
trical installation 
tests. 







Slipknot proved 
its . efficiency on 
the finest wiring 
systems. 

Wherever sold, 
Slipknot has dem- 
onstrated the vast 
difference between 
mere stickiness 
and positive ad- 
hesiveness. Slip- 
knot. holds cus- 
tomers because it 
holds and_ pro- 
tects the work. 
Put up especially 
for the hardware trade in 1, 2, 4 and 8 oz. rolls in 
Orange and Blue packages. Attractive Counter Dis- 
oe Carton for one ounce and two ounce rolls.. Good 

rofit. 


SOLD THROUGH JOBBERS 


Also manufacturers of Rubber Heels and Composition TAPS 
RUBBER BANDS “DIME ASSORTMENT” DISPLAY CARTON 


Plymouth Rubber Company, Inc. 
1000 Revere St. Canton, Mass. 














A DOMES of 
SILENCE Display 
Cabinet on your 
counter works for 
you. 

It pays good divi- 
dends on the small 
space it occupies. 


DOMES of SILENCE 


Cost Dealer $9 Per Gross Sets; Sells for $14.40 
Retail for 10c Set of 4 





If your Jobber 
cannot supply 
you—write 
us direct. 


We make all 
grades of Sliding 
Casters, Nail 
Slides, Felt Slides, 
Radio Felt Feet, 
Insulated Slides, 


etc. OUR PACKAGE 


Domes of Silence, Inc., 35 Pearl St., N. Y. City 




















FOLDER 


THis folder illustrates and de- 

scribes the new line of Wall 
Dreadnaught Blow Torches and 
Furnaces in “a variety of low- 
priced sturdily constructed types. 
Dealers already handling this new 
line enthusiastically endorse these 
Wall products as -real.. profit 
bringers. 






“Service with Safety” 


HIS new line of Wall Dreadnaught 

products is built to meet the de- 
mand for “Service with Safety” at a 
low selling price. Welded bottoms, all 
connections brazed, factory tested be- 
fore shipment and warranted to give 
complete satisfaction under every con- 
dition of service. Write for descriptive 
folder today—add this new line to your 
list of money makers. 





P. Wall Mfg. Supply Company - Pittsburgh, Pa. 


DREADNAUGHT 


“Service with Safety” 


BLOW TORCHES . - »« FURNACES — 
AND OILERS 


Bs i 





SINCE 





SUPERIOR 
PRODUCTS 





— . 
; 
ik a a el | 

















HARpWARE AGE for JANUARY 8, 1931 


This Full Page Ad Appears In 





Issue January 10th 
1931 





THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO 
of the Genuine Irwin Bit since 1885 
Offices in Principal Cities throughont the World 
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Ehey’re 100 years old.” says 
the PENNSYLVANIA Gardener, 

“and they've been 
selling our mowers 
for half a century” 


























The old fellow’s right, of course, because 
he’s referring to the Logan Gregg Hardware 
Company, our Pittsburgh representatives, 
who are celebrating their centennial with 
this issue of Hardware Age. Our heartiest 
congratulations! 


Once again, the famous Gardener is ready 
to help PENNSYLVANIA dealers to get their 
share of the quality lawn mower business. 
He’s ready, too, in the form of A BRAND- 
NEW MOUNTED FULL-COLOR DISPLAY, 
SIZE 29” x 42”, that is even more attractive 
and colorful than the original Gardener cut- 
out. 


You can get this new, FREE, business-get- 
ting display, as well as our complete package 
of other 1931 “Dealer Helps” merely by 
writing us, giving your jobber’s name and 
the names of any PENNSYLVANIA brands 


you carry. 


Pennsylvania Lawn Mower Works 
1615-35 North 23rd Street, Philadelphia 


PENNSYLVANIA 


Quality 
LAWN MOWERS 
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